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N ew-Car Sales 
o Hit 6 Million 


Year Closes 


Registrations Due 
To Pass All Years 
Except 1955, 1950 


By Robert M. Lienert 
Associate Editor 
EW-CAR registrations for 1956 
will push into the six-million 
s in the year’s closing days, ac- 
prding to AvTomotive News esti- 
tes. 
The total will establish 1956 as 
‘the third highest sales year in 
history. 

Only two other years have seen 

-car registrations exceed the 
56 total. Record year, of course, 

1955 with its staggering total of 

69,908. Runnerup is 1950, with 

26,438. 
: * * 

P Y three other years have ex- 

ceeded five million—1953 (5,738,- 
p69); 1954 (5,535,464), and 1951 (5,- 

0.903). 

Industry sales observers calcu- 
late that a quirk of the calendar 
will “rob” 35,000 to 40,000 sales 
| from the December total. The day | 
| before Christmas and the day be- | 
™m fore New Year's are wedged be- | 
|tween Sunday and the holidays | 





this year. 
| Many dealers are not even open-| 
their doors today (Dec. 24) and| 
Monday, and dealers who will | 
open expect business to be) 


ty. 
The Metropolitan Chicago Ford 
Vealers Assn. said 75 percent of its) 
mbers would be open today.| 
palers felt that Saturday to Wed-| 
day is too long a period to close. 
association said, adding that! 
Y were also concerned about! 
possibility of another holiday| 
union contracts. 
* . * 
ONE aspect, 1956 stands alone. | 
© Registrations for the year will 
™mount to about 200.000 more than 
fg me total new cars produced. Never 
Wefore have registrations exceeded 
oduction by that much. 
In fact. only once since World | 
War II has production failed to 
| @xceed registrations. That was in 
1954. when output trailed sales 
by fewer than 27,000 new cars. 
The margin of registrations over| 
bduction in 1956 was achieved, of | 
Wourse, through a net reduction in 
er stocks during the year. 
7 * = 
‘yrs year has been unique in an- 
other sales aspect—the relative 
(Continued on Page 4, Col, 1) 


Top Cars 





New-car registrations for ten 
months, plus eight states for No- 
vember : 


1956 Pos. 
1—1,332,765 
2—1,128,288 
3— 466,849 
4— 408,292 
5— 383,325 
= 310,629 


3— 
106— 


12 
13— 
14. 
15— 
16— 
17— 
1s— 


Make 1975 Pos. 


Chev. 1,368,09'— 1 
Ford  1,308,773— 2 
Buick 649,354— 3 
Plym. 561,219— 4 
Olds, 504,384— 5 
Pontiac 451,001— 6 
Mereury 315,007— 7 
Dodge 245,588— 8 
Cadillac 114,915—10 
Chrysler 123,347— 9 
DeSoto 100,385—11 
Nash 82,463—13 
84,158—12 
27,839—16 
38,754—15 
44,824—14 
Imperial 9,851—17 
Cont 140—18 
Mise. 48,957 
Total All Makes 
5,068,347 6,079,552 
Further details on Page 27. 
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Delivered for Christmas— 


Bennett Bros. (Buick) is featuring this unusual Christmas display in its showroom in 
Wayland, N. Y. This is the firm's 35th holiday greeting. 


Safety Probers to Request 


Stronger U.S. Policy 


|ist who told them, “Traffic safety 
|}is no longer a matter of individual 
The House| concern. It’s a matter of national 


By William Ullman 
Washington Correspondent 

ASHINGTON. 

Highway Safety subcommittee, | necessity.” 
which cancelled hearings suddenly 
in November, is expected to file its | 
report within a few weeks. Most of | 


* * * 


~ SEVERAL ways, the Federal 
Government already has en- 


it is at the printer’s now, and ab- tered the accident prevention field, | 


sent committee members are dis-| but several witnesses who sub- 
cussing final changes by telephone.| mitted statements to the safety 
But this much is clear already: | subcommittee warned against fur- 
When published, the report will | ther entry. 
not recommend any radical ee? P. Hightower, chairman of the 
Federal move into the field of |National Assn. of Motor Bus 
accident prevention. (Continued on Page 7, Col, 1) 
It will, however, suggest that a| * re 
start in the direction of more}! 


Federal intervention is necessary, AUTOMOTIVE CR 
and it will call for clear state- 
INJU™* RESE 


ments of Congressional policy on 
the role of the Federal Govern- 
ment in halting the annual high- 
way slaughter. | 

At present, there is no such na- | 
tional policy, although most con-| 
gressmen agree with the industrial- 


U. S. Optimistic 
On Car Exports 


Despite Suez 


By Maynard M. Gordon 
News Editor 
a= U. S. auto industry regards 
the Suez shutdown as merely a 
temporary roadblock on the widen- 
ing, often hectic export sales front. 

Holding longer-range significance 
for American manufacturers last 
week were the Eisenhower-Nehru 
talks, which were viewed as a fa- 
vorable sign by export executives. 

Detroit's overseas market men, 
who are as worldly wise as any 

State Department policy-maker, 

looked to the Eisenhower- 

Nehru conference for possible 

solutions to foreign conflicts 

which admittedly have “not 
helped” U. S, automotive activity 
abroad. 

In between phone calls concerned 
with the Suez-caused shipping 
crisis, export officials told Avurto- 
motive News that. if these ten- 
sions are eased, this country should 
be able to compete more favorably 
with the Europeans in passenger 
cars and add to our truck advan- 


$100,000 for Safety— 


John O. Moore, left, director of Cornell 
University Medical College's automotive 
crash injury research project, receives 
“the world's only negotiable model car” 
from Roy C. Haeusler, Chrysler Corp. au- 
tomotive engineer. The $100,000 check 
written on the roof of the toy car ex- 
tends Chrysler's support of the project 
through Aug. 31, 1958. The new grant 
brings to $300,000 the total amount 
Chrysler has donated to the program for 
analyzing automotive crash injuries and 
causes. 


relations, Page 3. 


tage. 

Despite the shipping pinch, how- 
ever, Big Three officials did not 
foresee lasting damage to overseas 
sales prospect of ’57-model cars and 
trucks. They pointed out that 
Western European gas rationing 
mostly has been imposed by coun- 

(Continued on Page 28, Col. 1) 
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New-Model Output 
Behind Last Year 
By 250,000 Units 


By Martin L. Whitmyer 
Staff Writer 
ps heavy overtime sched- 
ules at most auto plants, new- 
model production for November 
and December is running 250,252 
cars or 17 percent below the pace 
set during the same months of 1955. 
With only a week to go in 195& 
calendar-year production was 27 
percent off record-breaking 1955. 
As of Saturday, the industry had 
turned out 5,702,763 cars, com- 
pared with 7,844,347 units during 
the first 51 weeks of 1955. 
November and December a year 
ago saw the manufacturers turn 
out 1,431,261 new models, as com- 
pared with an estimated 1,181,009 
units the last two months of this 
year. The estimate is based on an 
actual production of 581,009 units 
during November and an estimated 
600,000 cars this month. 
* . > 


EE heavily to the! 
manufacturers’ failure to meet! 
their goal of an estimated 615,000 
units this month were below-par) 
output efforts during the last two) 
weeks. 
Two weeks ago the makers pre- 
dicted they would produce 165,000 | 
cars, but got only 158,373. Last | 
week, with Pontiac out of pro- | 
duction until Thursday due to a | 
strike at Fisher Body, and Chev- 
rolet showing further declines, 
the manufacturers turned out an 
estimated 155,573 cars. 
Last week’s car output was 123.9) 
percent of Automotive News’ three- 
year index, compared with 126.1) 
percent compiled the previous week} 
on 158,373 units. Last week’s efforts, | 
however, were 3.5 percent above the 
same week a year ago, when the 
makers assembled 150,244 cars. 


<a 
HEVROLET, 





| 


- 
which did not 
schedule Saturday work last} 
week and will again give employes) 
a four-day holiday this week, fell) 
better than 10.000 units behind Ford) 
in December output totals. 

Ford slipped slichtly from the 
record-breaking 41,351 units pro- 
duced the previous week to an 
estimated 41,000 last week, while 
Chevrolet dropped from 37,647 to 
36,200 units. It marked the sec- 
ond consecutive week that Chev- 
rolet showed a decline in car out- 
put. 

Ford’s total for the month, as of 
last Saturday. stood at 128.731 units. 
compared with Chevrolet’s 118,405 
cars. In ’57 model-run output, how- 
ever, Chevrolet maintained a slight 
lead at 463,188 units to 462,526 for 
Ford. 

- ” a” 


ORD’S record-breaking output of 
41,351 units the previous week 


Inside Automotive News... 
Bill Newberg sees profits linked to dealer public 


Roundups of national and local shows, Page 2. 
Tax planning saves money, Page 23. 

Fuel economy symposium. Turnings, Page 10. 
New Jersey upholds Sunday sales ban, Page 7. 


for November, Page 27. 


registrations 
Detroit auction, Page 7; other auctions, Page 14. 
Vehicle production by makes, Page 29. 


erased the division’s former high of 
40,898 cars built during the week 
ended Dec. 8 and marked the third 
consecutive week that divisional 
output marks had fallen. The divi- 
sion also established a five-day 
mark of 35,947 during the week 
ended Dec. 8, erasing the former 
high of 35,471 units set the previous 
week. 

Also getting into the record- 
busting act the previous week 
was Cadillac, which set a new 
high of 4,337 units for a six-day 
week. The former high of 4,018 
units was established during the 
week ended Nov. 12, 1955. Cadil- 
lac scheduled 4,000 units during 
a six-day operation last week. 
Pontiac returned to production 
Thursday morning at its home plant 
and was hoping to get 6,545 cars off 
the lines by Saturday. The previous 
week saw the GM division turn out 
only 6,181 units—all in the seven 
B-O-P plants throughout the coun- 


es = & 


Ba showed a slight gain last 
week, jumping its output from 
14,490 units a week earlier to 15,028, 
while Oldsmobile dropped from 


10,997 to 10,960 units. 

Increases at Lincoln and Mer- 
cury were big factors in pushing 
Ford Motor Co. corporate output 
from 49,346 units the previous 
week to 50,443 last week. 

Mercury, which scheduled Satur- 
day work at three of its four as- 


sembly plants, turned out 8,100 cars 
(Continued on Page 29, Col. 3) 


Ford to Enlarge 
On GM Gains 


In New Franchise 
By Joseph M. Callahan 
Staff Writer 


ros MOTOR CO. soon will of- 
fer its 10,000 dealers a history- 


|making new franchise, which will 


contain most of the concessions in- 
cluded in the new GM franchise 
and a few additional benefits. 
The forthcoming contract, 
which has not entirely jelled as 
yet, was discussed in considerable 
detail at the recent four-day na- 
tional Ford Dealer Council meet- 
ing and soon will be discussed at 
the Lincoln-Mercury Dealer 


Council. 

A Ford Motor Co. spokesman 
said the company will explain de- 
tails of the new sales agreement 
to dealers on a closed-circuit tele- 
cast Feb. 4. 

” > * 

vo spokesman declared, “Ford 

Motor Co.’s new contract~ will 
offer definite departures from those 
of the past, and the company be- 
lieves that many of the new pro- 
visions will serve as guideposts for 
future agreements throughout the 
industry.” 

Dealers who attended the Ford 
Dealer Council meeting said the 
new franchise will include these 
provisions: 

1. A one-year, five-year or con- 
tinuous contract will be offered 
each dealer, with the dealer hav- 

ing the 

2 A series of clauses that will 
protect the financial interest of the 
dealer getting out of business. 
These clauses are said to be very 
similar to the General Motors “pro- 
tective” clauses. Protection for the 

(Continued on Page 26, Col. 1) 
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Jewel-Case Setting for 1957s... 


N.Y. Exhibits Head for Chicago 


By W. C. Lockwood 
Staff Writer 

DETROIT. — Exhibits from the 
National Auto Show, which closed 
Dec. 16, last week, began moving 
into Chicago for the nine-day show 
which opens there Jan. 5, according 
to Edward L. Cleary, show manager 
and executive vice-president, Chi- 
cago Automobile Trade Assn. 

Cleary said that these exhibits 
will be an important part of the 
sow which also will display ex- 
perimental and “dream” cars, 
foreign autos and parts, acces- 
sories and equipment. 

Cleary said the International Am- 
phitheatre will be transformed into 
a “brilliantly lighted jewel case” for 
the Motorevue of 1957. 

“Our show is literally constructed 
from the walls and the ceilings in,” 
said Cleary. “That is, the back- 
ground materials, satin and percale, 
will be hung first so that the dec- 
orative background will give the 
effect of a jewel case. 

“As an example, 20,000 square 
yards of material will be needed to 
mask the ceiling of the 180,000 
square foot Exposition Hall alone. 
That is where the passenger cars 
will be exhibited. 

“The ceiling cover will be in the 
form of white panels with golden 
border trim and sidewalls will be 
draped in cream-colored fabric. 
The 54 pillars will be decorated in 
white satin which will be pleated 
to resemble ancient Greek col- 
umns, and at the base of each will 
be gold flower boxes,” said Cleary. 

A revue will be presented twice 


Old Ford Estate 
And $6.5 Million 
Offered U. of Mich. 


DEARBORN. — Ford Motor Co.| 
has offered to give to the Univer- 
sity of Michigan $6.5 million and 
210 acres—including the old Henry) 
Ford estate—for establishment of| 
a branch of the university here. 

Dr. Harlan Hatcher, U of M 
president, said the university re- 
gents had tentatively accepted the) 
offer, contingent on the State’s will- 
ingness to provide funds to operate 
the proposed educational center. | 

Hatcher said the university had| 
Proposed the new center after) 
studying means for meeting the) 
need for more college-trained grad-| 





uates in specialized fields. It would 
combine classroom and shop in-| 
struction with practical work in 
industry. 

U of M studies, he said, indicated | 
Dearborn as a logical location for} 
the center and, as a result, Ford) 
Motor was invited to participate in| 
its establishment. 

This led to Ford's offer. The 210-| 
acre plot includes Fair Lane, the 
56-room mansion built in 1915 by) 
Henry Ford at a cost of $1,032,000. | 
Fair Lane now houses the Ford 
Archives, which will be moved to 
the Ford Rotunda if the university 
accepts the gift. 


The $6.5 million would be used to| that the figures might suffer by 


provide new buildings. 


= * * 





Idea in Education— 


Dr. Harlan Hatcher, left, president of 
the University of Michigan, tentatively 
accepts from Henry Ford II, president of 
Ford Motor Co., an offer of land and 
money to establish a Dearborn branch 
of the university. The gift includes Fair 
Lane, home of the late Henry Ford, whose 
portrait appears in the background. 


daily on a stage 123 feet wide and 
70 feet deep. 

Cleary said the exhibits coming 
from the New York show consist 
of turntables, fountains and pre- 
fabricated equipment that make up 
into individual displays. These were 
transported by truck and will be 
stored in the building until set up. 

Entries have closed for the traffic 
slogan contest for public and paro- 
chial high school students, This is 
cosponsored by the show and the 
Chicago Street Traffic Commission. 
Winners will receive $700 in savings 
bonds. 

The final five of the 20 com- 
munity beauty queens were chosen 
last week. The girls will appear 
with the new models in the pag- 
eant of new cars. 

Meanwhile, the five-day show 
sponsored by Sioux Falls (S. D.) 
dealers has closed and it was re- 
ported that 27,000 visited the dis- 
play. 

The dealers reported that less 
than half this number attended 
the stage presentation, which was| 
separate and apart from the car| 
exhibit. 

“It is evident,” the dealers 
noted, “that the cars themselves 
were the attraction this year. Let 
us hope that every dealer capital- 
izes on this interest in a profit- 
able manner.” 

Wentworth Motors Co, (Hudson-| 
Rambler-Willys). Exeter, N. H., held 
a “one-dealer” showing of Richard 
Arbib’s “Astra-Gnome” custom-built) 
car. 

Utilizing an American Motors! 
Corp. Metropoltian chassis, it is 
165 inches long, 53 inches high and_| 





|72 inches wide. Weighing approxi-| 
|mately 2.000 pounds, it is powered 


by a modified Metropolitan A-40 
four-cylinder engine. 

There are no doors in the car. 
Entrance is gained by lifting a 
plexiglas, bubble-shaped dome. As 
the top rises, running boards are 
extended and passengers walk into 
the car in a standing position. Two 
swivel seats and circular interior 
allow vision in all directions. 

The six-day show sponsored by 
the Miami Automobile Dealers Assn. 
closed last week. 

“Highways of Sunshine” will be 






Maker Show 


By Ed Brown 
Staff Correspondent 
EW YORK.—The National Auto 
Show, first since 1940, broke all 
attendance records of previous pre- 
war shows, according to the Auto- 
mobile Manufacturers Assn. 
The AMA said total figures of 
paid admissions “have not been 
and will not be released.” It was 


said that it was felt that such 


figures were not a “point of refer- 
ence.” 


However, there was speculation 


comparison with the dealer-spon- 


But Figures Are Withheld. . . 





sored Chicago show. 

This year’s Chicago show, held in 
January, drew 493,143 as compared 
with 490.500 in 1955. Edward L. 
Cleary, Chicago show manager and 
executive vice-president, Chicago 
Automobile Trade Assn. said the 
goal was a half-million paid ad- 
missions in 1957. 

* * * 


AN AMA spokesman said that 
crowds on the final Sunday 
afternoon caused the new Coliseum 
here to “strain at the seams” and 
a falloff of attendance in the eve- 
ning was welcomed. 

The show management said 
that the record number of visitors 
was achieved despite days of un- 
usually rainy weather. 

Exhibitors, both truck and pas- 
senger car, unanimously reported 
brisk sales among show visitors, 
according to AMA. 

Salesmen on duty at the show 
reported that a greater-than-ex- 
pected proportion of the crowds 


“were potential car buyers. 


* * * 


A™4 quoted one exhibit manager 
as saying: “If attendance had 
been any heavier, we would have 
been too crowded to handle pros- 


the theme of the Columbus (O.) 
auto show which opens Jan. 5 for 
nine days. A southern resort motif 
will be carried out. 

Fifty dealers from Central Ohio 
will take part and it is expected 
that 100,000 will attend. George C. 
Woodworth (Chevrolet) is chairman 
of the 13-member show committee. 

The Grand Rapids (Mich.) Pas- 
senger Car Dealers Assn., in cooper- 
ation with John D. Loeks and H. 
William Freck, theatrical producers, 
will sponsor a show Jan. 7-12 in the 
Civic Auditorium. 

Harold W. Rockwell (Oldsmo- 
bile) is chairman of the dealer co- 
ordinating committee. A meeting on 
the show was attended by the fol- 
lowing dealers: 

William Pastoor (Ford); C. 
Evan Johnson (Buick); Stephen 

R. Hicks (Lincoln - Mercury) ; 
Robert A. Radtke (Pontiac) ; Wal- 
ter Lutkenhoff (Dodge - Plym- 
outh); E. H. Uecker (Willys); 
George Weiss (Chrysler-Plym- 
outh); James VanAndel (DeSeto- 
Plymouth); Peter C. Cook (for- 
eign cars); Herman Otte (Willys) ; 
Frank T. Goodwin (Pontiac) ; 
Robert Maurer; Stanley J. Obied- 
zinski (Willys), and J. W. Eberts 
(Cadillac). 

Other shows announced include 
Appleton, Wis., Jan. 23-25, Hunting- 
ton, W. Va., Jan. 24-26, and Orlando, 
Fla.. March 14-17. The Upper Mid- 


24, 1956 


| 





DETROIT. 


“In the 40 days 








S-P District Managers, Top Officials Meet... 


Meeting with the Studebaker-Packard district managers, Roy T. Hurley, president, 
Curtiss-Wright Corp., and Harold £. Churchill, president, Studebaker-Packard Corp., 
| reported on the progress made in reducing manufacturing costs and mapped out 
marketing plans for the first quarter of 1957. Churchill said that part of the addi- 
tional factory support for dealer programs would be increased newspaper advertis- 
ing in 1,100 markets during the first quarter. From left are R. A. Davis, Cleveland; 
B. J. Corrigan, Westport, Conn.; L. E. Amstutz, Wooster, O.; Hurley; Churchill; R. A. 
Baldwin, Detroit; W. A. House, Salina, Kans.; and John A. Henricksen, Davenport, la. 


400,000 Orders in 40 Days 
Received by Chrysler 


prosperous and gives every indica- 


west Auto Show will open Thursday| after our 1957 models were in-|tion of continuing to be prosper- 


(Dec. 28) and close Jan. 6. 





Drys Predict Drinkers 


Will Kill 400 Over Yule 


WASHINGTON. — The Meth- 
odist Board of Temperance esti- 
mates that more than 400 persons 
will become the victims of drink- 
ing drivers during the four-day 
Christmas weekend. 

It based the prediction on a 
National Safety Council report 
which, according to the temper- 


ance board, showed that drinking 


drivers were involved in nearly 
55 percent of the 609 traffic fatali- 
ties during last year’s three-day 
Christmas weekend. The board 
foresaw a possible 800 deaths 
this year. 





Sets Record 





| troduced Oct. 30, Chrysler Corp. 
| dealers sent us orders for more 
than 400,000 new cars,” L. L, Col- 


bert, corporation president, said 
|last week in his year-end state-| 
| ment. 


| Colbert said 1956 would be the 
industry’s third biggest year, that 
the 1957 new-car market should 
be bigger than 1956 “by a sub- 
stantial margin” and that the 
long-range future presents “a 
great, growing potential market 
for the automobile industry.” 
Since introduction day, Colbert 
| continued, Chrysler's fleet sales or- 
| ganization reports orders are run- 
| ning 100 percent ahead of 1955 and 
50 percent ahead of 1954. 
He said his company has sched- 
uled production of 275,000 of its 
1957 cars by the end of 1956. 


Colbert mentioned that 1957 could 


| become the industry's second big- | 


gest year. This would mean sur- 
passing the 6.3 million registrations 
| achieved in 1950. The record is 7,- 
| 169,908 in 1955, 

Enlarging on the 1957 possibili- 


| ties, Colbert noted that Chrysler | 


pects and the customers could not} Corp. dealers “tell us that there is 
have enjoyed the show, or even had/| @ big difference between this year 


a good look at our cars. 


and any other new-model introduc- 


“The management of the 42nd/ tion period they can remember.” 


National Auto Show wishes to ex- 
press its deep gratitude to the many 
people whose cooperation and effort 
made this successful exposition 
possible,” a statement issued by the 
show officials said. 

“Only through the excellent co- 
ordination and cooperation re- 
ceived from everyone—the Coli- 
seum management, the trade and 
craft unions serving the show, 
the concessionaires, the Mayor’s 
office, the city police and fire 
departments, the press and many 
others—were we able to set up 
the show in the short time avail- 
able and to keep it going so 

(Continued on Page 4, Col. 4) 


He explained, “In previous | 


years, there has been heavy at- 
| tendance in dealer showrooms on 
| opening day, but it always has 
| tapered off to normal in a week 
| or 10 days. This year, however, 
| showroom traffic has remained 
| heavy week after week.” 
| In speaking of the 1957 market, 
| Colbert emphasized: “This is the 
| way it looks to us right now—given 
|a reasonable working out of the 
| serious economic and political dif- 
| ficulties abroad.” 

Following are some of Colbert's 
reasons for expecting 1957 to be one 
|of the industry's two top years: 
“1. The national economy 





is 


| 


Business Barometer 


Auto Production — 178,925 cars, 
trucks in week vs. 169,225 year ago. 

Business Failures — 249 in week 
vs. 247 year before. 

Department Store Sales—Down 
4 percent from year before. 


Freight Loadings — 737,757 cars, 
an increase of 16,239 cars from year 


before. 

Gasoline Stocks — 175,427,000 
barrels, an increase of 26,000 barrels 
in week. : 

New-Car Registrations — 5,- 
068,347 in 1956 to date vs. 6,079,552 
year ago. 

New-Truck Registrations—767,- 
275 in 1956 to date vs. 793,868 year 
ago. 

Oil Stocks — 273,617,000 barrels, 
a decline of 1,636,000 barrels in week. 

Soft Coal Output — 10,605,000 


Yons estimated in week vs. 10,935,000 
tons a year ago. 

Steel Output — 102 percent of 
capacity estimated vs. 102.4 percent 
week earlier. 

Used-Car Prices — $1,012 aver- 
age in December (including ‘57s) vs. 
$1,044 in November. 

Wholesale Prices — 116.2 per- 
cent of 1947-49 index vs. 116 percent 
week earlier. 

*- @ 
Common Stocks 

Dec. Dec. 
19 12 High 

5% 5% 8% 
71% 70% 87 
55% 63% 
43% 49%, 

6% 10% 


36.70 


Am. Motors 
Chrysler 


Average 





|ous. Employment is at an alltime 
| high. Personal incomes are at rec- 
|ord levels and are rising. Personal 
|}savings are running at a higher 
rate than at any time since the end 
| of World War II.” 

For the long-range future, he also 
|mentioned the estimated increase 
jin population and the expected 
| growth in the number of multicar 
| families. 

“2. Over the past three years, 
approximately 18.5 million people 
have bought new cars, and a 
sizable proportion of these buyers 
should be back in the market for 
new cars again in 1957, 

“3. Throughout 1955 and 1956, 

there has been a strong and steady 
| demand for used cars, and used-car 
prices have held remarkably firm. 
To us this is clear evidence of a 
(Continued on Page 29, Col. 4) 


$19 Million Loss 
Reported by AMC 


Auto Costs Slashed; 
Sales Pickup Noted 


| DETROIT. American Motors 
|Corp. has reported its automotive 
division had a sizeable loss in the 
|fiscal year ended Sept. 30, 1956, 
while the appliance division had its 
most profitable year since 1950. The 
special products (defense) division 
cut its loss to less than half the 
1955 figure. 

However, it also was reported 
that Rambler retail sales in No- 
vember were more .than double 
those for November, 1955, and 
were the best for that month since 
it was introduced in 1950. 

Sales were 122 percent greater 
than for November, 1955, and 116 
percent greater than the November 
average for the preceding six years. 

These operating results were dis- 
closed by George Romney, presi- 
dent, in announcing the corpora- 
tion’s consolidated operating results 
for the 1956 fiscal year. 

Sales were $408,407,637 compared 
with $441,127,272 in 1955. The net 
loss was $19,746,243 after a non- 
recurring profit of $10,662,372 from 
sale of Ranco, Inc., stock and tax 
credits of $1,453,576. This compared 
with a 1955 net loss of $6,956,425 
after a tax credit of $9,700,000. 

The corporation said its 1956 
annual report, now being printed, 
will state: 

“Against this background, man- 
agement took vigorous action to 
cut automotive operating costs. 
As a result, the company’s auto- 
motive break-even point is now 
significantly reduced. 

“The insurance company and 
banks which have financed Ameri- 
can Motors’ credit needs in the 
past, agreed unanimously to extend 

(Continued on Page 28, Col, 4) 
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Dealers tell me 





ADE associations come into 
existence not because a few 
leaders got together to promote 
them, but because they fill a need. 
This is true with the national, 
state and local associations within 
this trade. It applies as well to 
more than 2,000 national associa- 
tions and 10,000 local associations 
as reported by the U. S. Chamber 
of Commerce. 

They all engage in activities 
which their members can do 
more economically and effectively 
by working together than they 
could do separately. The associa- 
tion is really the trade in action, 
helping itself grow. 

As fas as auto trade associations 
are concerned, they supply many 
avenues for dealers to get together 
and use every available method to 
improve the common lot. Automo- 
bile dealer associations have been 
particularly successful in results 
obtained for members. 

* = * 


‘For the Good of AI? 


HEY are democratic in their 

organization and in their pro 
grams. They are officered by men 
who are elected by members. They 
have always been responsive and 
the policy decisions, programs and 
activities have been in line with 
the needs, the hopes and demands 
of the members. This is so because 
members have been consulted fre- 
quently through meetings as well as 
questionnaires. 

The NADA, for instance, has 


H’s McCaffrey 
To Speak at 
NADA Convention 


WASHINGTON.—John L, McCaf- 
frey, chairman of the board and 
chief executive officer of Interna- 
tional Harvester 
Co., will appear 
on the NADA 
convention pro- 
gram in San 
Francisco. 

McCaffrey is 
scheduled to 
speak Jan. 29 to 
the delegates at- 
tending the 40th 
annual NADA 
Convention, Jan. 

J. L. McCaffrey 26-30. Four other 
auto company chiefs will address 
the convention—L. L. Colbert, H. H. 
Curtice, Henry Ford II, and George 
Romney. 

Announcing McCaffrey’s appear- 
ance, Frederick J. Bell, NADA ex- 
ecutive vice-president, said, “We 
consider his acceptance of our invi- 
tation as another emphatic indica- 
tion that the production and distri- 
bution segments of the automotive 
industry can give full evidence of a 
solidarity in the public interest. 

“We believe a new era of indus- 
trial strength and cooperation be- 
gins as the factory leaders meet 
with and address the nation’s new- 
car and truck retailers.” 
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concentrated on a great many 
programs that now, and over the 
years, have been extremely 
profitable to each member. All 
these programs have been built 
on public interest first. 

Some of us don’t like “pressure 
groups” but as we live, 
world, more closely together, the 


so-called “pressure groups” have a_| | 


definite place in the scheme of 
things. Under such conditions 
labor, farmers and certainly auto- 
mobile dealers must join together 
and remain organized to protect 
and advance their interest when 
the need arrives. 

The “pressure-group” accusation 
usually applies only when an 
organization attempts to obtain 
economic or other values through 
political means. 

> = * 
ADA and state associations have 
been outstanding in-this regard. 
I mention the O’Mahoney bill as 
an example. It is a bill that coun- 
teracts or neutralizes the huge 


|}economic power wielded against 


dealers since the beginning of the 
history of the industry. A bill that 
will put money in the dealer’s 
pocket from now on and prove an 
advantage to manufacturers and 
the public as well. 

In addition to the poltical power 
NADA enjoys, which one hopes 
will not be frequently exercised, 
NADA constantly supplies its mem- 
bers with ideas, programs and 
methods that ring members’ cash 
registers day to day. 

This column does not elect it- 
self to be promoter of the NADA 
although I hope that will be an 
incidental result. Its purpose, as 
you know, is to advance dealer 
opportunities. I serve this pur- 
pose, I believe, by urging dealers 
who are non-members to join 
and urging delinquent members 
to pay up. Paying dues is like 
putting money in the bank. It’s 
one of those things that is more 
expensive to get along without 
than to have. 

The NADA annual convention, to 
be held this year in San Francisco, 
is coming up. I want to recommend, 

that you take in this event. 

You will find your staff expects 
you to embrace every means to 
advance your organization. Attend- 
ing a national convention is one of 
the means of doing just that. You 
will find the workers you leave at 
home will rise to the occasion and 
surprise you with the results during 
your absence. 

m * o 
Don’t Miss San Francisco 


xs your wife along, too, She'll 
not only have a good time, but 
she will became more understand- 
ing in regards to your business 
activity. She is your partner for 
life. Why not expose her to these 
influences that you experience. You 
both will be better for it. Of course 
it’s needless to say that such a 
trip is a legitimate business ex- 
= and is not subject to income 


Incidentally, if you never have 
been to San Francisco, don’t miss 
it. Its one of the few cities 
in North America with distinc- 
tive characteristics, New Orleans 
and Montreal are others. It is a 
terminal point. Seaport towns are 
always interesting. They are the 
crossroads of the world, San 
Francisco has a lot of Oriental 
atmosphere you will particularly 
enjoy. 

Remember, NADA was not 
formed just to honor a few leaders. 
It came into being and remains 
very much ali’e because it fills a 
vital need, 

Joining or remaining a paid-up 
member is just like adding 30,000 
partners to your dealership, all of 
whom, like you, have a goal of 
better profit opportunities in this 
business. 

Go to San Francisco and rub 
elbows with 10,000 of these friendly | q 
folks. 

Hither way you will be voting 
yourself a better future. 


in this/» 





$1 Utah Tax Sought 


For Driver Training 


SALT LAKE CITY.—The Utah 
Safety Council has voted to sup- 
port legislation in the upcoming 
Legislature to assess a $1 tax on 
all motor vehicles in the state to 
finance driving training courses 
in Utah high schools. 

The sum raised — an estimated 
$300,000 annually — would be 
under jurisdiction of the state 
superintendent of public instruc- 
tion. The fee would be paid at 
the time of the vehicle’s annual 
registration, and be collected 
along with license plate fees. 





Newberg Details Task for Makers, Dealers .. . 
Future of Sales, Profits 


Tied to Personal Touch 


By Robert M. Finlay 
Editorial Director 
T— business prospects for 
1957 are excellent, the auto in- 
dustry faces a big challenge in im- 
proving its relations with the public, 
William C. Newberg, automotive 
group vice-president of Chrysler 





Lead Dealers in Dayton Area— 


New officers of the Montgomery County (O.) Automotive Dealers Assn., 
are B. J. Borchers jr. (Ford), Dewitt Peffley (Ford), Ed Moorman (DeSoto-Plymouth), L 


F. Paddock (Pontiac), 
manager. 


from left, 


Harry Keener (Oldsmobile) and Ralph Caverlee, secretary- 





Ky. Dealers Ask Return 
Of National Price Ads 


LOUISVILLE.—The directors of 
the Kentucky Automobile Dealers 
Assn. have approved a resolution 
seeking reestablishment of “the his- 
toric practice of published F.O. B. 
prices on our merchandise.” 


In another resolution, they pro- 
practice 


ef including new-car display ad- 
vertising and used-car classified 
advertising on the same page. 

On the price-advertising issue, 
the association noted that all manu- 
facturers once published “the F.O.B. 
delivered price at the factory.” 

This practice, KADA noted “as- 
sisted dealers in establishing fair 
and equitable delivered prices in 
their respective communities, there- 
by preventing the public from being 
confused by the variance in prices 
quoted by all dealers of all makers 
in a given locality.” 

The Kentucky group has asked 
NADA to take “appropriate action 
to do all possible to bring about 
the reinstatement of this very sound 
and practical business practice.” 

The issue is one that crops up 
intermittently in the industry. 
Last summer, Automotive News 


price advertising with the advent 

of the 1957 models. 

The plan appears to have died. 
Many dealers and factory officials 
are known to object strenuously to 
such advertising. 

A dealer objection is that it would 
alienate buyers when they found 
they could not buy the car of their 
choice for the F.O.B. figure. This 
price, of course, would not include 
freight, state and local taxes, dealer 
handling charges or optional equip- 
ment. 

A factory executive declared last 
summer that national price adver- 
tising would be “suicide for both 
the factory and the dealer.” 

In denouncing the mingling of 


Bruss Elected 


In New Mexico 


ALBUQUERQUE, N. M.—Ernest 
H. Bruss, Farmington, has been 
elected president of the New Mex- 
ico Automotive Dealers Assn. ,He 
— Ray S. Darwin, Albuquer- 


Catan elected were Knox Converse, 
Albuquerque, vice-president, and J. 
B. Tidwell, Hobbs, treasurer. 





display and classified ads, the Ken- 
tucky association declared it con- 
fuses the buyer and that dealers 
paying for both forms do not re- 
ceive full value for the money ex- 
pended. 

The association asked its mem- 
bers to contact local newspapers 
and civic leaders in an effort to 
end this practice. Copies of the 
resolution were sent to KADA 
members, the NADA committee 
on advertising ethics, all Ken- 
tucky newspapers and the sales 
managers and dealer-relation 
vice-presidents of all auto com- 
panies. 

Elsewhere in Kentucky, dealers 
in the fourth congressional district 
were luncheon guests of the Leba- 
non dealers last week. KADA presi- 
dent C. E. Brents, Lebanon, pre- 
sided. 

Addressing the meeting were 
Mike Heathman, director, State 
dealer license division; Frank Wil- 
son, Bardstown, a member of the 
governor’s Dealer Advisory Com- 
mittee; Orville R. Harrod, Frank- 
fort, NADA state director; Glen 
Van Syke, Louisville,a KADA direc- 
tor; Ben F. Long, Louisville, KADA 
treasurer and a past president, and 
Lew Ullrich, KADA managing di- 
rector. 








Wemhoff 


food... 
handling 200 or more... 


Leo Faricy, general manager of Minnesota dealer association, has 
been reelected president of Minnesota Council of Retail Trade Assns. 
. Texas association has added four new members, Minnesota group 
. Your columnist is taking off for a three-week vacation in 
Florida, so here’s wishing everyone a Very Merry Christmas and a 


Most Prosperous New Year. 


On the House... . 


With new-car bootlegging apparently well below 
pace a year ago, the Pennsylvania dealer associa- 
tion is encouraging its members to cooperate with 
makers in furnishing data on bootlegged ’57s; then, 
if no action is taken by the factory, dealers are 
asked to advise PAA . . . Social Security taxes rise 
from 2 percent to 2% percent on first $4,200 of em- 
ployes’ annual wages, starting Jan. 1 .. 

Because of strong opposition by Wisconsin 
dealer association, the state revenue sources com- 
mittee has dropped its proposed 2% percent levy 
on autos, a $5 tax on dealer for each new car sold 
and $2.50 for each used car retailed. But it’s now 
proposing a 2 percent general sales tax, excluding 

Iowa association’s dues structure ranges from $20 for new- 
car dealers selling from one to 49 autos per year, to $80 for those 





Corp., told members of the Detroit 
Auto Dealers Assn. last week at 
their annual 
meeting. 

Improvement in 
public relations is 
vital Newberg 
said, in order to 
lay a sound foun- 
dation for long- 
term selling and 
profits. 

He asserted 
that the industry ) ; 
has been losing nee y 
ground with the W. OC. Newberg 
public all through the period fol- 
lowing World War II. And, he 
added, the airing of questionable 
industry practices in Washington 
this year certainly did not help 
public relations, detailing, as the 
hearings did, price packing, boot- 
legging and gimmick selling. 

> = * 
OME of this bad publicity was 
deserved, Newberg said, and it 
is now up to factories and dealers 
to correct the bad public impres- 
sion. 

He suggested that this could 
be accomplished through dealers 
and factories doing a good job in 
their respective fields. 

Newberg asserted it was up to 
the factories to build high quality 
into the cars they ship to dealers. 

In turn, the dealers should sell 
and service on a basis that will put 
them on a continuing good personal 
relationship with owners, 

7 > * 


T= franchise dealer system of 
distribution will continue, New- 
berg said, as long as it maintains a 
sound personal relationship with 
customers. 

People want to do business 
with dealers who will stand be- 
hind the reputation of the prod- 
uct they sell, Newberg said. If 
dealers completely lose respect of 
the public it is possible that big 
cut-rate operations may gain a 
strong foothold in the industry, 
he added. 

Recent surveys indicate, he said, 
that Americans have the money and 
have the confidence in the future 
that is necessary to make 1957 a 
good sales year. At the same time, 
Newberg said, people are a little 
wary. They must be sold and sold 
well. 





> * = 


'WO-THIRDS of those who 

bought cars in 1955 will be in 
a position to enter the 1957 market, 
Newberg said, citing Chrysler 
studies. 

And there is sufficient credit 
available to sell good risks on 
sound terms, he added. 

But it will take aggressive sales- 
manship. People, he said, expect 
good salesmanship and are resent- 
ful of indifference or lack of 
follow-up on the part of the sales- 
men. 

* * . 
jyewaanc also emphasized the 
need for cordial and sound re- 


(Continued on Page 27, Col. 1) 






















—Prre Wemuorr, Editor, 
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UAW Steps Up Campaign... 
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Auto ‘White Collars’ 
Face Union Drive 


By Joseph M. Callahan | 
Staff Writer 
GREATLY intensified union 
drive will soon be launched to 
organize the 250,000 white collar 
workers now employed by auto 
makers and auto suppliers. 
Norman Matthews, 
UAW vice-president 
and director of the! 
union’s office and} 
technical workers’ 
department, told Au- 
Tomotive News last week: 

“The UAW intends to intensify 
its organizational drive to bring 
the unorganized white-collar 
workers into the UAW. Organizing 
committees have now been set up 
at the various corporate groups.” 

Matthews estimated that the 


New-Car Sales > 
To Hit 6 Million 


Total Tops All Years 
Except 1955, 1950 


(Continued from Page 1) 


steady sales pace throughout the 12 
months. No month was really bad 
and no month was exceptional. 


The highwater mark this year 
was 568,320. Smallest monthly to- 
tal was 421,021, 

In each of the two years which 
exceeded 1956 in sales, registrations) 
topped 600,000 units per month on 
several occasions. 

In record 1955, for examp!e,| 
monthly totals ranged from 440,024 
to 681,372. 





. * * 


r 1950, which topped this year by 
not too great a margin, there 
were three months in which sales 
exceeded 600,000 and in one month, | 
they approached 700,000. The low 
month in 1950 saw only 381,562 reg-| 
istrations. | 

And in 1954, with a total below | 
this year’s, one month saw regis- 
trations soar to 656,611. The low- | 
point in 1954 was 340,788. 

Therefore, dealers who have com-| 


UAW now has between 75,000 and 
80,000 office, technical and engi- 
neering workers organized with- 
in its jurisdiction. 

Although the UAW has been in- 
terested in the white-collar worker 
for some time, a strong impetus 
was applied to this drive by the 
recent AFL-CIO white-collar con- 
ference in Washington. 

* + + 


Reuther Heads Drive 

T THIS conference, the union’s 
~* industrial union department, 
headed by Walter Reuther, who 
also is UAW president, prepared 
the blueprint for the drive to 
organize the nation’s 18 million un- 
organized white-collar workers. 

For some time Reuther has 
been somewhate critical of the 
AFL-CIO’s organizing progress, 
and labor observers feel strongly 
that now that he is being given 
an opportunity to direct an 
organizing drive, he'll devote con- 
siderable of his widely-acknowl- 
edged ability to it. 

Furthermore, he’ll have to set an 
organizing example for the other | 
unions in the Industrial Union| 
Department by staging an allout 
drive for the white-collar employes 
within the UAW jurisdiction. 

However, the automotive white- 
collar workers are unlikely to be 
easy pickings for the UAW because | 
they have been relatively well) 
taken care of by the auto manage-| 


ments. 
> * > 


Makers Keep Pace 
- RECENT years the manufac-| 
turers have granted almost 
every union-won concession to their | 
office workers, including a counter- | 
part to the cost-of-living allowance 
negotiated several years ago. 
Reporting on the progress the | 
UAW has made thus far in this 
area, Reuther said the UAW has | 
won 80 of 100 representation elec- | 
tions among white-collar groups. 
John W. Livingston, AFL-CIO} 
organizational director, declared 





| ing arts and the trappings of the 


modern business world. 
* * * 


Boycott Reported 
THE dealership front, the 
Teamsters Union still is 
attempting to organize 13 dealers 
in Philadelphia, and dealers are 
complaining that the union has 
been conducting a secondary boy- 
cott. 

The union has thrown picket 
lines around several warehouses in 
which dealers were storing cars 
and from which they were making 
deliveries. 

In Fargo, N. D., the first meet- 
ing has been held between union 
officials and representatives 
of the seven Fargo and Moorhead 
(Minn.) dealerships where the 
union recently won elections, 
Although the first contract sub- 

mitted by the union was rejected 
as “unsatisfactory” by the dealers, 
negotiations are continuing. 

Included in the union proposals 
are provisions for dues checkoff, 
parking space for employes’ autos 


and a shop stewards system. 
* * * 


|Dealer Wins Poll 


NATIONAL Labor Relations 

Board election at Kinney Mo- 
tors in Brooklyn, N. Y., has been 
certified despite objections filed by 
Local 295 of the UAW. The Kinney 
shop employes voted 17-16 against 
union representation. 

In North Tonawanda, N. Y., the 
outcome of an election among serv- 
ice employes at Begole Chevrolet is 
undecided, pending an NLRB rul- 
ing on four challenged votes. 

In the election, 10 of the em- 
ployes voted for representation 
by the Teamsters and Machinists 
Unions, nine voted against such 
representation and four votes 
were challenged. 

In Kingston, Pa., an NLRB elec- 
tion will be held Jan. 15 to deter- 
mine if the 12 shop employes at 


| Twin Motors, Inc., want to be rep- 


resented by Local 401 of the Team- 


|sters Union or by a UAW local. 


The employes are currently covered 
by a UAW contract, which expires 
in March. 


* + 


Fisher Strike Settled 


After 19-Hour Parley 


PONTIAC. — An eight-day strike 
at the Fisher Body plant in Pon- 
tiac which halted production of 57 
Pontiacs and idled 11,900 workers 
was settled last week following a 
19-hour bargaining session. 

Neither side would comment on 


plained that the traditional spring|that the “myth” that white-collar| terms of the agreement. The strike 
boom never developed in 1956 may|workers are the aristocrats of|was called by Fisher Body UAW 
find in reviewing the year that it| jaboring people has been kept alive| Local 596 because of alleged pro- 


Was merely spread over a longer 
period of time. 

Dealers report that the daily sales) 
pace is picking up in December,| 
after marking time or slowing down) 
(according to the individual dealer) | 
in November. The current rate is! 
22,400 daily, compared with only 
18,000 daily in the final 10-day pe- 
riod of November. 

> . > 


SED-CAR transactions have also 
been gathering momentum in 
the final days of the year. 

In the wholesale trading marts 
last week, the overall average price 
of used cars sold at auction was 
$1,012, according to AvTomorTive 
News’ index, a figure unchanged 
from the previous week. Three 
models went up in price, one held 
even and four declined. 

Higher prices included the fol- 
lowing: ’57s, up $16 to $2,396; ’56s, 
up $13 to $1,884, and ’52s, up $9 to 
$410. The newly adjusted price on 
’57s was only $20 below the intro- 
ductory average established in 
early November. 

The average price of 1950 models 
remained unchanged at $215. 

Price cutbacks were recorded as 
follows: ’53s, down $1 to $627; ’5is, 
down $3 to $285; ’54s, down $13 to 
$941, and ’55s, down $17 to $1,340. 

New lows were established by 
average prices on ’55s and ’54s. 


Firestone Earns 


$60.5 Million 


AKRON. — Firestone Tire & 
Rubber Co. has reported a net in- 
come of $60,538,848 for the fiscal 
year ending Oct. 31, 1956. 

Last year’s earnings were $55,- 
378,916, Firestone said. These profits 
were gained on sales in the 1956 
fiscal year of $1,115,179,783 and $1,- 
114,870,187 for 1955. 





by popular literature, the advertis- 


WASHINGTON, — The largest 
equipment exhibition in NADA his- 
tory is scheduled to be held in 


conjunction with the 1957 conven- 

tion Jan. 26-30, in San Francisco. 
More than 40,000 square feet 

will be utilized in Civic Audito- | 


= te 
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Keystone 


Dealers Back Safety 


duction line speed-ups. 


NADA Expecting Peak Equipment Sho 


rium by some of the nation’s 
leading automotive equipment 
manufacturers. This is an in- 
crease of some 10,000 square feet 
over last year’s display in Wash- 
ington’s Sheraton Park Hotel. 


Several new exhibitors already 





Crusade— 















Pontiac's National Dealer Council— 


Members of the Pontiac National Dealer Council pose with factory officials at their meet- 
ing in Pontiac. Front row, from left, are Lansing Thoms, St. Lovis; Bernard Johnson, 
Atlanta; E. A. Neubeck, Irvington, N. J.; Carl E. Fribley, Norwich, N. Y.; S. E. Knudsen, 
Pontiac general manager; Hugo L. Separini, Newton Center, Mass.; H. Blair Freeman, 
Detroit. Back row: John Hine, Dallas; Don Liffengren, Pierre, S. D.; Fred B. Utter, 
Spokane; W. C. Culver, Cedar Rapids, la.; Clyde H. Harriss, Salisbury, N. C.; Frank 
V. Bridge, Pontiac general sales manager, and Paul L. Harmon, American Fork, Utah. 





Prof. Amos E. Neyhart, of the Institute of Public Safety, Pennsylvania State Univer- 
sity, and executive director of Gov. George M. Leader's new Traffic Safety Council, 
calls for dealer support of the safety group at a meeting of the Pennsylvania Auto- 
motive Assn.'s Safety Committee. Shown at the speakers’ table are, from left, Richard 


Old Attendance Marks 
Eclipsed by N. 


(Continued from Page 2) 


smoothly throughout its nine-day 
run.” 

Earlier, the AMA said that the 
90-by-77-foot stage, constructed for 
the show at a cost of approximately 
$30,000 was left to the Coliseum, 
along with the ceiling decorations 
composed of huge colored discs. 

* - + 


LTHOUGH dealers in this area 
are reporting one of the slowest 


Two New Books 
For Old-Car Fans 


LOS ANGELES, — Readers who 
long for the days of the seven-inch 
piston stroke and the “noncollapsi- 
ble cabriolet” (first hardtop?) will 
note with satisfaction that Floyd 
Clymer has added two volumes to 
his series of auto catalogs. 

Now available are reprints of the 
1918 and 1929 issues of NAAC 
Handbook, which catalogued all 
cars, trucks and buses made by 
members of the National Automo- 
bile Chamber of Commerce. 

Unfortunately, some of the big- 
ger firms did not belong to NAAC; 
thus, the cars shown are not com- 
pletely representative of the period. 
The paperback books are published 
at $2.50 each by Floyd Clymer Pub- 
lications, 1268 S. Alvarado St., Los 
|Angeles 6, Calif. 








| have signed up for this year’s 10th 
annual exhibition, and more are 
expected within the next month. 


Following is the latest list of ex- 
hibitors who will be displaying and 
demonstrating their products dur- 
ing the exhibition. 

American Finance Conference, 
Inc., Chicago; Ammco Tools, Inc., 
North Chicago, Ill; Automotive 
Equipment Mfg. Co. Lynwood, 
Calif.; Automotive Market Report, 
Pittsburgh; Automotive News, De- 
troit; Auto Warranty Co., Augusta, 
Ga.; Barrett Equipment Co., St. 
Louis; Bay Mfg. division, Life Time 
Products, Youngstown, O. 

Bear Mfg. Co., Rock Island, 
Ill.; Benmatt Organization, Inc., 
Los Angeles; Big Four Industries, 
Inc., Cincinnati; Blackhawk Mfg. 
Co., Milwaukee; Borroughs Mfg. 
Co., Kalamazoo, Mich.; Robert W. 
Brown & Co., Inc, Downey, 
Calif.; Bumpa-Tel Sign Co., 
Mounds, Ill.; Burroughs Cor p., 
Detroit. 

Cedar Rapids Engineering Co., 
Cedar Rapids, Ia.; Clayton Mfg. 
Co.,, El Monte, Calif.; Customer 
Control, Inc., Long Island City, N. 
Y.; Bert Doane, Inc., Los Angeles; 
Dry Clime Lamp Corp. Greens- 
burg, Ind.; Allen B. DuMont Labo- 
ratories, Inc., Passaic, N. J.; E. I. 
duPont deNemours & Co., Inc., 
Wilmington, Del.; Executone, Inc., 
New York. 

Globe Hoist Co., Philadelphia; 

















































Y. Show 


periods in recent history, it is felt 
that the auto show will have a 
stimulating long-range effect on 
sales. 

It was reported that, nine times 
out of 10, husband and wife teams 
visiting the show were talking in 
terms of a purchase after the 
first of the year. 

However, each exhibitor reported 
substantial sales on the floor of the 
show and huge lists of “live” pros- 
pects to turn over to dealer sales- 
men. 

There was a basic difference in 
approach during the early days of 
the event. Several] exhibitors were 
on hand to do a “hard sell” job; 
others felt they would be unable to 
| do a real sales job. 

> * > 

HE former started off with a 
bang, lining up solid orders im- 
| mediately, running high into the 
30s and 40s. The fever was catching 
and even the “soft sell” boys sud- 
denly realized that a golden oppor- 
tunity was at hand and turned hot 
prospects into paying customers. 

One thing that surprised the 
majority of those working the 
floor was the number of inquiries 
on safety. This interest was re- 
ported to come from women who 

particularly interested 
in the ways children were pro- 
tected. 

The swing was toward two-door 
models because of the inherent 
safety locked into the back seat, it 
was reported. Yet, women asked 
some technical questions about 
safety door latches and the entire 
list of safety equipment being built 
into the modern automobile. 

Commenting on the huge crowds 
at the show, Al Reeves, advisory 
AMA vice-president, said: 

“There is just no place large 
enough for an auto show in 
America.” 





Salesmen at Work— 


Joseph Agostino, salesman, Arrowhead 
Pontiac, Belleville, N. J., explains the 


features of a 1957 Pontiac to Mr. and 


N. McCord, assistant to the PAA manager; Capt. Thomas P. Cahalan, traffic officer,| Harley-Davidson Motor Co., Mil-| Mrs. Paul Fox, Roselle Park, N. J., at the 


Pennsylvania State Police; E. W. Parkinson, PAA, assistant manager; O. D. Shipley, 
State Bureau of Highway Safety director; Neyhart; Claude S. Klugh, PAA general 
manager; M. B. James, cochairman, PAA's Safety Committee, and John Mazur, inspec- 
tion unit chief, State Department of Highway Safety. 


waukee; Heyer Industries, Inc., 

Belleville, N. J.; Ernest Holmes 

Co. Chattanooga, Tenn.; C. 
(Continued on Page 29, Col. 1) 


| National Auto Show in New York. Sales- 
| men from Pontiac dealerships in the New 
| York area manned the Pontiac exhibit ct 
i the show. 
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A sales call on 10,000 car dealers at once 


Here’s how Automotive News has made it possible 


Eleven years ago, when Automotive News first 
distributed its issue covering the annual conven- 
tion of the National Automotive Dealers’ Associa- 
tion, a strange phenomenon was confirmed. 
Although programs and briefs were readily avail- 
able—car dealers, factory executives and manu- 
facturers had a deep hunger for last minute news 
and details—news that could only be supplied by 
a highly aggressive weekly automotive paper. 


There were problems all right—plenty of them. 


Desiring to maintain its reputation as the source 
for the most complete and timely news in the 
field, Automotive News geared its staff to meet 


Issue Date: JANUARY 28 
ADVERTISING CLOSES: JANUARY 15 
Regular rates apply 
Your Automotive News representative is: 


NEW YORK: Edward Kruspak, Ray Billingham, 
Howard E. Bradley, Murray Hill 7-6871. 


CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 


DETROIT: R. L. Webber, William R. Maas, Roy Holi- 
han, Woodward 3-0495. 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


the test—supply NADA Show-goers and stay-at- 
homes with information so current that the ink 
would hardly be dry on the paper. That was eleven 
years ago! 

Did they succeed? Well .. . 

In 1956, with circulation swelled to over 43,000 
and interest in the NADA Show higher than ever, 
Automotive News again met the challenge . 
plus circulating over 2,000 extra copies at the show 
itself. 

The continuance of this feature issue hasn’t been 
by accident . . . comments prove it. Comments 
from show-goers, exhibitors, manufacturers, sub- 


Keeps you in FRONT of the fast moving automotive industry. 
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Stocks 


scribers . . . and most of all, proven results for 
advertisers. 


This year, the job will be bigger than ever. There 
will be more exhibitors, more visitors, more prod- 
ucts ... more Automotive News readers, 44,000 
of them. And. . . the last minute details will be 
there. 


As you know, 1957 will prove to be one of the 
best—and most competitive—years in automotive 
history. Whether or not you exhibit to the 10,000 
expected visitors at the NADA Show—wouldn’t 
it be wise to present your product story to your 
customers who are sure to be there—in the weekly 
newspaper of the industry they are sure to read? 
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AUTOMOTIVE NEWS PLATFORM 

11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

. Guard precepts of individual freedom, which made the U. S. A. 
Great and guve is cifizes more of the better things of lit than anywhere 
else in > 
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Coming 
Events 


Dealer Conventions 


Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
April 45—Illinois Automotive Trade Assn., 

Leland Hotel, Springfield, III. 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

Aug. 18-19—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

* * «® 


Auto Shows 


Dec. 28-Jan. 6 — Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 


Jan, 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 


Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 


Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 


Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 


Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. &13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 14-19—Schenectady Auto Show, State 
Armory, Schenectady. 

Jan. 18-23—San Diego Auto Show, Elec- 
tric Bidg., Balboa Park, San Diego. 
Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Blidg., Indiana State Fair 

Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y. 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, ver. 

Feb. 11!-17—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, . 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif. 
Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 

Syracuse. 

Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 

March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 


March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 
Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 
. + s 


General 


Jan. 7-11 — 36th Annual Meeting, Chair- 
man and Executive Committee, High- 
way Research Board, Sheraton-Park 
Hotel, Washington, D. C 


dan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan, 19-23—Sixteenth Annual Convention 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 


Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 


(See CALENDAR, Page 27, Col. 1) 


30 Years Ago... 
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“| called this little meeting to wish you all a very 
Merry Christmas—and by the way, while you're sitting 
around breezing with your in-laws tomorrow you might 
mention the fact that we can give them a good deal ona 


new car." 


Letterbox 


Wes. kas 









Which War? 

Where do you get that stuff about 
this show being the “first postwar 
show?” 

When I went to the show back in 
nineteen-ought-hundred, it was the 
FIRST show and I was just back 
from the Spanish-American War. 
—O.ptTme REApER. 

7 


* +. 
Fleet Course Added 


Recently we noted that Automo- 
tive News carried a listing of 
schools to offer the effective fleet 
supervision course which is spon- 
sored through the National Com- 
mittee for Motor Fleet Supervisor 
Training. 

I just wish to take this oppor- 
tunity to point out that we have 
organized this program at our 
school, as well. This was soon after 
your listing appeared.—Harvey N. 
Rogeu., director of extension, 
Broome Technical Community Col- 
lege, Binghamton, N. Y. 

. o * 


Who’s Hugh? 
The Waco Reader gives us a 
most interesting slant on the source 


The Big Stories 


The United States is now gridironed with a total of 182,134 miles 
of improved highways. Trunkline Federal-aid projects, completed 
during the fiscal year of 1926, contributed a net addition of 9,417 miles 
of improved roads to the system, the Bureau of Public Roads 


reported. 


French automobije designers are copying American styles, although 
branching off into untrodden fields in materials used for composite 
bodies, while the British are still clinging to archaic styles, high and 
bulky looking, according to J. F. de Causse, international automobile 


stylist. 


Quote from Henry Ford: “We have no intentions of introducing a 
six, an eight or anything else of the kind outside our regular prod- 


ucts. We made sixes 20 years ago.” 


—From the files of Automotive News. 








This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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of the names of many of the old 
cars of former years: One ques- 
tions the statement of their being 
first names, however. 

Take the Chalmers, for example: 
I am quite sure that Hugh Chal- 
mers (of National Cash fame) 
organized the firm to bear his 
LAST, not first name. 

The Jeffery was the product of 
Rambler Bike manufacturer 
Thomas Jeffery (still nostalgically 
referred to around Kenosha as 
“Thomas B. Yeffery By Yimminy”). 

Surely, our own Dear Old Ned 
Jordan is not going to be too happy 
if we start calling him Jordan N. 
Ned. 


I remember too, the Roosevelt. | 


Her nameplate bore the toughened 
battlescarred face of the beloved 
Rough Rider (not F. D. either) 
President Theodore Roosevelt. 

As for the Earl, Pierce, et el, 
unless someone in the know, speaks 
up, I am willing to give the Dele- 
gate from Texas his way. Affient 
further sayeth not. — Roserr S. 
LyncHu, Bob Lynch Motors, Rock- 
ford, Til. 

+” . * 
Most Interesting 


May I take this opportunity to 
congratulate you on the fine edition 
of Automotive News of Dec. 3? I 
have found it to be one of the most 
interesting editions that it has been 
my pleasure to read over the past 
30 years. 

We are enclosing our check in 
the amount of $2 to cover the cost 
of four copies of “Selling Guide” 
which is included in this issue. 

My best wishes for a very Happy 
Christmas and a prosperous New 
Year for those connected with 
Automotive News.—Haywoop Davis, 
Davis Auto Co. (Pontiac), Fort 
Wayne, Ind. 
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Radical Moves Barred... 


AUTOMOTIVE NEWS, DECEMBER 24, 1956 


Safety Quiz to Seek 
Stronger U.S. Policy 


(Continued from Page 1) 


Operators’ safety committee, said 
the Federal Government’s role 
should be “a limited one,” re- 
stricted to mustering public opinion 
pehind safety programs. 

He saw no need for any fur- 
ther Federal legislation to attack 
the highway accident problem, 
Hightower probably will be dis- 
appointed in the subcommittee’s 
recommendations. Chairman Ken- 
neth A. Roberts, Alabama Demo- 
crat, said that his group is con- 
vinced that Federally financed 
research is necessary to answer 
certain technical and medical ques- 
tions involving auto safety. 

The report is expected te call 
for such research financing, and 
Roberts plans to introduce legisla- 
tion in that direction. 

= + * 


- IS not generally known, but 
the Government has already 
gone into the research field. Last 
summer, a new accident prevention 
unit was formed in the U. S. Bu- 
reau of Public Health. 


Although the unit is concerned 
with all kinds of accidents—home, 
industrial and automotive — the 
man picked to head it is an out- 
standing researched in the driver 
behavior field. 


He is Dr. James L. Goddard, 
who recently was on loan to New 
York to help conduct the driver 
evaluation study in that state. 
Both in New York and at Har- 
vard University, Dr. Goddard has 
been studying for years to deter- 
mine the characteristics of mo- 
torists who have accidents. 


Goddard’s unit will try to stimu- 
late university research on human 
factors in auto accidents. First, his 
statisticians must learn what al- 
ready has been done in the field. 
This preliminary check, it is 
hoped, will show up the gaps in 
our scientific knowledge of auto 
accidents. 

* = * 
oo that study is finished, 
Goddard will try to obtain 
grants from the National Institute 
of Health for colleges willing and 
able to tackle research problems. 

The subcommittee has been in 
touch with Goddard, and members 
agree that almost nothing is known 
about some aspects of highway ac- 
cidents. For example, no one knows 
for sure whether certain drivers 
have so many accidents because of 
their personalities or because they 
are just unlucky. 


Some psychologists and physi- 
cians believe there are people 
who are “accident prone.” When 
a split-second decision is neces- 
sary, they inevitably do the 
wrong thing. They see the in- 
side of traffic court more often 
than they see their own garage. 


A study by Detroit's famed 
driver’s clinic revealed that about 
11 percent of accident repeaters 
in that city were feeble-minded or 
on the borderline. 


Several days ago, Dr. Alan Canty, 
who heads the clinic, told Washing- 
ton traffic officials that his clinic 
had weeded out 100 insane persons, 
850 feeble-minded and 1,000 former 
inmates of mental institutions to 
whom driver’s licenses had been 
issued. 

x 7 * 

QEVERAL Washingtonians 

promptly called for a mental 
clinic in the capital to weed out 
accident-prone drivers. But even if 
this were done in all cities, an- 
Other 89 percent of the accident- 
repeaters would continue to hold 
licenses, 

Psychiatrists say some accident- 
prone people are neurotics who try 
to punish themselves by running 
into stone walls or trees. Others, it 
is thought, simply don’t know how 
to drive properly. 

It is easy to see that it would 
be next to impossible to screen 
out all accident-prone drivers 
when they apply for licenses or 
get them renewed. But many 
state officials, the Bureau of Pub- 
lic Health, and the Roberts sub- 
committee would welcome a test 





to do just that. And they know 
it may take Federal money to 
finance the necessary research. 

There are many other mysteries 
which play their part in the high- 
way death toll. No one is quite 
sure what part physical handicaps 
play in auto accidents. No one is 
quite sure when a man is too 
young to drive, or when he is too 
old, 

A recent Gallup poll revealed 
that 84 percent of Americans en- 
dorse the idea of requiring drivers 
to pass physical exams every three 
years. But such a step will not be 
completely useful until we know 
precisely which physical handicaps 
make a driver dangerous. 

* * e 


Aa mystery which piques 
House probers concerns the 
lonely but wide-awake motorist 
who suddenly runs into a tree on 
a quiet rural road. Some believe 
that minute quantities of carbon 
monoxide in the car short-circuit 
the driver’s senses, but it is pure 
speculation so far. The necessary 
research would have to include all 
makes and models of cars, all sorts 
of drivers and expensive measure- 
ment devices. 


One statement presented to the 
Roberts subcommittee backed the 
idea of solving these problems. 

It came from the Assn. of 
Casualty and Surety Companies, 
and recommended that “the 
Federal Government, through its 
resources and funds, participate 
in basic traffic research—either 
through underwriting the re- 
search projects conducted by edu- 
cational institutions and state 
agencies or by the direct under- 
taking of research into problems 
of concern to the traffic safety 
movement.” 

It is certain that no one in Con- 
gress is seriously considering push- 
ing for a Federal driver’s license 
similar to that required of air- 


| plane pilots. But there are other 


things the Government can do, and 
the House Interstate and Foreign 
Commerce Committee undoubtedly 
will consider them next year. 
= = = 

Cr WILL consider expanding the 

field force of the Bureau of 
Motor Carriers of the Interstate 
Commerce Commission to enforce 
the motor carrier regulations ef- 
fectively. 

The Roberts subcommittee re- 
port will make it clear that Con- 
gress can no longer avoid framing 
a national policy on these serious 
matters. 


That’s-Too-Bad Dept. 


BUFFALO.—The German Volks- 
wagen will be absent from the Buf- 
falo Auto Fashion Show. Reason: 
Business is too good! Here’s how 
the local Volkswagen dealer puts 
it: “We’ve got about 150 orders to 
fill and we’re eight months behind 
in deliveries.” 


Utah Dealers Elect Officers— 


Newly-elected officers of the Utah Automobile Dealers Assn., from left, are Wayne 


E. Johnson (Chrysler-Plymouth), Price, third 





vice-president; William T. Ralph (Chevro- 


let), Salt Lake City, president; Charles Cordray (Ford), Ogden, second vice-president, 
and Clarence H. Harmon (Cadillac-Pontiac), Provo, first vice-president. 





N. J. Supreme Court Upholds 


Ban on Sunday 


TRENTON, N. J. — The state 
Supreme Court unanimously has 
upheld the validity of a law ban- 
ning Sunday automobile sales in 
the state, thus upsetting a decision | 
of a lower court judge. 

The law, passed last year, was | 
attacked by two used-car dealers | 

—Jerome D. Haber, Teaneck, and 
John Slaman, River Edge— and 
Gundaker Central Motors, Inc. 

(DeSoto-Plymouth), Belmar. 

Chief Justice Arthur T, Vander- 


Truckers Block | 
Rail Testimony | 
In Antitrust Suit 


| 

PHILADELPHIA. — Attempts to) 
show that heavy trucks damage) 
highways, add to the cost of road 
construction and place an extra 
load on taxpayers were blocked 
last week in the $370 million truck-| 
rail antitrust lawsuit here. 

Harold E. Kohn, chief counsel| 
for the truck interests involved in 
the suit, argued that such testi- 
mony was not germane to the ques- 
tions. He was suported by District 
Judge Thomas J. Clary. 

The Pennsylvania Motor Truck 
Assn. and 37 member firms are su- 
ing the Eastern Railroad Presidents 
Conference, 22 railroads, their pres- 
idents and Carl Byoir & Associates, 
New York public relations firm, for 
$250 million, charging violation of 
the Sherman Antitrust law. 

The rails are countersuing for 
$120 million on the same grounds. 

The testimony to which Kohn 
objected was presented by Clinton 
B. F. Brill, partner in a New York 
engineering firm. Brill testified that 
surveys had shown that heavier 
trucks had been using the high- 
ways in greater numbers than 
lighter vehicles. 











Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 
(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday. ). 


Dec. 19. 


(Sold 65 cars out of 173 entered.) 

BUICK — '56 Super Riviera, $2,300* 
(ps). '55 Super Riviera, $1,595* (ps); 
Special Riviera, $1,510*, $1,350°. ’54 
RM Riviera, $1,265* (ps); Special 2- 
dr., $1,070*. 53 Super Sedan, $820*. 
‘52 Super 4-dr., $415*, 

CADILLAC—’'56 (62) sedan de Ville, 
$4,195* (ps); coupe; $3,695* (ps). ’54 
(62) sedan, $2,205* (ps). 

CHEVROLET—’56 Bel Air (8) Hard- 
top, $1,765; One-fifty (6) 2-dr., $1,- 
340. '55 Bel Air (8) Hardtop, $1,- 
520; 2-dr., $1,090; Two-ten (6) 2-dr., 
$925. '54 Two-ten 2-dr., $750. ’53 Bel 
Air 2-dr., $555. 

DeSOTO—'56 Firefite Hardtop, $2,460. 
’54 Powermaster 4-dr., $620. 

DODGE — ’56 Royal Lancer, $1,875* 
(ps), $1,730*. ’54 Coronet 4-dr., $680. 

FORD—’'57 Fairlane (8) 500 conv., $2.- 
600. '56 Fairlane (8) club sedan, $1,- 
750° (ps); Custom (8) Victoria, 
$1,650*; 2-dr., $1,500*; 4-dr., $1,335*, 


$1,210. °55 Country sedan, $1,440*; 
Custom (8) 2-dr., $1,085; 4-dr., $1,- 
050*, $985. 54 station wagon, $1,065; 
Ranch Wagon, $1,040, $760; Crest 
(8) Victoria, $880*; conv., $820* 
(ps); 4-dr., $805* (ps), $755; Custom 
(8) 4-dr., $790; 2-dr., $700. 
MERCURY — ‘56 Monterey Hardtop, 
$1,885*, $1,525*. ’°55 Montclair Hard- 
top, $1,550*; 4-dr., $1,350*, $1,285. 
’54 Monterey Hardtop, $925*; . Cus- 
tom 2-dr., $750. ’51 4-dr., $275*. 
NASH—’56 Rambler 4-dr., $1,285. 
OLDSMOBILE—’55 (88) Super 4-dr., 
$1,790*, $1,710* (ps). ’54 (88) Holi- 
day, $750*. 52 (88) 4-dr., ‘ 
PACKARD-—-’53 Clipper 2-dr., 
PLYMOUTH — '54 Belvedere Hardtop, 
$730*. ’53 Cranbrook conv., $425. 
PONTIAC—’'55 Star Chief (8) Hard- 
top, $1,580*, $1,475*. '54 Star Chief 
(8) 4-dr., $1,010* (ps). °'50 Silver 
Streak (8) 4-dr., $260*. 
MISCELLANEOUS — ‘55 Ford 1-ton 
pickup, $790. °54 Chevrolet %-ton 
pickup, $650. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 14 and 25 





Car Sales 


bilt rejected the argument that 
since the N. J, Automotive Trade 
Assn. has sponsored the Sunday 
ban, the Legislature had failed to 
act in the public interest, 

Earlier, Circuit Judge Howard 
Ewart declared the law was uncon- 
stitutional because it had not been 
enacted to promote the general 
health, safety and welfare but had 
as its main purpose the control of 
competition in auto sales. 

Wart Kremer, attorney for Gun- 
daker Central, argued in the Su- 
preme Court hearing that the State 
had singled out auto companies for 
regulation but had left other enter- 
prises free to operate on Sunday. 

This theory also was rejected 
by Vanderbilt. He maintained 
dealers were not being discrimi- 
nated against because the ruling 
applied to all who operated in the 
state. 

As a result, he said, dealers are 
protected in their businesses. 

Vanderbilt made clear that while 
the court earlier had declared in- 
effective the general prohibition of 
Sunday business for lack of a 


| penalty for violators, “this decision 


was never intended to strip the 


| statute of its effectiveness in pro- 


hibiting Sunday operations that are 
specific.” 


‘Small Business’ 


Redefined; Most 
Dealers Included 


WASHINGTON. — A new defini- 
tion of small business will become 
effective Jan. 1, Wendell B. Barnes, 
Small Business Administrator, has 
announced. Under it, almost all 
auto dealers will be considered in 
the “small business” category. 

The new ruling stipulates that an 
operation will be considered a 
“small business” if it is not domi- 
nant in its field of operations and, 
with its affiliates, employes fewer 
than 500 persons or is certified as 
a small business by SBA. 

Formerly, any business with more 
than 500 employes automatically 
was classified as “big;” one with 
fewer than 500 employes as “small.” 

The ruling also means that even 
if a firm has fewer than 500 em- 
ployes, it may be labeled “big” if 
it is dominant in its field. 

Barnes said the SBA will be 
flexible in applying its new defini- 
tion, 


Dealer Fincher to Wed 


MIAMI. — Richard Fincher, 28, 
Miami Oldsmobile dealer, and 
Actress Gloria DeHaven, 30, will 
be married here Jan. 23. It will be 
Miss DeHaven’s third marriage, 
Fincher’s first. They will take a 
wedding trip to Carmel and San 
Francisco, Calif. Miss DeHaven’s 
parents live at Encino, Calif. 


Kill Car Excises, 
UAW Demands 


Reuther Raps Tax 
On ‘Necessities’ 


DETROIT. — The United Auto- 
mobile Workers has urged Con- 
gress to kill the Federal excise tax 
On cars and trucks, The union con- 
tends that vehicles are essential to 
the operation of the economy. 


The UAW made its plea in a 
letter from President Walter P. 
Reuther to Rep. Aime J. Forand, 
Rhode Island Democrat and 
chairman of the House Excise 
Tax subcommittee. 


The letter stipulated that if the 
excises are repealed, the car and 
truck manufacturers should pass 
on the full benefit of such tax re- 
lief to the consumer in the form of 
lower prices. 


The excise tax now stands at 10 
percent on the wholesale price of 
both cars and trucks. The truck 
tax was 8 percent prior to July 1 
when it was raised as part of the 
revenue provisions of the Federal- 
Aid Highway Act. 

Reuther wrote Forand: “We in 
the UAW are opposed to all excise 
taxes on essential goods and serv- 
ices. Basically, an excise tax is a 
tax imposed on consumption, When 
imposed on necessities, it falls most 
heavily on those who can least af- 
ford to pay and places a dispropor- 
tionate tax burden on the lower and 
middle income groups.” 


The union chief listed four spe- 
cific objections. to the tax. They 
were: 


1. The tax, which originally 
was adopted as a temporary war 
and emergency measure, has been 
extended repeatedly, even though 
th tax on less essential commodi- 
ties, and even on luxuries, has 
been reduced or removed. 


2. Because the automobile and 
truck are essential to the opera- 
tion of our economy, the excise tax 
adds to the cost of living of every 
American. 

3. The excise tax on both cars 
and trucks bears most heavily on 
wage and salary earners in the 
lower and middle income brackets, 
on small business operators and on 
farmers. 

4. At a time when unemployment 
is a serious problem in the auto- 
mobile industry, the excise tax re- 
sults in higher prices and a smaller 
market for cars and trucks, and 
thus increases the burden of unem- 
ployment. It also affects the work- 
ers in many other industries which 
supply materials to the automobile 
industry. 

In conclusion, Reuther wrote, 
“We recognize that your subcom- 

mittee has a right to be con- 
cerned over the question of 
whether the excise tax elimina- 
tion or reduction actually would 
result in lower prices. .. . 
“We believe, therefore, that it 
would be entirely proper for your 
subcommittee to take precautions 
in this regard. 

“We suggest that the subcommit- 
tee, as a condition of recommend- 
ing excise tax relief, might require 
the major automobile and truck 
corporations to give assurance at 
public hearings that consumers will 
be permitted to enjoy the full bene- 
fits of excise tax relief and that 
prices will not be raised to offset in 
whole or in part the price reduc- 
tions that purchasers otherwise 
would obtain.” 


* * * 


Canadian UAW Group 


Slaps Excises, Imports 


LONDON, Ont.—Representatives 
of the United Auto Workers’ 75,000 
members in Canada have approved 
a manufacturers’ campaign for an 
excise tax reduction on automo- 
biles, provided any reduction is 
passed on to the consumer. 

The UAW district council also 
said it would ask the Federal Gov- 
ernment to hold a conference of 
management, labor and government 
to discuss the “growing importa- 
tions of autos into this country.” 

The statement said “automation 
in American plants is one reason 
for the increase in imports. Auto- 
mobile parts and models formerly 
produced in Canada now are being 
imported, necessitating an early up- 
dating by the Government of its 
import regulations as regards to 
the automobile industry.” 
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ow GM, Ford P. 


Dealer Courses Long Established 


(Eprror’s Nore: This is the sec- 
ond of a series of articles on 
dealer-management and sales 
training programs offered by the 


auto makers. Y 
* 


By Seangh M. Callahan 
Staff Writer 


w= Chrysler Corp.’s new 
training program is an obvious 
effort to take leadership in this 
field, most of the other manufac- 
turers have been offering educa- 
tional opportunities to dealership 
personnel for some time. 

A survey of the other manu- 
facturers revealed that the fol- 
lowing dealership management 
and merchandising programs are 
now operative: ‘ 

* * 


General Motors 


7 GM program, conducted by 
General Motors Institute in 
Flint, consists of the Dealer Coop- 
erative Training Program, the Deal- 
ership Management Program and 
two-to-five-day courses which are 
conducted sporadically across the 
country at the request of the auto- 
motive divisions. 

Under the two-year Cooperative 
Program, a dealer selects a prom- 
ising young man and sends him 
to GMI where he receives train- 
ing in dealership management. 
The trainee’s education consists 
of alternate eight-week periods 
at GMI and at the dealership. All 
expenses, including $420 for tui- 
tion a year, are borne by the 
dealer. After one year the trainee 
decides whether to specialize in 
sales or service management. 

The seven-week Dealership Man- 
agement Training Program is de- 
signed “to make available to a man 
who is associated with a dealership 


and who is in the process of being} 


upgraded to managerial responsi- 
bilities within a dealership a com- 
plete basic training in the princi- 
ples of the effective operation of a 
GM dealership. ¥ . 


vas Qecker eeusily pays the 
trainee’s $250 tuition plus his 
living expenses in Flint. Five classes 
are held annually. Some 1,100 men 
have received this training since 
1947. 

Charles W. Hess, administrative 
chairman of distribution training 
at GMI, said, “We do conduct other 
training programs for the manage- 
ment of dealerships upon request 
from one or more of the various 
divisions. Such programs are usu- 
ally designed to meet the objectives 
established by the dealerships for 
the training of their managers and 
most frequently are conducted at 
oe points located across the 

. 8. 

“These programs will vary from 
two to five days depending upon 
the objectives to be met and the 
content necessary to be covered.” 

A staff of 12 men now conducts 
this field training program for GMI. 

* = 


Ford 


us Ford Merchandising School 
conducts four-week courses in 


Rdlierte Sutcceds Crits— 


David Roberts (Studebcker), seated, 
right, has been elected president of the 


Greater Little Rock (Ark.) Automobile 
Dealers Assn., succeeding John M. Critz 
(Chevrolet), seated, left. Other incoming 
officers include W. M. Owen (Packard), 
standing, left, treasurer, and Horace Terry, 
Terry (Pontiac), vice-president. George 
Benjamin was reelected secretary- 
manager. 





Work... 
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franchises, the quality dealer pro- 
gram, the Chevrolet product, sales 
promotion, trucks, principles of 
used-car operations, car projec- 
tions and distribution, service, 
parts and accessories merchan- 
Included in the curriculum are| dising and business management. 
courses in sales, advertising, busi-| The six-week courses are con- 
ness management, promotion, fleet| ducted three times a year and are 
sales, public relations and service limited to 45 per- 
management. sons. Since there 
John F. Heflin is dean of the is a waiting list 
Merchandising School. The fac- of 800 prospective 
ulty consists of the various de- students, Chevro- 
partment heads and operational let is now highly 
managers in Ford division. The selective in nam- 
school is restricted to Ford deal- ing the trainees, 
ership personnel and company Although con- 
personnel. About 50 men partici- ducted mostly on 
pate in each class, a lecture basis, 
The dealership program is avail- the sessions are 
able to sons of dealers, young sales open to some dis- 
or general managers or outstanding cussion. The 
salesmen, The only costs are the is conducted at 440 Bur- 


the fundamentals of dealership 
operation at Henry Ford’s old work- 
shop and laboratory at Fairlane in 
Dearborn. Ford Motor Co. also has 
a National Marketing Institute in 
the developmental stages. 

























Mercury Training Conference— 

George S. Coats (standing), general marketing manager of Mercury division, ad- 
dresses a group of dealers and dealership officials at a Mercury Dealer Management 
Conference in Dearborn. This Conference is typical of the many training programs 





T. 0. McLaughlin 


school 














trainees’ living and travelling ex- 
penses. 

Last year a training program 
was worked out for veteran dealers 
in which they 
participate in dis- 
cussion seminars 
for seven class 
days. 

Since the Ford 
Merchandising 
School began’ in 
March, 1947, 70 
percent of the 
trainees have been 
dealership per- 


4. F. Heffin 


cent have been 
factory personnel. About 25 percent 
of the trainees are now dealers. A 
total of 3,783 persons have com- 


pleted the course. 
> 7 > 


sonnel and 30 per-| 


roughs, Detroit. Students also visit) 
GM plants and the Tech Center. | 
Thomas O. McLaughlin, a former} 
Rhodes scholar, heads the school. 
The training staff consists of the 
entire Chevrolet staff, including 
General Manager Ed Cole, and 
zone personnel. The school is free} 
except for living and travel ex- 
penses. ~ 
2 


Buick 





UICK offers four sales and mer-| 

chandising training programs) 
for dealers and dealership person-| 
nel. They are as follows: 

1. A sales managers forum which} 
is a two-day conference conducted | 
at the first of each year for dealer-| 
ship sales managers at the GM) 
Training Centers by GMI instruc- 
tors. 


now being conducted by the auto manufacturers for dealership personnel. 





Wisconsin Scrutinizes 
‘Dealers on Licenses 


MADISON, Wis.—The auto dealer 
license of Milwaukee Nash, Mil- 
waukee, will be renewed “with stip- 
ulations,” according to Melvin O. 
Larson, state motor vehicle com-| 
missioner. 

At the same time, Larson said 
the question of renewing the 
license of Courtesy Motors, Inc. 
(Lincoln-Mercury), another Mil- 
waukee dealership was under 
advisement. 

However, at press time last week, 
Larson said the decision would be | 





Chevrolet 


HEVROLET’S Post Graduate! 

School of Modern Merchandis- | 
ing is designed to prepare dealers’ | 
sons or heirs to take over dealer- 
ships. Since its founding in 1938, 
more than 1,500 men have been 
trained. 

Included in the school are 
courses in automobile industry 
history, market analysis, dealer | 


NADA Reviews | 
State Laws on 
Serial Defacing 


WASHINGTON. — NADA has 
brought to dealers’ attention the 
case of a nonfranchised dealership 
in Wilkes-Barre, Pa. operated by 
three brothers who were fined $200 
for being in possession of an auto 
without serial numbers. 

“Charges against the three .. . 
originally included a count that! 
they offered for sale a motor ve-| 
hicle from which the serial plates 
had been removed, which carries a 


The forum was first offered in| made soon. The commissioner said 
1950. Then it wasn’t offered again) Courtesy Motors had been granted 
until 1956 when 1,500 sales man-) ay informal hearing on charges of 


| their good and bad features. The | 





penalty of a $5,000 fine or 10 years 
in prison or both,” NADA said. 

The more serious offense was 
dropped when the brothers pleaded 
guilty to the lesser, NADA re- 
ported. 

Dealers were told that 33 states 
have laws regarding serial num- 
bers. 

The states are Alabama, Arizona, 
Arkansas, California, Indiana, 
Iowa, Kentucky, Louisiana, Mary- 
land, Massachusetts, Michigan, 
Minnesota, Mississippi, Missouri, 
Nebraska, New Hampshire, New 
Jersey, New Mexico, New York, 
North Carolina, Ohio, Oklahoma, 
Oregon, Pennsylvania, South Da- 
kota, Tennessee, Texas, Utah, Ver- 
mont, Virginia, West Virginia, Wis- 
consin, and Wyoming. 


Cleveland Dealers 
Elect Lake 


.—E. Peerce Lake 
(Buick) has been elected president 
of the Cleveland Automobile 
Dealers Association, succeeding S. 
L. Marshall (Ford). 

Other officers to be installed at 
the group’s annual banquet next 
month include A. D. Pelunis 
(DeSoto-Plymouth) first vice- 
president; Phil Snyder (Nash), sec- 
ond vice-president; Charles Kane 
(Ford), treasurer, and R. Earl 
Burrows, reelected secretary- 
treasurer. Frank Schaut continues 
as general counsel. 





agers received training. It wil 
again be offered in early 1957. There 
is no cost to dealers except for the 
sales managers’ expenses. 

2. Last year more than 8,000 | 
Buick salesmen participated in a | 
one-day Competitive Drive - Out. 
After driving their competitors’ | 
cars, the salesmen met to discuss 


course is offered by the zones at 
no cost to the dealers. 

3. The New Product Conference | 
is a series of two-hour classes held 
at the GM Training Centers to fa- 
miliarize salesmen with their new 
models. The Conference began in 
1951 and is held annually before 
announcement day. About 12,000 
salesmen participated last year. 

4. Buick is offering a new course 
in recruiting and selecting sales- 
men this year. It will be offered in 
every district to dealers at a one- 
day meeting conducted by the zone 


manager. 


Pontiac 

jas Pontiac training program 

consists of a Comparison Drive 

and a Product School. Both are for 
salesmen. 

The Comparison Drive attracted 

about 8,000 salesmen this year 

(Continued on Page 29, Col. 3) 








alleged “unconscionable practices.” 
“If the license is denied,” said 
Larson, “a formal hearing will be 
granted and if it again is denied 
they may appeal to the courts.” 
Among these practices were 
“would you take” or “bait” adver- | 
tising; bushing; unrealistic over- 
allowances; taking car keys from 
prospective purchasers to detain 
them during sales negotiations; 
employing unlicensed salesmen 
and salesmen using aliases; as- 
signing salesmen to park near 
competitors to procure license 
numbers and names of prospec- 


Maker-Dealer Licenses 
Extended in Kentucky 


FRANKFORT, Ky.—Kentucky 
has extended from Dec. 31 to 
March 1 the expiration date of 
manufacturers’ and dealers’ cer- 





tificates of registration and mo- 
tor vehicle license plates. 

In an executive order, Acting 
Gov. Harry Lee Waterfield noted 
that it would be impossible for all 
manufacturers and dealers to 
qualify with the Department of 
Motor Transportation and their 
county court clerks by Jan. 1. 








Cleveland Independents Elect Officers— 
Officers who will direct the affairs of the Cleveland Independent Automobile 


Dealers Assn. 
Messerman, president; and larry Skall, 


in 1957 are, seated, from left, Irvin B. Callomen, vice-president; Sam 


vice-president. Standing: Harry Halport, 


treasurer; Seymour Terrell, counsel, and Manny Weiser, secretary. Eighteen declers 
were also named directors, with Irv Rubin as chairman. 


es 


tive customers and failing to 
give trading stamps to purchasers 
as promised. 

Issuance of a permit to Milwau- 
kee Nash had been held up pend- 
| ing investigation of complaints 
alleging: Used-cars or demonstra- 
tors had been sold as new; altera- 
tions of contracts after they had 
been signed, and failure to give 
customers terms stated in adver- 
tising. 

Irving B. Rosenberg, president, 
Milwaukee Nash, said his company 
was ready to sign a stipulation 
that practices that might be con- 
sidered questionable would be 
avoided in return for a 1957 license, 

He said “we naturally want to 
abide by the law and have no ob- 
jection to signing such an agree- 


| ment.” 


Rosenberg said that only “one 
or two” instances of questionable 
actions by our salesmen got by 
“our inspection” in the “10,000 
transactions we’ve had in making 
$15 million of gross sales in the 
last four or five years.” 

He said there are bound to be 
some complaints when “you do such 
a volume, but there has only been 
seven or eight.” All have been ad- 
justed, Rosenberg claimed. 

H. L. McPeek, manager of Cour- 
tesy Motors, reportedly said in the 
hearing that his firm permitted 
salesmen to sell cars as soon as 
they had applied for a license. 

Larson said this violated state 


| law. 


Larson said the complaints 
against Courtesy generally allege 
use of types of methods which 
Courtesy. in the 1954 agreement 
it signed upon getting its Wis- 
consin license, said it would not 
engage in. 

Quinn K. Mathewson, auto divi- 
sion manager, Better Business Bu- 
reau. Milwaukee, testified at the 
hearing that, in his opinion, Cour- 
tesy had not complied with six of 
the eight points covered in the 1954 
agreement. 

These included, Mathewson said, 
requirements that quotations on 
tradein allowances be realistic and 

(Continued on Page 26, Col. 4) 


Note — 


Please lift out the oppo- 
site page carefully ead 

ste over the Major Spec- 
fication table (page 13) 
which a red in the 
Automotive News "Auto 
Selling Guide for 1957" 
dated Dec. 3, 1956. 


The table on the oppo- 
site page today is revised 
to include several changes 
in makers’ original specifi- 
cations supplied Automo- 


tive News. 































a AS REVISED, DECEMBER 17, 1956 Pave Thirteen 


Major Specifications for 1957 U.S. Makes 


Dimensions Engine Capacity Drive Unit Chassis 


| 
| 


to headliner) 
seat back) 
(rear axle) 
(in ft. Ibs.) 
at RPM 


RPM 
(minus heater) 


Car Weight per 


Horsepower 


Clearance (in.) 
Area (sq, in.) 
(dia. in ft.) 


Length (in.) 
Overall 
Width (in.) 
Min. Road 
Tread (in.) 
Compression 
Maximum 
Maximum 
Torque 


Legroom (in.) 
(floor to 


Headroom (in.) 
(front seat 
Overall 
Front 
BHP at 
Gasoline 
Tank (gals.) 
Cooling System 
(qts.) 
Axle Ratio 
(standard) 
Effective 
Brake 
Power Brakes 


| | | | | | 


| 122 | 4001 | ss.42 43.6 | 2084 | 74.8 ) 58.4 6.26 | 59.5 | 59.0 | 90° V 9.5 | 250 @ 4400 16 | 380 @ 2400 | | 20 16.5 | 3.07 | 710218 192.7 

| 122 | 4156 | 35.42) 43.5 | 2084 | 74.8 | 58.7 | 6.55 | 59.5 | 59.0 “90° V.—|:10.0 | 300 @ 4600 | 138 | 400 @ 3200 | 20 | 16.5 | 3.07 | 7.60x15| 192.7 
127.5 | 4354 | 35.88) 43.6 | 215.3 | 77.6 | 59.4 | 6.53 | 59.5 | 61.0 | 90°V | 10.0 | 300 @ 4600 | 14.5 | 400 @ 3200 | 20 | 165 | 3.07 | 7.60x15| 192.7 
127.5 | 4469 | 35.88] 43.6 | 215.3 | 77.6 | 59.3 | 6.74 | 59.5 | 61.0 | 90°V | 10.0 | 300 @ 4600 | 149 | 400 @ 3200 | 20 | 165 | 3.07 | 8.00x15| 204.2 


| | | | | | | | | | | 
CADILLAC | | | | | | | | | 
62 | 129.5 | 4595 | 35.0 | 45.2 | 215.9 | 80.0 | 59.1 | 6.2 | 61 61 90° V 10.1 | 300 @ 4800 | 15.3 | 400 @ 2800 | 20 | 17.5 | 3.07 | 8.00x15 


$0 Special 133 4755 | 33.9 | 45.3 | 2244 | 80.0 | 591 | 62 | 61 61 | 90°V 10.1 | 300 @ 4800 | 15.8 | 400 @ 2800 | 20 | 17.5 | 3.07 | 8.00 x15 
15 | 149.75 | 5340 | 36.6 |—— | 236.2 | 80.0 | 616 | 72 | 61 | 61 90°V | 101 | 300@ 4800 | — 400 @ 2800 | 20 1 17.5 | 3.36 | 8.20x15 


| 
CHEVROLET | | | | | | | | | 
150, | 210, B-A6 115 13262 | 36.0 | 44.7 | 200.0 73.9 | 60.5 7.6 ‘ 58.8 |inl.6ohv| 8.0 140 @ 4200 | 23.3 210 @ 2400 | 16 16 | 3.55 | 7.50x14) 157 


162 @ 4400 | 20.1 | 257 @ 2400 | | 
150, 210, B-A8 115 £3253 | 36.0 | 44.7 | 200.0 73.9 | 60.5 7.6 ’ ; | 8.0 | 283 @ 6200 | 11.5 290 «i 4400 | 16 16 3.55 | 7.50 x14) 157 


| | | | | 
CHRYSLER | | | 
Windsor 126 | 3995 34.8 | 45.5 | 219.2 | 788 | 57.0 | 54 | 61.0 7 | V-8ohv | 9.25 | 285@ 4600/14 | 365@2400|23 | 21 | 3.73 |8.50x14| 


“Saratoga 126 | 4165 | 34.8 | 45.5 | 219.2 | 78.8 | 57.0 | 54 | 61.0 | 59.7 | V-8ohv | 9.25 | 295 @ 4600 | 14.1 | 390 @ 2800 | 23 | 21 3.18 | 8.50 x 14) | 
‘New Yorker | 126 =| 4315 34.8 | 45.5 | 219.2 | 788 | 57.2 | 56 | 612 | 60.0 V-8ohv | 9.25 | 325 @ 4600 “13.3 | 430 @ 2800 | 23 | 24 3.18 | 9.00 x 14 


‘Imperial — 129 24715 | 34.5 | 46.2 | 224.0 | 81.2 | 56.7 | 55 | 61.9 | 624 | V-8ohv | 9.25 | 325 @ 4600 | 14.5 | 430 @ 2800 | 23 | 24 3.18 | 9.50 x 14 


| | | | | | | | 
CONTINENTAL | 126 4797 | 35.1 | 39.1 2184 | 77.5 | 56 82 | 585 60.0 | V-8ohv | 10.0 NA NA 25 | 23 3.07 | 8.00x15 207.54 


























i | | ! | 
DeSOTO | 
Fireflite 126 | 4025 | 34.8 | 45.5 | 218 78.2 | 57 54 | 61 59.7 | V-8ohv | 9.25 | 295 @ 4600 | 136 | 375 @ 2800 | 23 | 20 3.36 | 8.50x14) 251 Z 
Firedome 126 3955 | 34.8 | 45.5 | 218 | 782/57 |54 |61 | 59.7 | V-8o0hv | 9.25 | 270@4600 146 | 350@2400 23 | 20 | 3.91 | 850x14) 251 


Firesweep 122 |:« 3675 | 34.8 | 45.5 | 2158 | 782 | 56.7 | 54 | 60.9 | 59.7 | V-8ohv | 85 | 245@4400| 15 | 320 @ 2400 | 20 | 20 3.91 | 8.00x 14 230 — 


DODGE | 

Coronet 6 | 122 3470 | 35.9 | 45.9 | 2122 | 779 | 566 | 5.3. ' } inl.6L | 80 | 138@ 5. 208 a 1600 | 3. 7.50 x 14! 207 
Coronet V-8 | 122 | 3620 | 35.9 | 45.9 | 2122 | 779 | 566 | 53 59. V-8o0hv| 85 | 245@ , 320 « 2400 20 | 3.73 |750x14\ 207 | 
“Royal V-8 122 3620 | 35.9 | 45.9 | 2122 | 7791568 | 54 9 | 59.7 | V-8ohv| 85 | 245@ 320 @ 2400 | | 3.73 |8.00x14| 207 
Cust. Royal V-8 | 122 3690 | 35.9 | 45.9 | 2122 | 779 | 568 4 9 | 59. V-8o0hv! 85 | 2604 335 @ 2800 ;20 | 3. 8.00 x 14) 207 © 








FORD 
Cust.,Cust.300-6 | 116 | 3177 | 34.9 | 44.3 2016 77.0 57.1 | 72 | 59.0 | 564 |inl.6ohv, 86 | 144@4200 | 22 | 212 @ 2400 16 | 3.70 |7.50x14 180.16 | C O | 401 
FL., FL. 500-6 [118 | 3332 33.9 | 43.1 207.7 | 77.0 | 562 | 72 | 59.0 | 564 |inl.Gohv| 86 | 144 @ 4200 | 231 | 212@2400| 20 | 16 | 3.70 |750x14| 18016| O | O 


— | a7 j | 8.6 | 190 @ 4500 | 17.4 | 270 @ 2700 | ‘| | a 

Cust., Cust. 300-8 116 _3299 34.9 | 44.3 | 201.6 | 77.0 a ts 56.4 | V-8ohv! 9.7 | 245 @ 4500 | 13.5 | 332 w 3200 | 20 3.56 | 7.50x14 180.16| O | O- 
| | “9.1 | 212 @ 4500 | 16.3 | 297 @ 2700 [ mis ooo | 

FL., FL. 500-8 | 118 3454 | 33.9 | 43.1 207.7 | 77.0 56.4 | V-8ohv! 9.7 | 245 @ 4500 | 14.1 | 332 @ 3200 | 20 | 20 3.56 | 7.50x 14 180.16 | O oO 


l 
HUDSON 


Hornet V-8 121.3 | 3680 36.4 | 425 209.3 78 60.4 , , 60.5 OH V-8 | 9 255 @ 4700 | 14.4 345 “ 2600 | 20 19 4.1 | 800x14| 197.86 Ss Oo 42 





LINCOLN 
Premiere 126 | 4620 | 35.4 | 44.8 | 2246 | 903 | 602 | 82 | 585 | 60.0 | V-8ohv/ 10 300 @ 4800 15.4 | 415 @3000 | 20 | 23 | 3.07 | 8.00x15, 20754! S S | 455 
Capri 126 4585 | 35.4 | 44.8 | 2246 | 803 60.2 | 82 | 585 | 60.0 | V-8ohv! 10 300 @ 4800 | 15.2 | 415 @ 3000 | 20 | 23 3.07 |8.00x15 20754; S S| 455 


MERCURY 

Monterey 122 3890 | 34.1 | 44.2 | 211.1 | 79.2 | 565 " 59 V-8o0hv | 9.75 | 255 @ 4600 | 15.2 | 340 @ 2600 | 20 | 20 3.70 | 8.00 x14! 212 oO O | 433 

Montclair | 122 ~+| 3905 | 34.1 | 442 | 2111 | 792) 565 | | 59.4 | 59 V-8o0hv | 9.75 | 255 @ 4600 | 15.3 | 340 @ 2600 | 20 20 3.70 | 8.00 x 14) 212 oO O | 433 
| ! ' 

METROPOLITAN | | | | | | | 

Convertible 85 1835 | 35.7 | 43.25! 149.5 | 615 | 545 | 64 | 45.3 | 448 | inl.4ohv) 7.2 | 52@4500 | 35.3 77 @ 2500 | 105) 7 4.3 |5.20x13| 768 | NA |NA | 36 

Hardtop | 8 | 1875 | 35.5 | 43.25) 1495 | 615 | 545 |64 | 45.3 | 448 | inl.4ohv| 7.2 | 52@ 4500 | 361 | 77@2500|105| 7 | 43 |520x13| 768 | NA | NA | 36 








| | | | j | | 
NASH | | | | 
Ambassador 8 121.3 | 3700 | 364 | 425 209.3 | 78 60.4 8.0 59.1 | 60.5 | V-80hv! 9 | 255 @ 4700 | 14.5 345 @ 2600 | 20 19 41 | 8.00x14! 197.86 


OLDSMOBILE | 

88 122 4000 | 35.3 | 44.4 | 208.2 | 76.4 | 582 |69 | 59 58 V-8ohv 9.5 | 277 @ 4400 | 144 | 400 @ 2800 | 20 | 20 

Super 88 122 4051 | 34.9 | 44.2 | 2082 | 764 | 582 |69 |59 | 58 | V-8ohv| 95 | 277 @ 4400 | 146 | 400 @ 2800 | 20 | 20 

98 126 4346 | 34.8 | 44.2 | 216.7 | 764 | 582 |69 | 59 58 V-8ohv | 9.5 | 277 @ 4400 | 15.7 | 400 @ 2800 | 20 | 20 3. 42 8. 50 x 14) 391. 7 


! | 
| | | | 
PLYMOUTH. | | 
| 


| 
Pl, Sav., Bel. 6 | 118 |#3265 | 35.3 | 45.9 | 2046 | 782 | 566 | 5.2 | 59.6 | 60.1 | inl.6L | 8.0 | 132 @ 3600 | 24.7 | 205@1600| 20 |13 | 3.73 |7.50x14) 184 
Pl, Sav., Bel. 8 | 118 [#3432 | 35.3 | 45.9 | 204.6 | 78.2 | 56.7 | 5.3 | 596 | 601 | V-8ohv| 85 | 215 @ 4400 | 16.0 | 285 @ 2800 | 20 [20 | 354 |7.50x14| 184 
Fury | 118 | 3480 | 34.1 | 45.7 2061 | 79.1 | 53.7 | 5.0 | 59.6 | 60.1 | V-80hv | 9.25 | 290 @ 5400 | 120 | 325@4000 | 20 | 20 | 3.73 |800x14| 184 


| | | | | | | | | | | 
PONTIAC | | | | | | | | 























| 
Star Chief, Del. | | | | | | | | | | | 
| 
| 
| 


| 3.23 ‘aeons 178 
3.08 | 8.00 x 14) 178 
3.08 | 8.00 x 14) 178 
| 
| : 
10 | 3.77 |6.40x 15) 150.4 
20 =| 41 |6.70x15| 1504 


& Cust. (124 | 3740 | 36 | 43.4 | 2138 | 75.2 | 60 | 71 | 59 59.4 | 90° V-8 | 10.1 | 270 @ 4800 13.8 | 354 @2400 | 20 | 22 
Super Chief 122 3695 | 36 | 43.4 | 2068 | 75.2 | 60 7.1 | 59 59.4 | 90° V-8 | 10.1 | 270 @ 4800 | 13.7 | 354 @ 2400 | 20 | 22 
Chieftain | 122 | 3670 | 36 | 43.4 | 2068 | 752/60 |71 |59 | 594 | 90° V-8 | 101 | 252 @ 4600 | 146 | 333 @ 2300 | 20 | 22 
| | | | | | | | | | | 
RAMBLER | | | | | | | | | | 
Rambler 6 2915 | 36 | 43 | 191.2 | 71.3 | 58 A ; 58 |inl.6ohv| 8.25 | 125 @ 4200 | 23.3 | 175.@1600 | 20 |1 
Rambler 8 3220 | 36 | 43 | 191.2 | 71.3 | 58 : : 58 V-8ohv| 8 190 @ 4900 | 16.9 | 240 @ 2500 | 20 | 
| | | | | | | | | | 
STUDEBAKER | | | | 
Champion ' 116.5 | 2835 | 36.5 | 42.5 | 202.4 | 75.8 | 59.7 | 7. } 55.7 | inl. 6L | 7.8 28.1 | 152@1800/18 |11 | 41 |640x15)/ 166 
| 
| 
| 





| 
| 
| 








| 

| 

| 
Commander 116.5 | 3140 | 36.5 | 42.5 | 2024 | 75.8] 600 | 76 | 56.7 | 55.7 | V-80hv| 83 | 17.5 | 260 @ 2800 | 18 17 | 3.54 |6.70x 15| 195.2 
7 | 3.54 | 6.70x15| 195.2 


| 

| 

| 

| 1 8 
President 1116.5 | 3210 | 36.5 | 42.5 | 2024 | 758 | 600 | 76 | 56.7 | 55.7 | V-8o0hv| 83 | 15.3 | 300 @ 2800 | 18 
Pres. Classic | 120.5 | 3295 | 36.5 | 42.5 | 2064 | 75.8 | 60.2 | 78 | 56.7 | 55.7 | V-8ohv| 83 | 2 14.7 | 305 @ 3000 | 18 
Silver Hawk 6 | 120.5 | 2780 | 35.6 | 43.7 | 2039 | 713/563 |78 | 56.7 | 55.7 | inl6L | 78 | 
SilverHawk8 ‘| 120.5 | 3120 | 35.6 | 43.7 | 2039 | 71.3 | 563 | 76 | 56.7 | 55.7 | V-8ohv| 83 | 
GoldenHawk | 120.5 | 3265 | 35.6 | 43.7 | 2039 | 71.3 | 565 |78 | 56.7 | 55.7 | V-8ohv| 78 | 


1 

17 +| 3.54 | 7.10x 15] 195.2 
li =| 41 |640x15) 166 
1 
1 











27.5 | 152 @ 1800 | 18 
| 14.9 | 300 @ 2800 | 18 7 | 354 |6.70x15| 195.2 
6 @ 4800 | 11.9 | 333 @ 3200 | 18 7 | 427 |710x15| 195.2 


NOTE: Under power brake and power steering, "‘O" refers to optional and "'S" to standard equipment. *Power-Packages available. {Other options available. tAverage Weight. 
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Meeting the Practical Problems .. . 
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Case Histories of a Salesman 


Evrror’s Note: This is one of 
a series of letters on practical | 
problems encountered in auto | 
selling. It is written by a veteran 
salesman, Bert Simons, who is 


active in today’s market. 
+ * 7 


Dear Ed: 
N AUTO salesman can’t de- 
pend entirely on people who 
come into the showroom. Aside 
from prospecting on the outside, 
there are many effective methods 
to get more floor play. 

Today I want to tell you about 
a salesman at 
our place named 
George Mitchell. | 
The last few 
days George has 
been working at 
his desk like a 
madman instead 
of chin-chatting 
with the rest of 
us in our so- 
called spare 

: time. 
Bert Simons It became very 
obvious that George was working 


“xpert Says Use 
Uf Belts Would 
Slash Injury Toll 


ST. PAUL. — Half a million au- 
tomobile accident injuries a year 
could be prevented if all cars were 
equipped with safety belts, safety 
door locks and shock-absorbent 
steering wheels and instrument 

#| *anels, according to John O. Moore, 

#i rector of automotive crash injury 
© search, Cornell University Medi- 
eal College. 

Moore outlined results of a two- 
year study for a group of Minne- 
apolis, St. Paul and state medical 
and safety officials at a meeting 
here. 

Safety features in 1956 cars have 
cut incidence of dangerous or fatal 
injuries 29 percent, Moore said, 
while the chance of being thrown 
from a car in an accident has been 
eut in half. 

Speed is not the only factor in 
open highway accidents, Moore 
said, adding that 50 percent of all 
injury-producing accidents occurred 
at less than 41 miles an hour 
and 70 percent below 60 miles an 
hour. But severity of injuries—as 
well as number of door openings— 
increases with speed. 

“Stay with the car if you can,” 
he advised. “And the best way to 

‘I tay in is with a safety belt,” 
, ‘hich, he said, reduces the chance 
‘f—* Z injury by 60 percent. 


Willys Picks Hoen;| 
Moyer Goes East 


EMERYVILLE, Calif. — Ray M. 

‘| Hoen, former Portland (Ore.) zone 

‘manager for Willys Sales Corp., 

i aas been appointed California zone 
Manager with offices here. 

‘Hoen succeeds Ken S. Moyer, 
transferred to Chicago as central 
division manager. Hoen’s area in- 
eludes western Nevada in addition 
toe California. 


Story of Growth 


D & B Reference Book Lists 
2.6 Million Firms 


NEW YORK.—Ninety-eight years 
ago, the first Dun & Bradstreet 
Reference Book listed 18,513 busi- 
nesses in 26 states. 

. This year the company is sending 

requests for year-end statements 
to 2,649,782 firms in every state. 
Thirty-four states now have more 
listings than the entire nation had 
in 1858, D & B said. 

Information in the statements is 
handled confidentially, the credit- 
reporting agency emphasized. It is 
made available only to D & B sub- 
scribers who agree to hold it in 
strict confidence and to use it only 
as an aid in determining the advis- 
ability of granting credit or insur- 
ance, 











| On a project so I moved in on him 


to learn what it was. Because 
George and I have been together 
a long time, he laid out his whole 





Dunlop Rubber to Spend 
$1.5 Million in Buffalo 


BUFFALO, — Dunlop Tire & 
Rubber Corp. here expects to 
spend $1.5 million to produce the 
new 14-inch automobile tires. The 
plant will spend $500,000 for new 
molds by the end of 1957, and 
more money will be channeled 
into the program as it is needed, 
the company said. 

Howard E, Elden, senior vice- 
president, estimates that 5 per- 
cent of the plant’s current tire 
output is in the 14-inch class. 
“Within two years,” he predicted, 
“More than 35 percent of our 
business will be in the 14-inch 
tires.” 





plan to me, It went something 
like this: 

George was writing up orders 
listing the usual equipment that 
people want on cars. The order 
was made out to a man’s name 
secured by this eager beaver in a 
Phone call after he had selected 
a number at random from the 
phone book. 


* ® * 


HIS order showed the exact 

description of a car discussed 
by George and his newly found 
prospect. Furthermore it showed | 
the kind of tradein, the amount | 
allowed, the downpayment and 
finally the exact monthly pay- | 
ment. j 

When this order was com- | 
pleted, George would write | 
across the face, “This order | 
good for five days only and 
subject to our appraisal of the 
tradein.” | 

Then, finally, George would sign 
his name on the bottom, leaving | 





the section for his prospect blank. 

With this completed order, 
George would enclose a personal 
note written on the reverse side 


of a picture of our car. 
* * * 


| message he was sending 
was short and sweet: “Thanks 
for the opportunity to talk to you 
on the phone today. It would be 
a pleasure to meet you this week 
and close the deal I have laid out 
for you.” 

Ed, George had been preparing 
about 10 of these “orders” per day 
and now, after four days of this 
plan, has been kept busy either 
by telephone or actual visits to 
our showroom. This plan will be 
discussed at our next sales meet- 
ing where I am sure it will be 
adopted by the rest of our gang. 

Bert SImMons. 


PS.—If you have had an in- 
teresting sales experience and 
would like to share it, I shall be 
happy to relay your case history 
to the rest of us in my column. 
I am sure the readers will enjoy 
it and benefit at the same time. 
Just jot it down and forward it 
to me in care of AUTOMOTIVE 
News. Don’t forget to include 
your name, address and dealer- 
ship.—Bert Simons. 





Auction Partners— 


Partners Phillip Glick, left, and Joseph 
Herbert are shown at the opening of 
| their Peabody Auto Auction, a new 
trading center for dealers in Peabody, 
Mass. Both men are widely known in the 
New England auto industry. 
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TURNINGS 


by 


John T. Benedict 


Engiaeering Editor 


Fuel Economy Improvement 
Discussed by Engineers 

OME say the five-year upward 

surge of horsepower ratings and 
vehicle performance is nearing a 
level where it must begin to taper 
off. They don’t expect the horse- 
power race to stop—just slacken a 
bit in its recent skyrocketing pace. 

If this is true, we may see the 
industry soft-pedal talk of higher 
horsepower and give more empha- 
sis to fuel economy, 

Such speculation lends increased 
importance to those factors which 
are known to influence ecnomy of 
operation. 

In the current atmosphere of 
stimulated interest in ideas for 
per-gallon mileage increases, the 
SAE’s Detroit Section staged a 
fuel economy symposium, Three 
fundamental aspects of the sub- 
ject were covered in timely in- 
dividual discussions of gasoline 
‘characteristics, engine design and 
driver techniques. 

To open the meeting, gasoline 
factors relating to fuel economy 
were reviewed by James R. David, 
Pure Oil Products Co. David said 
today’s fuels deliver three times 
the “work performance” of gaso- 
lines used thirty years ago, al- 
though there are no more units of 
potential energy in a gallon of gas- 
oline today than there were in the 
1926 gallon. 

He explained that, with modern 
engines and high octane fuels, more 
energy units per gallon are put to 
work, instead of being lost or 
wasted. Basically, these efficiency 
gains were made possible by high 
compression engines and gasolines 
that resist detonation. 

. > * 


Additive Value Debatable 


eas the vast improvement 
in fuel characteristics and 
engine efficiency, it is recognized 
generally that the motoring public 
has not realized an actual miles- 
per-gallon increase. 

To explain this seeming incon- 
sistency, David cited the familiar 
idea that car owners are using the 
added power available in driving 
heavier cars, for more rapid accel- 
eration performance and to operate 
a number of power accessories, 

On the subject of gasoline ad- 
ditives of the lead scavenger and 
deposit modifier types, it was said 
that the actual role of such 
chemicals in furthering economy 
of operation is a very debatable 

point. 

“There is still a question that 
additives which materially increase 
fuel cost can be justified to the 
average motorist,” declared David. 
It would seem that this statement 
is particularly true when thinking 
of economy in terms of miles per 
dollar expended for gasoline. 

Petroleum products which act to 
reduce the engine’s internal fric- 
tion were called a significant factor 
in increasing fuel economy. The 
lubricant used, such as multigraded 
oil, allegedly is capable of accom- 
plishing the reduction in friction. 

Claims of from 10 to 25 percent 
improvement in gasoline mileage 
are made for multigraded oils by 


Dealer Brewer Elected 


To Maine Legislature 

CARIBOU, Me.—Stanley Brewer, 
president, Cobb Buick, Inc., has 
been elected to 
the legislature as 
a representative. 
In Maine, legisla- 
tors are elected 
for a two-year 
term. The 1957 
session of legisla- 
ture commences 
Jan. 2. 

Brewer is an 
NADA Area 
Chairman and a 
member and past 





Stanley Brewer 
president of the Maine Automobile 
Dealers Assn. 





various refiners. Most of this gain 
is attributed to the greater fluidity 
of these oils during engine warmup 


operation. 
- * aa * 


Design a Factor 


DAvY? described comparative 

tests in which the various types 
of oil were studied in 114 cars 
operated in typical consumer serv- 
ice. It was reported that 77 per- 
cent of these cars showed a meas- 
ureable miles-per-gallon increase. 


Next on the program, a stimulat- 
ing discussion of theoretical gains 
from variable displacement, c o m- 
pression ratio and valve timing was 
given by Ford engineer James M. 
Chandler, in a presentation of 
engine design factors influencing 
fuel economy, 


Chandler said that, if its dis- 
placement were instantly varia- 
ble, an engine always could be 
operated near wide open throttle 
(at the point of best economy) 
to deliver road load power, with 
additional displacement available 
when extra power is required. 
He noted that average road load 

brake specific fuel consumption is 
about 0.700. Average optimum fuel 
economy, on the other hand, is 
about 0.500. A comparison of these 
figures indicates that a gain of 
about 30 percent in miles per gal- 
lon might be obtained if the engine 
could operate continuously at opti- 
mum economy. 


Experimental designs which pro- 
vide variable displacement by 
mechanisms which vary the stroke 
were said to have the drawback of 
simultaneously varying compres- 
sion ratio — and in the wrong 
direction. 

Maximum stroke with constant 
clearance volume results in the 
highest compression ratio, while 
the shortest stroke would result in 
a lower compression ratio. Actu- 
ally, for this design, a constant 
compression ratio would be desira- 
ble, because the engine operates 


near wide open throttle. 
> = : 


Variable Ratio Helps 


= second design idea discussed 
by Chandler was variable com- 
pression ratio, usually accom- 
plished by varying only the clear- 
ance volume. Theoretically, a very 
high compression ratio can be used 
during road load operation, with a 
high thermal efficiency (increased 
miles per gallon) and more power 
per unit of fuel. 

As operating conditions cause the 
driver to open the throttle, clear- 
ance volume is increased automati- 
cally. This lowers the compression 
ratio and reduces octane require- 
ment for wide open throttle opera- 
tion. 

Citing road-test data obtained 
by earlier experimenters, Chand- 
ler said that, at 50 miles an hour, 
a 50 percent increase in miles 
per gallon had been obtained 
with an engine having compres- 
sion ratio variable from 6.5:1 to 
15:1. 

Chandler said in most of the pro- 
posed designs, variable compression 
ratio is obtained by varying clear- 
ance volume with an auxiliary pis- 
ton, variable-length connecting rod, 
movable pistion crown or a mova- 
ble crankshaft. 

The third potential method for 
improving fuel economy through 
engine design is variable valve tim- 
ing. Despite its enormous potential 
for improving engine performance 
(power and economy), Chandler 
noted that this method apparently 
has not received as much experi- 
mental attention as the other two 
techniques. 

At every engine speed, there is 
an optimum valve timing which 
traps the maximum amount of 
fresh charge and the minimum 
amount of burned exhaust gases. 
“Because of the dynamic inertia 
effects in both the intake and ex- 
haust manifolds,” said Chandler, 
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“this optimum timing will vary 


throughout the speed range.” 
a + + 


Driver Controls Economy 


At giving a detailed analysis 
of a typical valve timing dia- 
gram and noting the various points 
which (theoretically) might be 
altered for improved economy, 
Chandler declared that such a 
design conceivably could yield 20 
percent added economy in the low- 
speed range. 

While offering no specific designs 
of practical mechanisms for provid- 
ing variable displacement, compres- 
sion ratio or valve timing, Chand- 
ler affirmed his faith in these ideas 
by saying, “I firmly believe that 
any one of these methods could be 
made to work and to show sub- 
stantial gains in economy.” 

Closing the meeting with a dis- 
cussion of fuel economy as influ- 
enced by driver technique, General 
Motors engineer George W. 
Roberts talked about two types of 
factors: “Use factors” — which are 
not readily controlled by the driver, 
“technique factors” — which are 
dependent on the driver’s tech- 
niques. 

Significant “use factors” were 
identified as the type of driving 
(city versus country) and trip du- 
ration. The most important “tech- 
nique factor” is, of course, the per- 
formance demand made by the 
driver. Actual tank mileage varies 
with the percent of available horse- 
power used for accelerations. 

Engineering tests prove modern 
cars capable of excellent operating 
economy under level-road, constant- 
speed conditions. This inherent 
economy potential is sacrified by 
the typical driver to the degree 
that he is wasteful in his use of the 
performance potential which also is 
built into the cars. 


Chevy’s New Lab 
Features Own 


‘Auto Factory’ 


DETROIT.—Chevrolet last week 
unveiled its new multimillion- 
dollar engineering center on the 
northern outskirts of Detroit. 


The facility, which required 
three years to build, includes a 
self-contained “auto factory” 
capable of turning out almost any 
type of experimental vehicle and 
a vast testing laboratory with 
6,000 pieces of equipment and in- 
strumentation. 


It is situated on a 54-acre site| Om 


across the road from the GM Tech- 
nical Center. Buildings are finished 
in white glazed brick. 


Chevrolet’s chief engineer, Harry B 
F. Barr, said the facility — known| ~ 


as the Chevrolet Engineering Cen- 
ter—draws together for the first 
time the bulk of the some 2,400 
persons on the Chevrolet engineer- 
ing staff. 

“Working together at this facility 
as a closely co-ordinated team are 
all the diverse talents required to 
translate a new car from mind to 
metal,” Barr said. “Here, piece by 
piece, the engines, transmissions, 
frames and other vital components 
of the cars and trucks of tomorrow 
will be conceived, designed, built 
for prototype models and subjected 
to exhaustive tests to prove their 
safety, performance and durabil- 
ity.” 

The Center consists basically of 
three interconnected structures — a 
four-floor office building and a one- 
story experimental shop and test 
laboratory. The office building, em- 
bracing drafting rooms and a glass 
showcase-type lobby, faces across 
an 11-acre artificial lake. 

Stretching te the rear, the shop 
and laboratory house such equip- 
ment as 18 dynamometer rooms 
and presses with capacities rang- 

ing up to 2,500 tons. 

The new models created at the 
center begin to take form when the 
ideas of engineers and stylists are 
translated into detailed drawings by 


some 400 members of the drafting| 2 


department. 

The draftsmen begin work up to 
two years ahead of production to 
complete the some 9,000 separate 
drawings required to bring out a 
new line of cars and the 28,000 
drawings needed for a new truck 
fleet. Shop workers then use the 
drawings to build prototype com- 
ponents which are severely tested 
in the laboratory and on the GM 
proving grounds near Milford, 
Mich., and at Phoenix, Ariz. 








“How does the paint job hold 
up on these ’57 cars?” 








i 


'57 Rainbow 
9 Makes Select Coloray 


For Upholstery 


NEW YORK. — Nine makes jy 
57 are using upholstery made with 
Coloray, a solution-dyed ray, 
fiber produced by Courtalds (Ak. 
bama) Inc., according to a spoke 
man for the firm. 

He listed the cars as Plymouth 
Dodge, DeSoto, Ford, Mercury 
Lincoln, Chevrolet, Cadillac ang 
Studebaker. 

Courtalds said Coloray wy 
selected because of the brillian 
color effects possible, and becaug 
the fabric is colorfast to sunlight 
cleaning, moisture, fumes an 
gases. 





CHARLESTON, W. Va.—Leaders 
of the petroleum industry were 
urged to “exercise the highest 
degree of leadership and states- 
manship” to help correct “ten basic 
problems” facing petroleum 
retailers. 


Issuing the call te action at a 
convention of gasoline dealers 
sponsored by the Kanawha 
County Retail Gasoline Dealers 
Assn, here was John W. Ner- 
linger jr., executive secretary of 
the National Congress of Petro- 
leum Retailers. 

Nerlinger enumerated the basic 
problems as: 

1. Price wars which destroy com- 
petition. 

2. Price discrimination practices 
which all too often are primarily 
responsible for price wars. 

3. Inequitable service station 
leases with restrictive clauses. 


4. Tire, battery and accessory | 


pressure. 
5. Uneconomic overbuilding of 
service stations. 
6. Company em ploy e-operated 


Bendix Appoints 
Hupp in Sales 


SOUTH BEND—Edward E. Hupp, 
formerly executive sales engineer 
for the Bendix Products division of 
Bendix Aviation 
Corp. here, has 
been appointed 
assistant director 
of sales for the 
division’s Auto- 
motive Products. 

Hupp is a grad- 
uate of the 


nology and spe- 
cialized in indus- 
trial engineering. 
He came to Bendix after gradua- 
tion and was assigned laboratory 
and research work in connection 
with product development. Later he 
became development engineer and 
in 1955 was appointed executive 
sales engineer. 





Oil Dealers Call for Help 


Leaders of Industry Urged to Help Solve 
‘Ten Basic Problems’ 


General Motors) 
Institute of Tech- 








and consignment type stations 
operated in direct competition with 
suppliers’ lessee and independent 
operators. 

7. Trade diversion. 

8. Shrinkage and evaporation 
losses. 

9. The need for dealer educa. 
tional courses, 

10. The need for an improvement 
in intra-industry relations. 

Nerlinger discussed each prob 
lem and outlined actions being 
taken by NCPR. 

Nerlinger stated, “As retailers, 
we recognize the crying need for 
working together as an industry 
for a solution to our basic prob 

lems. We in NCPR have earnestly 
tried and are continuing ouw 
efforts to stimulate such coopera- 
tive effort, We want to work with 
the industry and we want the in- 
dustry to work with us. 

“The very heart of our philosophy 
is that: We are unalterably opposed 
to the destructive economic prac- 
tices which destroy the free enter- 
prise system and invite nationali- 
zation of our industry, and we are 
energetically pursuing a legal and 
legislative program as well as a 
industry relations program which 
should lead to the elimination of 
these destructive practices.” 

Calling this, “The Hour of Ded- 
sion,” he said, “If NCPR’s construc. 
tive and conservative program to 
correct these basic problems fails, 
then surely a less moderate mean 
of finding such correction will b 
advanced. 

The problems which we have dis- 
cussed here are real — they are 
not the product of someone’s bad 
dream. They are problems which 
must be solved by an enlightened 
industry before it is too late. 

“I fervently hope that the indus 
try will awaken to support NCPR’ 
organized effort to cure the sick- 
ness of the retail petroleum indw 
try, to restore the conditions of the 
free enterprise system to our indus 
try and to restore to the men who 
comprise our industry the advan- 
tages and the rewards of a free 
market for the products they sel 
and install.” 








Looking Down on Engineering Center— 


Aerial view of the new Chevrolet Engineering Center shows its layout in relation 


to adjacent General Motors facilities. 


The rectangular office building, rising th 
stories above ground level, faces east across an artificial lake. To the rear are th 
one-story test laboratory and experimental shop. Part of the Fisher Body facility 





be seen in the foreground and part of the GM Technical Center in the left back 


ground. 
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SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EAS/ER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 











EITHER WAY, 


POWER STEERING MAKES 
GOOD BUSINESS SENSE. 


THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
“|e indeed a sound investment. 

ruck drivers using power steering 
report less tension and fatigue in 
normal i and appreciate the 
positive control that blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained aie - 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the Raceed of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix ross South Bend wo. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we cece prepared 
an interesting folder on the subject. 

Write for your copy today. We think 
you'll be convinced. nes. 0.5. Par. OFF. 








Across the Nation... 
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Auto Dealer Changes 


Addition of 16 new Dodge outlets, 
four of them exclusives, has been 
announced by Lee F. Desmond, 
sales vice-president, This brings 
the total to 3,621, with 275 exclu- 
sives. 

New dealers handling Dodge cars 
and trucks exclusively are Friendly 
Dodge Motors, New Orleans (G. C. 
Grady II); Allison Dodge, Inc., 
Nanuet, N. Y. (Kingdon R. Alli- 
son); Palmer Motors, Inc., Indian- 
apolis (Eldon D. Palmer), and 
Cardwell Motors, Inc., Murphys- 
boro, Ill. (H, T. Campbell). 

New Dodge-Plymouth dealers are 
Tag Galyean of Springfield, Inc., 
Springfield, O. (T. A. Galyean); W. 
T. Drennan, Anson, Tex. (W. T. 
Drennan); Deep South Motor Co., 
Woodville, Miss. (Thomas s. 
Smith); Jensen-Wood Motor Co., 
Montpelier, Id. (Daniel Jensen and 
Thomas Wood). 

Morris Robinson, Inc., Arlington, 
Tex. (Morris Robinson); Miller 
Dodge-Plymouth, Inc., Benton Har- 
bor, Mich. (Edwin J. Miller); Card- 
well Motors, Inc., Carbondale, IIl. 
(H. T. Cardwell), and Meier Mo- 
tors, Inc., San Angelo, Tex. (John 
H. Meier). 

New Dodge-Chrysler dealers are 
Chapman’s Chrysler and Dodge, 
Nacona, Tex. (Branch W. Chap- 
man), Rich Motors, Inc., Rittman, 
oO. (Harold B. Rich), and Teachout 
Motor Sales, Ypsilanti, Mich. (Herb 
Teachout). 

Row Motor Sales, Lincoln, Ml. 
(Duane J. Row) has been signed AS 
a Dodge-DeSoto dealer. 

> +. = 


Borgward Signs Richardson 

Richardson Motor Co. 3540 
Franklin Blvd., Eugene, Ore, has 
been named franchised dealer for 
Borgward German cars. Robert 
Richardson with 10 years car sell- 
-ing experience in the Eugene area 


is owner of the firm. 
> 7 > 


Wilson Buick Auctioned 


Wilson Buick, Inc., Eldorado, 
Kans., has been sold’ at auction 
by the owners. Parts, shop tools 
and equipment and office equip- 
ment were included in the sale. 

> > > 


Berthisel Bankrupt 
Paul Berthisel, who a 
Berthisel Oldsmobile, Inc., 
Farnam St. has gone into ante 
ruptcy. He listed assets of $21,- 
642.27 and debts of $41,346.06. 
7 > 
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Nash Signs Bett 
Leonard Bett has signed a 
Nash franchise in Milwaukee. He 
will operate as Bett Nash at 
1633 W. Forest Home Ave, There 
are six other Nash outlets in 
Milwaukee, 


= > . 
Reese Opens with Buick 
Newest Buick dealer in Milwau- 
kee is Walter J. Reese, doing busi- 
ness as Walter Buick Co. at 5101 
W. Lisbon Ave. 
* 
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Williams & Taylor Opens 

Williams & Taylor Ford Co., Inc., 
has opened in Callahan, Fla, It is 
owned and operated by James E. 
Williams and Marvin Taylor. 
Johnny Thompson is service man- 
ager. Taylor was general manager 
of a Ford dealership in St. Augus- 
tine for three years. Williams has 
been associated with his father 
in Williams Buick Co., Jackson- 
ville, Fla. 

= > . 
Davis Starts Chrysler 

Davis Motor Company (Imperial- 
Chrysler-Plymouth), has opened at 
the corner of Jones and S. Travis 


be known as Owen Chevrolet- 
Oldsmobile. 


* * + 


Soetje Ford Moves 


Soetje Motor Sales (Ford), La- 
Porte, Ind., has moved to larger 
quarters at 150 Pine Lake Ave. 


* * * 


Cross in New Home 


Cross Pontiac, Inc., LaPorte, 
Ind., has moved to a larger down- 
town location at Lincoln Way and 
Detroit St. 


* * * 
Downing Foreign-Car Deal 
Is Opened in Atlanta 


| Jim Downing and Tom Down- 
ing, Nash and Willys dealers, 
have opened a foreign-car dealer- 
ship at 500 W. Peachtree St., At- 
lanta, 

They have signed franchises 
for English Ford, Mercedes, 
Jaguar, MG, Austin, Morris, 
DKW, Alfa Romeo, Abarth and 
Siata, 


* * * 


L-M Deal for L and D 


Maynard Lubutzke and Floyd 
Dickinson have taken over the 
Lincoln-Mercury dealership in 
Shawano, Wis., and will operate it 
as L and D Lincoln-Mercury, Inc. 
The firm will be located in the 
building formerly occupied by Mas- 
sard Motors. Frank Massard has 
retired. 

aa * 7 


Lacross Heads Deal 


John V. LaCross has opened 
a Dodge-Plymouth dealership in 
Kenosha, Wis. LaCross has been 
a car salesman and manager for 
nine years. 
. > . 
| Davenport Buys Rapp 
Ward Davenport has purchased 
| Rapp Motor Co, (Buick), Lu- 
verne, Minn., from Lioyd Rapp. 
His brother, Charles Davenport, 
will be associated with him in 
the firm. 


> > + ® 

Renault Names Supreme 

Supreme Motor Corp. 

been sepeates a Renault dealer. 
= > 


nk. | Plymouth Solo in Kansas City 


| Newest Plymouth dealer in the | 
is Ireland-| 
| Downing, 1004 Burlington, N. Kan- | 


|Kansas City area 


|sas City. The firm is headed by 
| Bill Ireland and Ralph Downing. 
j > > . 


Son Becomes Partner 


Pete McKissick has been made a 
partner in McKissick Pontiac, San 
Leandro, Calif. The dealership is 


Sts, Sherman, Tex. Jim Larcom| (| 


has been named sales manager, ac- 
cording to Horace Smith, general 
manager. 

a 7 


Mallernees Buy Larson 
3. A. Larson has sold his Min- 
erva, (O.) Oldsmobile dealership to 
Robert Mallernee, Cadiz, O., 
Charles Mallernee, Canton, O. 
* om * 


Kattine Sold to Owens 

Charles and William Owen of 
Bethel have bought Kattine 
Motor Co., Georgetown, O. It will 


| Mercury - Continental), 
}at 1037 N. High, Columbus, O. Offi- 
|cers of the firm are Paul W. Crim, 


582 E.| 
Fordham Road, Bronx, N. Y., has! 


| owner of the firm. 
> 





headed by his father, Leroy C. Me- | 


Kissick. Young McKissick has held | 


various positions with the company 
since 1949 and is serving as sales 
and general manager. 

+ * = 


Plymouth for Schwab 


Joe Schwab Motors, 5202 Leary| | 


Ave., Seattle, has been named an 
exclusive Plymouth dealership. 


* * * 


Henard Takes Over Bristol 

Bristol Lincoln-Mercury Sales, 
Bristol, Va., formerly owned by 
the late Ross McClure, is now 
owned by Ron Henard. 


Wright Takes Oldsmobile 


In Los Angeles Deal 


LeRoy Wright has been ap- 
pointed an Oldsmobile dealer in 
Los Angeles at Forty-third and 
Vermont. 

His father is an Oldsmobile- 
Cadillac dealer. 


* * * 


Garfield (Ford) Sold 
Clyde Garfield, Inc., (Ford), Man- 
chester, N. H., has been purchased 
by Al-Warren, Inc., owned by Al 
Marcotte, Al Kaufman and Warren 
Linderman, 
* + tc 


Chessher Adds Studebaker 
Chessher Packard Co., 312 South 
Flores St., San Antonio has been 
named a Studebaker dealership. 
The firm is headed by O. E. Chess- 
her, president and general manager. 
= = z 


Murray Pontiac-Cadillac 


Verne L. Murray jr. has opened 
Murray Pontiac-Cadillac, Inc., at 
First and Spring Sts., New Albany, 
Ind. 

+ ° + 
Odland Adds Willys 

Ben Odland Co. (Dodge- 
Plymouth), Benson, Minn., has 
added a Willys franchise. 

” * * 


Southside Ford Opens 
Southside Motor Co. (Ford), has 
opened at Atlantic Blvd. at Times 
Square, Jacksonville, Fla. Carl Can- 
non is general manager. 
= ? * 


Franklin L-M Opens 


Franklin Motors, Inc. (Lincoln- 
has opened 


president; Charles C. Sparks, vice- 
president, and Kenneth E, Sutton, 
secretary-treasurer. The three also 
operate Capital Used-Car Auction, 


Inc. 
s e * 


Markquart Adds Cadillac 


Markquart Motors (Oldsmobile), 
Jackson, Minn., has added a Cadil- 
lac franchise. Ed Markquart is 


> * 


Monroe Adds Packard 
Monroe Studebaker, Inc., Spring- 


chise. 


Rootes Solves Shipping Problem— 


As soon as the Suez trouble started brewing, British merchant ships were requisi- 


tioned by Great Britain to supply the buildup at Cyprus. 
such as Rootes Motors, were faced with a severe shipping problem. 


and exporters, 


The result: Manufacturer 


To ease the situation and speed delivery of Hillman Minxes and Sunbeam Rapiers to 


the U. S. and Canada, Rootes turned to special charter ships. 


first convoy of Rootes cars, worth $300,000. 


Highways 


Pennsylvania's Traffic Safety] 
Council defunct for three years, 
has been revived by Gov. George 
M. Leader. 

Professor Amos E. Neyhart, ad- 
ministrative head of the Institute 
of Public Safety, Pennsylvania 
State University, has been named 
executive director of the new high- 
way safety council. 

Among those named to member- 
ship on the council are E. W. 
Parkinson, Harrisburg, assistant 
manager of the Pennsylvania Auto- 
motive Assn., and Edward S. Gogo- 
lin, Harrisburg, general manager of 
the Pennsylvania Motor Truc k| 
Assn. 


The governor called upon — 
members to come up with a “com-| 
prehensive program to be put into| 
effect at the earliest possible) 
moment.” 

“This group,” Leader said, “will 
serve as a great force acting as an 
advisory group. It will act as a) 
great education force and we want | 
to take much stronger action with 
the educational aspects of safety 
right now.” 

Included on the agenda for the| 
forthcoming meeting are discus-| 
sions on the periodic reexamination | 
of drivers; legislation of radar as a| 
traffic check; standardization of 
traffic codes; evaluation of re-| 
stricted speed zone policy; elimina-| 
tion of “off the highway” glare, and 
legislation needed to implement or! 
improve the present vehicle code. 
> = . 


‘Compulsory Tests 
field, Ill, has added a Packard fran- | 


Discussed by 


|Wisconsin Group | 


and | Discuss Ford's West Coast Ad eaciednaee 


Ford Dealers Advertising Assn. presidents from three West Coast areas discuss adver- 


tising plans with factory representatives at a meeting ‘n Los Angeles. P. H. Johnston, | 


| seated left, describes the current Los Angeles district ad campaign to C. A. McRobert, 
| president, Seattle area, and Gordon A. Wight, president, San Francisco area. Standing, 
from left, are W. H. Klein, Ford Los Angeles district manager; Walter J. Cooper, 
Western regional manager, and James A. King, San Jose district manager. 


Harry Porter jr., senior traffic 
engineer, National Safety Council, 
has urged serious consideration of 
compulsory inspection of vehicles 
in a safety workshop held in Mil- 
waukee. 

However, John W. Thompson, 
director, driver control division, 
Wisconsin Motor Vehicle Depart- 
ment, said studies indicated that 
less than 2 percent of accidents are 
caused by faulty vehicles. 

Thompson said Wisconsin driver 
licenses are not issued unless candi- 
dates appear for tests in cars which 
pass safety requirements. 

Porter, in advocating inspections, 
added that this was but one of 
many safety measures. 

About one-half of those attending 
expressed opposition to increasing 
the state patrol by 175 to 425 


troopers. 
” 


Insurance Rates 
To Rise in Canada 


The cost of traffic accidents will 
mean average increases in automo- 
bile insurance rates across Canada 
of about 7 percent in 1957, accord- 
ing to a survey of insurance com- 
panies. 

For Montreal and Quebec City, 
the change will average 8 percent. 
For rural areas the increase will 
average 19 percent and in “inter- 


| Police Department, 


|is coming or going,” 


Shown above is the 


& Safety 


mediate” cities the 
average 9 percent. 
The increased number of acci- 
dents is only the start of the chain; 
it is what happens after the acci- 
dent—the price of repairing cars 
and compensating injured humans 
—that has caused most of the rise 
in costs, insurance spokesmen said. 
> > 


Dealer Bale Is Honored 
For Driver-Training Aid 

Three plaques commending W. 
Eugene Bale, Bale Chevrolet Co., 
Little Rock, for his work in pro- 
moting driver-education courses 
in Arkansas high schools and at 
the Little Rock Air Force Base 
have been presented by the Ar- 
kansas Automobile Club. 

>= > 


increase will 


Coming, Going? 
312 Flunk Test 
Of Miami Cop 


Capt. Paul Denham, of the Miami 
in a test has 
found that only 55 drivers out of 
more than 367 could tell the front 
from the back of a new 1957 car. 

Denham said that at one-third of 
a mile, two vehicles travelling # 
m.p.h. are approximately 10 sec- 
onds apart. 

“That's not much time for 4 
driver to determine if the other car 
said Denham. 

Denham’s findings of correct an- 
swers were: 

Half-mile away, none out of 50. 

Half-mile, less 300 feet, 15 out of 
135. 

One-third of a mile, 40 out of 182 

Cars used in the test were Olds- 
mobile, Lincoln, Mercury, Chevro- 
| let and Ford. 





OAI Outing— 


Howard Sweeney, right, vice-president, 
Outdoor Advertising, Inc., welcomes 
Charles Jacobson, Chrysler sales  vice- 
president, one of more than 300 adver- 
tising and agency executives who 
attended the annual OAI Tent Party on 
the day of the Michigan-Minnesota foot- 
ball game at Ann Arbor, Mich. Annual 
get-together for automobile folk was 
started by Sweeney 20 years ago. 
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BRIGHT and bitter young en- 

gineer made me feel good this 
week. He came to me for advice. 
That always makes a grandfather 
warm up... with lots of the busi- 
ness world’s scars on him by that 
time. You’re apt to give out with 
the counsel—more than the young- 
ster figured on— from experience 
with practical economics learned 
the hard way. 

So I told him about backlogs, and 
the “Go to Hell Fund.” Oh, what all 
of us oldsters could do if we were 
% again and knew what we know 
now—or think we know. 

This young chap was as trained 
as a racehorse. Just a few years 
out of MIT and in a swell job. 
He brought his wife of a year 
along. And she was as level- 
headed and good for a young man 
as she was beautiful. Which also 
lubricates an oldtimer’s talk, and 
helps his bearings. 

This was their problem: Top fifth 
of his class. The pretty wife told 
me that. Junior executive in the 
engineering division of a big cor- 
poration. Fine salary. But his boss? 
Well, they’d concluded the boss was 
a first-class, low-grade So-and-So— 
by every test of caliper and slide- 
rule and road run. The young peo- 
ple both were about ready for a 


psychiatrist .. . if anyone ever is. 
2 > > 
Incidents and History 


= AN money saved up?” I asked. 
“Could you gamble on it’s tak- 
ing six months, maybe a year, to 
find as good a salary in as good a 
company, with a right-guy boss?” 

Sorry. Not for a while. Living 
reasonably, but still some college 
debts to pay off. 

Well. incidents, if not history, re- 
peat themselves. History’s made, I 
guess, when right judgments are 
applied to the incidents. And this 
youngster’s fix seemed an exact 
counterpart of a make-or-break in- 
cident, a quarter-century ago in the 
life of a good friend of mine. 

He now heads one of the coun- 
try’s biggest engineering firms. 
Se he couldn’t have been too 
wrong—nor his first boss too 
right. 

He and his bride had college 
debts, too, plus a baby coming, a 
good job—and a boss who was driv- 
ing him nuts. And he made a deci- 
sion. That is, his bride suggested it, 
and they both decided—on a Go-to- 
Hell Fund. It isn’t good economics 
to quit a job till you have a better 
one. They rebudgeted, lived close 
to their belts for three years—on 
two-thirds of their income. 

> > . 


A Second Bankbook 


FAS month, they put the third 
they'd saved in a special, un- 





* 
Drivers Improve 

. e 
With Car Quality, 
Says Ragsdale 
FLINT. — Quality of automobile 
drivers has improved in pace with 
the improvement of quality of cars, 
according to Edward T. Ragsdale, 
Buick general manager, writing in 
the December-January issue of the 
Buick Magazine. 

Speaking for Buick, Ragsdale said 
that much of the credit for better 
driving must go to the designers 
and engineers. 

“They have given us increased 
horsepower for safer passing and 
- . . Other situations where in- 
creased horsepower is necessary,” 
said Ragsdale. 

Among other improvements 
which have helped increase the 
quality of drivers, Ragsdale listed 
Dynafiow, power steering, brakes, 
windshields, heaters, defrosters, 
wipers and washers, and air con- 
ditioning. 

“All these, and many other ad- 
vancements of recent years, by re- 
ducing demands on the driver’s 
muscular and nervous energy, have 
opened the way to better driving,” 
Ragsdale said. 


touchable account in a different 
bank. Across the cover of their sec- 
ond bankbook, he printed in deter- 
mined engineering letters, “Our Go- 
to-Hell Fund.” And at the boss’ 
first daily nastiness on the last day 
of the third year, my friend said 
quietly, even politely, “You go to 
hell—here’s two weeks’ notice.” 
That night he and his wife split 
their first bottle of sparkling bur- 
gundy in three years. 


Six months later he had a better 
job with his old boss’ chief com- 
petitor—the firm of which he’s now 
chairman of the board. 


So this week, I thought of that 
as I sized up my young visitor. 
He was obviously gifted, quietly 
cogent, well bred. A clear eye for 
driving, a fine engine, good auto- 
motion, I told him about the go- 
to-hell fund. He and his wife 
chuckled quietly and looked 
thoughtfully at me and at each 
other. 

“You’ve got something,” they 
said—almost together. “We're start- 
ing, as of now.” 


But that isn’t the whole story of 


Much EASTER 


my friend, the chairman of the 
board. I heard this next part only a 
few weeks ago, talking at dinner 
with him at the 21 Club in New 
York, And I think it’s a whale of 
an idea for sound management of 
good men and women in industry. 
* + * 


The Chairman’s Story 


WE NEED a backlog, all right— 
to be virtuous or start a busi- 
ness or be happy in a job. But the 
backlog isn’t the whole fire. This 
go - to - hell - business, like loyalty, 
must work from the top down, as 
well as from the bottom up. 

At the “21” the other night, my 
chairman of the board friend (to 
distinguish him from my young 
visitor of this week) was reminisc- 
ing about his early incident and 
the GTH fund—at my instigation. 
And I asked: 

“Do you still have the special 
bankbook ?” 

“Oh, my yes—in the top right- 
hand drawer of my desk.” 

“Why? — sentiment?” I was 
kinda’ surprised. It had been 25 
years. Twenty-seven, to be exact. 

“Only partly,” he smiled, “Mostly 
business. 

And I looked blank. A blank look, 





beppee 
“I hope our new salesman’s fire 

and enthusiasm doesn’t simmer 

down to a wisp of smoke!” 





of course, gets answers better than 
a@ prosecuting attorney. 

“You see,” he explained, “I 
thought a lot about my three-year 
walkout. So whenever I get a bright 
young engineer I want a lot to hang 
on to, I call him into my office, 
show him my old check book, and 
advise him—perhaps order him—to 


Cold Weather cTarRti NG 


13 


start a backlog, a go-to-hell fund 
of hisown.” 45 « « 


He Remembers the Fund 


“AND so,” he said with a grin, 

“whenever I get edgy or impa- 
tient, or haven’t slept well...as one 
doesn’t at our age .. . I know this 
guy, this bright young man I want 
to keep, who might be my competi- 
tor some day—I know he’s got a 
go-to-hell fund. And I’m damned 
careful how I treat him! That 
fund’s helped me all through the 
years, It’s a big part of my experi- 
ence.” 

P.S. Guess P’ve learned by prac- 
tical economics the hard way, 
like my friend. You get trends 
and theories faster in a college 
course. Good courses save time. 
But they don’t substitute for ex- 
perience. 

Soon after my own college days, 
I “toured” Oxford University one 
afternoon, on a quickie trip to 
Europe, Oxford’s always awed my a 
little. I told my guide: “Well, I can 
say I've at least seen Oxford.” 

The guide put a hand on my 
shoulder. “No, young man,” he said. 
“Oxford’s not something you can 
see. Oxford’s something you have 
to experience.” 

So is business—and so is life. 





eco when a MICKERS vane type pump 
is used for hydraulic 
power steering 





This schematic diagram of 


Vickers pump shows how sliding 
vanes are retracted at normal en- 
gine cranking speeds. No oil is 
mped and there is practically 


pu 
no starting load. 





a Similar diagram of Vickers pump 
shows how pump vanes are ex- 
tended when engine is running. 
Pumping then begins and con- 
tinues at all engine speeds. 





NEW COMPACT VT27 
power steering pump 
is used on several 
makes of 1957 
automobiles and trucks 
6 
SEE THIS NEW PUMP 
in our display at the 
SAE ANNUAL MEETING 
Parlor 5 
Exhibit Floor 






ENGINEERS AND BUILDERS OF OIL 





In cold weather, the starting load is multiplied while 
battery power is greatly reduced. Under severe condi- 
tions any added load may be enough to make the 
difference between starting and not starting. 


In power steering, a hydraulic 


pump with fixed teeth 


or lobes may add greatly to the starting load. On the 
other hand a Vickers Balanced Vane Type Pump adds 
practically nothing to the starting load because it does 
not pump oil until the engine fires (see sketches at left). 
As a result, cars with power steering that uses a Vickers 
Pump start much easier in cold weather. 

There are numerous other reasons why Vickers pumps 
are now in use on many leading automobiles with power 


steering. 


VICKERS INCORPORATED 


DIVISION OF SPERRY RAND CORPORATION 
ADMINISTRATIVE and ENGINEERING CENTER 


Department 1532 a 


Detroit 32, 


HYDRAULIC EQUIPMENT SINCE 


7698 


1921 











AUTOMOTIVE NEWS, DECEMBER 24, 1956 


$1,910. '56 Ranch Wagon, $2,185* (ps); 
Country sedan, $1,550; Ranch Wagon, 
$1,445; Custom (8) 4-dr., $1,260, $1,170*, 


Average Used-Car Auction Prices fine mere ees 


"53 Crest (8) vine wn. eek os 
tom (8) 2-dr a 
(Compiled by Automotive News from auction reports.) 4-dr., $615. °52 Crest (8) Victoria, $815*, 
1955 1956 $550; conv., $570*; Custom (8) 4-dr., 


$1,044* $575. °51 Custom (8) 4-dr., $345°; 2-| 


1,012 dr., $295*, $280: Victoria, $270*; Cus- 
$1, tom (6) 2-dr., $200. ’50 Custom (8) 
$915 club coupe, $345; 2-dr., $200, $190; De- 
$880 luxe (6) 4-dr., $180. 
$873 $873 $874 $852 $864 HUDSON—’52 Hornet 4-dr., $275°. 
KAISER—’51 Deluxe 4-dr., $205, 


LINCOLN—’56 Premiere Hardtop, $3,450° | 


(ps); coupe, $3,400*° (ps). 
MERCURY—’56 Montclair 4-dr., $2,500°; 


Monterey Hardtop, $2,160, $2,050. °'55) 
Monterey Hardtop, $1,725* (ps). '54 Cus-| 


tom 4-dr., $990. 53 Custom 4-dr., $685°. 
‘52 Monterey 4-dr., $745*; Custom 4-dr., 
$670*, $455°. ‘51 4-dr., $355, $330°; 
station wagon, $305. '50 club coupe, $205. 
NASH—’55 Rambler Cross Country, $1,470. 
Feb. March Apr. May June duly Aug. Sept. ° I ° 52 Ambassador 4-dr., $445*. '51 Rambler 
‘ station wagon, $280. '50 Ambassador 4- 
* Prices of '57s added; '49s dropped dr., $140. 


OLDSMOBILE—’55 (88) Super Hardtop, | 


$2,100* (ps); 4-dr., $1,625* (ps); Deluxe 
CADILLAC—’'55 (62) coupe de Ville, $3,-; 
250° (ps). '54 (62) 4-dr., $2,405* (ps). 


$470, $435, $410. '50 SL Deluxe Delivery (ps); (88) Super 2-dr., $1,380°; 4-dr., 
"50 (61) club coupe, $820; (62) 4-dr., 


| 
| sedan, $400; 2-dr., $245; 4-dr., $205;/ $1,380* (ps). '53 (98) 4-dr., $1,070*; (88) 
$725°. FL Deluxe 4-dr., $265°. °49 SL Deluxe Super 2-dr., $920*. '52 (88) Super Holi- 
CHEVROLET — '56 Two-ten (8) station| 2-4F., $220; SL Special 2-dr., $205. “47/ day, $810*; 4-dr., $585, $425*. '50 (88) 


Market Trend 


No change in price was re- 
corded in overall averages of used 


ten (6) 2-dr., $1,555; One-fifty (6) 2-dr.,| CHRYSLER — '51 Windsor 4-dr., $375*.| dr., $250*, $225°. 


last week, according to Automo- | 3.300. ‘55 Nomad station wagon, $1,-| "49 Windsor 4-dr., $180. '48 4-dr., $130°. | PLYMOUTH—'s56 Savoy (8) 4-dr., $1,- 


tive News’ index. 

By individual models, four 
showed declines, three went up 
and one average remained un- 
changed. 

Price advances included $16 on 
"57s, $13 on ’56s and $9 on ’52s. The 
price of '50s held steady. 

Losses included $1 on '53s, $3 
on ’51s, $13 on '54s and $17 on 
55s. New low prices were estab- 
lished for ’55s and ’54s. 

At a group of representative 
auctions last week, the average 
consignment consisted of 184.3 
units, of which an average 67.9 
percent were sold. A week earlier, 
70.0 percent of 216.3 units were 
sold. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


DYER, IND. 
(Dyer Auto Auction. Sale every Friday. ; THE HARRY GELT 


Prietromt abiet tSesass eit 'wex| JSOHNSON AUTO CENTRAL STATES AUTO | “Nationa "Enowne™ 
Hy AP - fH -y -y —- AUCTIONS AUCTION TIM ANSPACH 


out of 330 offerings.) Every Wednesday at Noon Dealer Auto Auction 
BUICK — ‘56 Century Riviera, $2,240°*. Lawrenceburg, Tenn.—Tuesday Gateway to the Western Market” Albany 5, N. Y 
‘55 Super Riviera, $1,780° (ps). ‘54 Phone 1181 or 1182 Ev. Mond Il O'Clock 
Super Riviera, $1,460*, $1,200 (ps), $1,- Huntsville, Ala.—Friday MASON CITY, IOWA Teo om ‘aie auuinte joc 
175*. °53 Super conv., *: 4-dr., G teed C Ti j 
$640°: Riviera, $730*°; Special 4-dr., 100% Insured—No Registration Fee — mae Gn Wie All Titles and Checks Guaranteed 
$720°. ‘51 Super station wagon, $395*. 


capuiac — — de sinus dn Ville, $1,- a MASSACHUSETTS — 
a a CALIFORNIA | senmahanes NEW YORK CITY'S 
CHEVROLET — “ST Beil Air (8) Sport PEABODY AUTO AUCTION, SKYLINE 


anon, $2275, Scar. 62.120", $2,088", i INC 
on, . $ -dr., > e. , . : . 
$1,975: Two-ten (8) 4-dr., $2,170°. '56| tion, 4744 Federal Blvd. Ph. For Dealers Only AUTO AUCTION 


ten (8) Sede, $1,400". “55 Nomad wta-| 0" ©0157: Thursday 1 p.m. ee Se dae tae EXCLUSIVELY FOR AUTO DEALERS 


ten (8) 2-dr., $1,495*. 55 Nomad sta- 
dr., $1,220, $950; station wagon, $1,105; COLORADO You are 100% safe because all titles 


985*; Bel Air (8) Hardtop, $1,630; 4-| DODGE—’'50 Wayfarer 2-dr., $135. 590. °55 Savoy (8) 4-dr., $1,230°. '54 
dr., $1,550*, $1,520* (ps); Two-ten (8)| FORD—’57 Fairlane (8) 500 Victoria, $2,- Plaza Suburban, $1,015, 2 at $1,000; 4- 
2-dr., $1,860; station wagon, $1,520; 4-| 580°. °56 Country sedan, $2,055* (ps), dr., $595. "53 Cambridge 4-dr., $575°*. 
dr., $1,360; Two-ten (6) 2-dr., $1,110. | $2,015*, $1,905; Fairlane (8) vietora.| ’52 Cranbrook club coupe, $450, ’51| 
’54 Two-ten station wagon, $1,100*; 2-| $1,955%; Custom (8) 4-dr., $1,585, $1,-| Cranbrook club coupe, $450. °50 4-dr., 
dr., $865; 4-dr., $860; Bel Air 4-dr.,| 550. °'55 Fairlane (8) Crown Victoria, $145. 48 Special Deluxe club coupe, $265. 
$675°. '53 Bel Air 2-dr., $775; Two-ten| $1,805* (ps): Victoria, $1,610*, $1,575*:| PONTIAC—’55 Star Chief (8) Catalina, 


ALABAMA pe . et NEW YORK 

















tion wagon, $1,510*; Two-ten (6) 4- Auction Every Thursday at 11 A.M. 

Bel Air (6) conv., $1,205°; Sport coupe, | —<—<—<$<——<— — — — — | . 

$1,100; Two-ten (8) 4-dr., $1,055, $1,- and checks are insured 

050. "54 Bel Air 4-dr., $905*, $850°, $770. ° 
CHRYSLER — 55 Windsor 4-dr., $1,645° COLORA — — EVERY TUESDAY 12:30 P.M. 

(ps). "53 Windsor 4-dr., $670. ‘51 Wind- DO MICHIGAN GREENPOINT AVE. & PROVOST ST. 


4-dr., $295°. , : = 
DesSOTo 3 ’55 Firedome 4-dr., $1,530° | AUTO AUCTION ctperneipiapieaiemnenteiataaaipmiabaatensblimnmnenbasmmpentaite BROOKLYN 22, N. Y. 


(ps). "53 Firedome 4-dr., $675°*. 
DODGE — ‘57 Coronet 2-dr., $2,235. °55 LITTLETON, COLORADO GRAND RAPIDS AUCTIONS, INC. Tel. EVergreen 3-4800 


Royal Diplomat, $1,305*. ‘53 Coronet 2- SOUTH DENVER |On M2iI—One Half mile west of Grandville, Auctioneers—David B. Spielman 


dr., $380. j + | 

FORD — ‘57 Fairlane (8) 500 Victoria, DEALERS ONLY Mich. John W. Becker 
$2,550°; Fairlane (8) 2-dr., $2,295*; Cus- | Sale Ev Mond 11:00 EVERY TUESDAY—CHECKS INSURED 
tom (8) 300 2-dr., $1,900. '56 Fetciane ery Moncey! ':0U a.m. At 1:00 P.M. Sharp—Dealers Only 
(8) Victoria, $2,000° (ps), $1. : Owners: } _ pie ka : 
qenv.. $1,850° (pe); Country sotan, $1,- Francis R. Cassell Auctioneer: Col. Ww. E. Bi" Nagy LAFAYETTE Syracuse Auto Auction, 
760° (pe) Custom 4 <8) ae. $1,535°. $1,- Carroll Kopfer a Best Center of Empire State, Insured 
520°, $1,510*, $1,385, $1,345. ° ustom Phone Denver, 1- Phone: more 6-4720 . 
(8) '4-dr., $1,105*, ‘$1,080, $1,055, $1,- Ginese 1-7888 Checks and Titles (Wed.) 
015, 2 . “i Wire Colorado Aute Auction FAX 

: at $1,010, $1,000; Custom (6) 2 

dr., $905. "54 Ranch Wagon, $1,030*; | Denver, Cole. 


S-ér., 9008, 9650, see", ingen’ Gal ant @ene Gant Flint Auto Auction, Inc. NORTH CAROLINA 


Colonels anesthe aha tatattengeeiea ere momma 

; i + | All cars paid for b heck through s 
ao. | @& First National Bank of Englewood.» | 3711 Western Rd. Flint, Michigen | RALEIGH — Mann's Auto Auction 
LINCOLN — °54 Capri 4-dr., $1,250*. ’52 a Sale, Rt. 5. Ph. 3-1564, Titles & 
Capri 4-dr., $510*. | checks guaranteed. Mon. 10 A. M. 


a a oa gin guess gals. =. Here in the shadow of General Motors, you 
4-dr., $325. | DENVER AUTO AUCTION CO. _ | get the best buys. OHIO - 
ASH—’'53 Rambler Count Club. 50* ; ‘ . 

NASH—'53 ren "5325, ae ae, Sear: | (Denver's Oldest Auto Auction) NEW CAR DEALERS balance their stock here 
4-dr., $365*; Rambler Country Club, | 4595 S$ Santa Fe Littleton, Colo. | —Why not visit us real soon? 


$275. 

OLDSMOBILE — ‘56 (98) conv., $2,645* Ph. SU 1-6673 — Ed Smith or Mil Nace Michigan's Finest Sale MONTPELIER AUTO AUCTION CO. 
(ps); Holiday, $2,550* (ps); (88) Holi- ‘ . MONTPELIER, OHIO 
day, $2,450° (ps); Super Holiday, §$2,- Auction Every Friday at 11:00 A.M. Titles and Checks Guaranteed 


a a. pay Mendon TL tbe a. We Issue Auction Checks and Guarantee Titles Sale Every Monday, 12:30 P.M. 
’ , , , g= oo - 
770*. '54 (98) Holiday, $1,645* (ps). '53 12:30 — SALE EVERY WEDNESDAY — 12:30 WE NEVER MISS 


(88) 2-dr., $860*. Your Good Will—Our Most Valuable Asset 
PACKARD — ‘53 Mayfair coupe, $310*. M, D. McCollum, Mgr. Phone Cedar 9-4492 


On U. S. Revte 20A Phone 5-9535 
"51 Clip: 4-dr., $135*. = 
nate per 4- en meert MID-WEST AUTO AUCTION 
coups, A Ang (pe), $2,565"; caver Cy 1155 So. Platte River Dr. MISSOURI 
165*. °55 voy (8) 4-dr., 7 
090, $990, $975, $950; Plaza (6) 2-dr., DENVER, COLORADO PENNSYLVANIA 


ca” 9000, Pinus 4-4r.. 7480. ‘63 Cran. Crump-Dudley-Caswell ST. LOUIS AUTO 


bing Se enSone To serve you best AUCTION BARN, INC 
PONTIAC — ’56 Chieftain (8) Catalina, ' ° 
$1,835° (ps). ‘52 Chieftain (8) 4-dr., Phone Sherman 4-3263 3807 Easton Ave MANHEIM AUTO AUCTION, INC. 
$395*. ‘51 Silver — > grog ° = im, ee 
00; 2-dr., $225; Silver rea » 2- + : 
its fee 51 Champion coupe IOWA St. Louis, Mo. 5 miles South ny ethers Turnpike 
$230*; 4-dr., $205°. E Phone Franklin 1-3845 Sale Every Friday—10:00 A.M. 


PORTLAND, ORE. SALES EACH TUESDAY ata 


(Portland Auto Auction, Sale every Tues- TOM FLETCHER'S AND FRIDAY 


day. Prices are for sale of Dec. 11.) DES MOINES AUTO AUCTION Checks and Titles Guaranteed 
BUICK-'55. Super “Riviera $1,880" (pe). lowa's Oldest Auto Auction Owned and Operated by TENNESSEE 


C : . In the Heart of the Clean Car Country ee ee mn 
54 RM Riviera, $1,315° (ps). ’53 RM| gyi" <b? iain Des Moines 15, | BILL McCRACKEN and 
van, ses", "SE "RM Riviera, $600" (pe); Phone Atlontic 2-8353, ROY McMANAMA MURFREESBORO—Don Kelly Auto 


w Special 4 Sale Every Thursday — 12 N (Dealers Only) 
So Duper” a" ' $305*; Speciai’ Sar, Guscentaed Titles and Checks. Operating Since Yous Auction, Junction U. S. Hwys. 70S- 


$150. 231-41. Thursday 11:00 a.m. 














2-dr., $725, $710. °'51 SL Deluxe 4-dr., 4-dr., $1,610*, '54 (98) Holiday $1,600* | 


1 
| 
| 
| ' 
cars sold at wholesale auction | wagon, $2,175* (ps), $1,950, $1,900; Two-| Fl. Aerosedan, $170. | 4-dr., $490°; club coupe, $415*; (98) 4-| 
| 
! 
| 
' 
| 


Model Breakdown 
Of Auction Averages 


Dec., 1956 Nov., Oct., 
To Date 1956 1956 


$2,422 

1,909 

1,340 1,380 

941 1,006 

627 668 

410 433 

285 300 

215 235 
+ 


$1,012 $1,044 $ 7% 
+ Not Computed. 


cr 
| $1,725* (ps); Chieftain (8) Catalina, $1, 
630*. '53 Chieftain (8) station wagon, 
| $900*; 2-dr., $790°; 4-dr., 2 at $765* 
(ps). °51 Silver Streak (8) 4-dr., $360*, 
"50 station wagon, $320*%; conv., $200*, 
| STUDEBAKER — ‘51 Commander Land 
Cruiser, $190*. 
| wiLLYS "52 station wagon, $550. 
MISCELLANEOUS — ’55 Chevrolet ‘-ton 
pickup, $970; GMC %-ton pickup $1,015*, 
*54 Ford %-ton pickup, $675. 53 Dodge 
%-ton pickup, $420; Hillman 4-dr., $445, 
| °51 Ford %-ton pickup $460. ’50 Interna. 
tional %-ton pickup, $250. °48 Inter. 
national stake, $570. ‘47 Studebaker, 4. 
ton pickup, $185. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
| day. Prices are for sale of Dec. 10.) 





7) | BUICK—'57 Super Riviera $3,450* (ps); 


Special Riviera, $2,925*. "56 RM Riviera, 
$2,730* (ps); Century Riviera, $2,510* 
(ps); Special Riviera, $2,305* (ps). ‘SS 
Century Riviera $1,935*; Super Riviera, 
$1,615* (ps). °54 Special Riviera, $1,250*, 
"53 Special 4-dr., $685. 

| CADILLAC—'57 (62) coupe de Ville, $5,- 
700° (ps); 4-dr., $5,130* (ps). °56 (62) 
sedan de Ville, $4,400* (ps); coupe de 
Ville, $4,375° (ps), $4,280° (ps), $4,275* 
(ps); coupe, $3,895* (ps). °55 (60) Spe- 
cial 4-dr., $3,110° (ps). °54 (60) Special 
4-dr., $2,750* (ps), $2,485* (ps) 


| | CHEVROLET—’57 Bel Air (8) Sport sedan, 


$2,640°, $2,625°; Sport coupe, $2,600° 

(ps), $2,470°, $2,040*°. '56 Bel Air (8) 

4-dr., $1,880*, 4 at $1,800*; Two-ten (8) 

4-dr., 3 at $1,650°%, $1,625. °55 Bel Air 

(8) station wagon, $1,645*; conv., §$1,- 

410, $1,205 (ps); 4-dr., $1,160, $1,140, 

$1,115; Two-ten (8) station wagon, §1,- 

420°. ‘54 Bel Air Sport coupe, $955. ‘53 

Two-ten station wagon $710° (ps), $675°*, 

"52 SL Deluxe 2-dr., $420°. "50 SL De- 

j luxe 2-dr., $220. 

| CHRYSLER—’'56 NY conv., $3,010* (ps). 

"55 NY St. Regis, $2,255* (ps); 4-dr., 

$1,950° (ps); Windsor Newport, $1,920* 

(ps); 4-dr., $1,750°. ‘54 NY 4-dr., $1,- 

| 20° (ps). 

| DesoTO— 57 Firesweep 4-dr., $3,000*. ‘55 
Firedome 4-dr., $1,410°. 

DODGE—'57 Royal Hardtop, $3,150*° (ps), 
$3,125* ‘ps). '56 Coronet 4-dr., $1,625, 
$1,400*. '53 Coronet 4-dr., $580°. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
530°, $2,425°, $2,385; Custom (8) 2-dr., 
Fairlane (8) Victoria, $1,880*; Custom (8) 
4-dr., 5 at $1,600*; Main (6) 2-dr., $1,- 
350°; '55 Country sedan, $1,630*, $1,620°, 
$1,515; Failane (8) 2-dr., $1,190*; Main 
(6) 2-dr., $860. '54 Crest (8) Victoria, 
$1,140; Custom (8) 2-dr., $740. 53 Crest 
(8) Victoria, $835*; Custom (8) 4-dr., 
$675*. ‘52 Crest (8) conv., $475°. 

LINCOLN— 54 Cosmopolitan coupe, $1,575* 
(ps). "53 Capri 4-dr., $935*° (ps). 

MERCURY —'57 Monterey coupe, $3,200*. 
"56 Monterey 4-dr., $2,310*. ‘54 Monterey 
Sport coupe $1,225*; 4-dr., $1,115, $1- 
105. "51 4-dr., $295°. 

NASH—'55 Rambler sedan, $1,330*. ‘53 
Statesman 4-dr.. $600. "51 Rambler 
Country club, $290. 

OLDSMOBILE--'57 (88) Holiday, $3,650* 
(ps). "56 (88) Holiday, $2,700* (ps), $2,- 
535° (ps); (98) Holiday, $2,610* (ps). 
"55 (88) Holiday, 2 at $1,935*, $1,740°% 
coupe, $1,795*, $1,545; (98) 4-dr. $1, 
690° (ps). '54 (98) Holiday $1,775* (ps). 
"53 (88) 4-dr., $700. 

PACKARD—’'55 Sport coupe, $2,110* (ps). 

PLYMOUTH — ‘57 Belvedere (8) Sport 
coupe, $2,725°; 4-dr., 2 at $2,600°, $2,- 
445*; Savoy (8) 4-dr., $2,325*. ’56 Bel- 
vedere (8) 4-dr., $1,580. ‘55 Belvedere 
(8) station wagon, $1,660; Plaza (8) 
4-dr., $910. '54 Savoy 2-dr., $645*. ‘53 
station wagon, $730. 

PONTIAC—’57 Chieftain (8) 4-dr., $2,650*, 
$2,575*; Catalina, $2,615*. °56 Chieftain 
(8) 4-dr., $2,120* (ps); Catalina, $1,775*. 
‘55 Chieftain (8) 4-dr., $1,525*, $1,500*; 





Catalina, $1,510*, $1,490°, $1,480°. "4 
Chieftain (8) 4-dr., $830*. 
STUDEBAKER — "51 Champion 2-dr., 


$200. 
—— Hardtop, $915*. °50 Jeepster, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 12.) 
(We had a very good sale today al- 
though we are nearing the end of the 
year and buying usually slows down 
then. However, smart dealers are buying 
more than ever. Sold 128 cars out of 

161 offerings.) 

BUICK—’55 Special 2-dr., $1,305. '54 Spe- 
cial 2-dr., $1,205*. ’52 RM 4-dr., $375°*. 
’51 Super Riviera, $310*; Special 2-dr., 
$215, $155..'50 Super 4-dr., $235. 

CADILLAC— 51 (62) 2-dr., $755*. ’49 
(62) 4-dr., $355. 





CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 
725; Two-ten (8) station wagon, §$1,- 
550. "55 Two-ten 4-dr., $1,210, $1,205. 
"54 Two-ten 2-dr., $305, $780, $755; Bel 
Air 4-dr., $750. '53 Bel Air 4-dr., ‘$775, 
$675*; Two-ten 2-dr., $565, $560, $555; 
4-dr., $705, $520. ’52 SL Deluxe 4-dr., 
$505, $475*, $390*; 2-dr., $495*, $445*; 
conv., $295*. '51 SL Deluxe 4-dr., $355", 
$305; 2-dr., $280, $270. '50 SL Deluxe 
coupe, $475*; 2-dr., $290, $280, $270, 
$255; 4-dr., $355, $285. °49 SL Deluxe 
2-dr., 250. 

DesoTO—’ 54 Firedome 2-dr., $975* (ps). 

DODGE—'55 Coronet (6) 4-dr., $1,035. 
’53 Coronet 4-dr., §400*; Meadowbrook 
coupe, $430. °52 Meadowbrook 4-dr., 


$355. 

FORD—'57 Fairlane (8) 2-dr., $2,380". 
"56 Custom (8) 2-dr., $1,415. '55 Cus- 
tom (8) 4-dr., $1, 110; 2-dr., $1,105", 


(Continued on Page 25, Col. 1) 
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For the Winner— 


Golf-playing members of the Truck 
Trailer Manufacturers Assn. will have 
something to shoot for at the coming 
winter meeting at Coronado, Calif., Jan. 
27-30. It's this new Rockwell Spring and 
Axle golf trophy—to be awarded to the 
member with the lowest gross score in 
the association's annual golf tournament. 


Seiberling Sales 
Up, Net Off 


AKRON.—Seiberling Rubber has 
reported sales of $35,613,494 for the 
first nine months of 1956, 4 percent 
above the $34,193,324 reported for 
the like period in 1955. 

Net income was $813,919, about 

2% percent below the $834,149 
earned in the first nine months of 
1955. 
President J. P. Seiberling said the 
results reflect higher costs and “ex- 
ceptionally keen competitive condi- 
tions” in the replacement tire mar- 
ket during the third quarter. He 
forecast “continuing good seasonal 
demand” in the fourth quarter, and 
“possible moderate improvements” 
in earnings ratios. Material costs 
are likely to go up because of the 
Middle East crisis, he said. 





Packard for Giorgio 
Giorgio Motor Co., Inc., 901 Dun- 
dalk Ave., Baltimore, has been ap- 
pointed a Packard dealership. The 
firm is operated by Antonio V. Gi- 
orgio. 
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How They're Pushing Sales ... 





Dealer Ad Ideas 


Carpet Showrooms 


GOOD market for station wag- 
ons is found in mobile carpet 
displays. In Albuquerque, N. M., 
John McCormack, Inc., carpet and 
drapery service, maintains a Ford 
and a Chevrolet wagon for showing 
broadloom samples to prospective 
customers throughout New Mexico 
and adjoining states. 
The “fleet” is pictured in the 


firm’s newspaper advertising. 
* * ~ 


Handwriting on Page 
cANARY & WELTER (Ford), 
Gary, Ind., used reproduction 

of crude handwriting for a news- 

paper ad, No illustrations were 
used. 

Handwriting was _ intentionally 
complex, so that it could not be 
read easily at a glance. The firm 
figured that curious readers would 
take time to see what the writing 
said. 

. * «6 


‘Mistake’ Means Money 


ENOX MOTORS 

Plymouth), Cincinnati, offered 
customers a chance to cash in on a 
dealership “mistake.” 

The company advertised that it 
had neglected to specify heaters 
when filing large orders for 1957 
Plymouths. In view of the “mis- 
take,” the company said it was 


offering buyers a chance to save) 


up to $706 on two-door sedans. 


(Chrysler-| 





of combat in all theaters of war. 
It thus far has been brought to 
the attention of more than 35 
million persons by a special 
mobile unit of the Navy’s Combat 
Art Section. 


Outdoor Ads Up $4 Million 


eee outdoor advertising 
volume for 1956 will exceed $118 
million—highest figure in the history 
of the medium and $4 million more 
than last year’s record, according 
to Warner R. Moore, president of 
Outdoor Advertising, Inc. 
Referring to the large number of 
outdoor advertising companies 
which recently joined OAI from the 
Standard Outdoor Advertising 
Group, Moore told OAI’s national 
sales session in Los Angeles that 
1956 represented a milestone in the 
achievement of industry solidarity. 
+ * + 


Friendly Gesture 


Something unexpected greeted 
viewers of a television program 





sponsored by Courtesy Motors 
(Ford), Chicago, during a recent 
commercial. Jim Moran, Courtesy 
president, explained during his 
commercial that another Ford 
dealer, Bob Boyce, Oak Lawn, Ii, 
was ill in the hospital and had 
dropped Moran a note telling him 
that he was enjoying the shows 
on a portable TV at the hospital. 

He congratulated Moran on the 
job he was doing for Courtesy 
and “for all Ford dealers in gen- 
eral.” As a result, Moran turned 
that portion of his commercial 
time over to “plugging” Boyce’s 
dealership, advising viewers in 
the Oak Lawn area to stop in at 
Boyce’s for a new Ford or a 
used car. ‘ 

+. * 


Birthday Promise 

URGESS MOTOR CO. INC. 

(DeSoto-Plymouth), Aiken, S. 
C., observed its 10th anniversary 
with a newspaper advertisement 
which pledged “an outstanding ef- 
fort” to give the best trades in 
town. 

“Ten years is not so long,” the ad 
noted, “but as a business firm we 
are old enough to be able to render 
the type of service our customers 
have a right to expect.” 


Bulletin Board... 





Degradation Tests 
A report on possible correlation 
between natural and laboratory- 
simulated weathering and storage 


Lenox said it would stock heaters| tests of degradation of metals and 


for 30 days. 
. 


Art and Automobiles 


A= patrons had an opportu- 
nity to see the 1957 Cadillac 
and Oldsmobile along with more 
than 100 outstanding paintings at 
Galles Motor Co. showrooms, Al- 
buquerque, N. M. 

The exhibit, called “Operation 
Palette,” is part of the Navy’s 
$1 million dollar collection of 
combat art. 

Its opening brought a steady 
influx of visitors to the sales 
floor. Gov. John F, Simms 
attended. 

The exhibit depicts all phases 


Patterson-McCarty Buick 


E. W. Patterson and Charles W. 
McCarty have opened a new Buick 
dealership at 2423 S. Walker, Okla- 
homa City. The firm will operate as 
Patterson-McCarty Buick Co. 
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plastics — 60 pages, $1.50. Office of 
Technical Services, U.S. Depart- 
ment of Commerce, Washington 
25, D.C. 


Quebec Asbestos Story 


Brochure on Black Lake (Que.) 
asbestos operation—free. American 
Smelting and Refining Co., 120 
Broadway, New York 5, N. Y. 


Central Lubrication 
“Metered Lubrication for the 
Small Machine” — 24 pages, free. 
Service, Bijur Lubrication Corp., 
151 W. Passaic St., Rochelle Park, 
N., J. 


* 
Corrugated Boxes 


“How to Save Labor Costs with 
Corrugated Boxes” — free. Hinde 
& Dauch, Sandusky, O. 

> > > 


Galion Hoist Catalog 


Galion telescopic hoist catalog 

(No. LL-4094) — four pages, free. 

Galion Allisteel Body Co., Galion, O. 
> = > 


Hoist, Trolley Catalog 
Hand hoist, plain and geared 
hand hoist trolley catalog—44 pages, 
free. Yale & Towne Mfg. Co., 11000 
Roosevelt Blvd., Philadelphia 15, Pa. 
7 > = 


Silicone Reference Guide 
Reference Guide (1957) to Dow 
Corning Silicones — 12 pages, free. 
Dow Corning Corp., Midland, Mich. 
. > > 


Lempco Catalog 
Lempeco equipment catalog 
(No, 5700) — free. Lempco Prod- 
ucts, Inc., Bedford, O. 
> * 


Industrial Lift Trucks 
Brochure on gasoline and LPG- 
powered industrial lift trucks — 
free. Yale & Towne Mfg. Co., 11000 
Roosevelt Blvd., Philadelphia 15, Pa, 
7 * . 


Welded Steel Tubing 


A brochure giving technical data 
and general information on welded 
steel tubing—12 pages, free. Paul 
G, Fuller, Welded Steel Tubing and 
Forgings Department, Rome Mfg. 
Co, Division, Revere Copper & 
Brass, Inc., Rome, N, Y. 

a + ” 


Engineering Manual 
“Manual of Consulting Practice 
for Mechanical Engineers” — 14 
pages, $1.50. Order Department, 
Society of Mechanical Engineers, 
29 W. Thirty-ninth St. New York 
18, N. Y. 
- ” +. 
Colorimetric Analysis 
A manual outlining a new set of 
industrial methods for the colori- 
metric analysis of various metals. 
First series of methods (aluminum 


alloys) now available — individual 
methods, $5; entire series, $20. 
Bausch & Lomb Optical Co., 635 
St. Paul St., Rochester, N. Y, 

* 


* * 


Alco Lighting Catalog 
Alco lighting equipment catalog 
— 12 pages, free. Alco Division, 
Auto Lamp Mfg. Co., 2909 S. In- 
diana Ave., Chicago 16, Ill. 
= ” * 


Tape Manual 


“Mystik Manual of Pressure- 
Sensitive Products,” a guide to 
selection of pressure-sensitive tape 
— free. Mystik Adhesive Products, 
2635 N. Kildare Ave., Chicago 39, 
Til. 


Fuel-System Wall Chart 


Wall chart describing such fuel- 
system problems as carburetor icing 
and formation of water in fuel line 
and gas tank. Size: 25 by 295 
inches, free. National Carbon Co., 
30 E. Forty-second St.. New York 
a7, Be, Be 
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Ford Advocates 


Industry Action 
In School Crisis 


PHILADELPHIA. — Henry Ford 
II believes the time is “long over- 
due” for industry to take “some 
really effective action” in meeting 
the shortage of finances and facili- 
ties in America’s schools. He prom- 
ised a direct contribution soon from 
Ford Motor Co., which he heads. 


“The growth of our population al- 
ready has our schools bulging at 
the seams end threatens to swamp 
our whole educational structure 
from kindergarten through gradu- 
ate college,” declared Ford. 

Ford addressed the Wharton 
School of Finance and Commerce 
Alumni Society of the University 
of Pennsylvania at a dinner at 
which he received the society’s Gold 
Medal of Merit Award for dis- 
tinguished leadership in industry. 

“Industry’s mounting demands 
upon our overcrowded, under- 
‘staffed, inadequately financed edu- 
cational system for people trained 
in the arts, sciences and profes- 
sions make direct help from in- 
dustry not just desirable but vir- 
| tually obligatory,” he said. 

“If we take the lion’s share of 
talented people and leave our 
schools and our government agen- 
cies to scrape along as best they 
can, we shall dry up the well- 
springs of our social and political 
progress and leave for our children 
a tarnished heritage of mediocrity. 
We can’t let that happen.” 


Chevrolet to Build 
New 1958 Engine 


NEW YORK. — A “radically new 
Chevrolet V-8 engine” will be intro- 
duced in the 1958 models, according 
to Edward N. Cole, general man- 
ager of Chevrolet. 

Cole revealed this at the National 
Auto Show while commenting that 
GM has embarked on a multimil- 
lion-dollar expansion and improve- 
ment program for its Tonawanda 
(N. Y.) Chevrolet engine plant. 

He said the expansion program 
involves a complete rearrangement 
of the Tonawanda plant and the 
installation of a great deal of equip- 
ment, some of which is being in- 
stalled now. 





For the lowdown on dealer thinking, 





read John O. Munrmn’s column each week 
on Page 3. 


This low cost, rugged snow plow is de- 
signed for % to 1 ton trucks with channel 
type front bumper. It is engineered to 
give long dependable service and can 
be supplied with a fan belt driven 
hydraulic, hand hydraulic or electric hy- 
draulic power system. 


NOTE THESE FEATURES: 
© Blade angles to five positions. 
© Safety shock-absorbing spring. 


© Easy to mount. Blade can be removed 
or installed in few minutes. 


Adjustable skid shoes. 


Plow does not interfere with use of 
push-board. 


Reversible, long-wearing cutting edge. 

© Flexible, highly maneuverable. 
IMMEDIATE SHIPMENT— 
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In a specially prepared statement released two weeks ago at the time of the National 
Automobile Show in New York, Henry Ford II expressed optimism about the outlook 
for the automobile industry and especially Ford Motor Company and its dealers in 1957. 
Because we believe what he said is particularly important to all our dealers, we are 


reprinting his statement here. 


“By every standard, 1957 should be a good year for America, 
for the automobile industry, and for Ford Motor Company. 
The automobile industry, with more than a billion dollars 
invested in its 1957 car and truck models, continues to make 
a major contribution to the overall economy of the nation 
and to the rising prosperity of the American people. 


“At Ford Motor Company, we expect our increasing participa- 
tion in the nation’s prosperity to continue. With the added 
quality, vitality and strength of our products, we confidently 
expect, in 1957, materially to add to our penetration of the 
automobile market. We are, in fact, raising our sales goal 
sights in that market from 28 per cent to perhaps as much as 
31.5 per cent for the 1957 year. 


“We believe this is a realistic target and that we have the 
product quality, capacity and appeal—together with the 
required dealer strength—to achieve it. Here are some of the 
developments upon which our optimistic outlook is based: 


@ Ford Motor Company’s total employment has just passed the 
200,000 mark for the first time in the history of our company. 
This means 70,000 more jobs than we had ten years ago and 
is possibly the most significant measure of our company’s 
contribution to economic growth in America. 


@ Weekly average gross earnings for Ford Motor Company’s 
hourly workers in October reached an all-time high of 
$114.95, based on an average of 44.6 hours a week. These 
record earning levels continued in November. 


© During 1957, Ford Motor Company will bring in about one- 
third of a billion dollars of new facilities to help meet the 
heavy demand for our products. This sets a new record for the 
value of plants put into service by the company in one year. 


© The 1957 Ford is outselling all other lines and broke all sales 
records for any November in the car’s 53-year history. No- 
vember was the first full month in which the Ford car’s chief 
competitors were in the market place with their 1957 models. 


@ The 1957 Mercury, most advanced car in the medium-price 
field, has stimulated unprecedented customer demand which 
cannot be met for some considerable period of time, despite 
rapidly increasing rates of production. 


@ Sales of the Lincoln, which increased both its total sales and 
its share of the market in 1956, are continuing at high levels 
as the 1957 model year gets under way and are at the highest 
levels that present capacity production will permit. 


ee Currently, and for the last three full months, Ford Motor 
Company cars are accounting for a larger share of the total 
market than has been the case for any full year in the past 
quarter century. 


© In the fall of 1957, Ford Motor Company will broaden its 
coverage of the market with a full new line of medium-price 
cars, the Edsel. Backed by a quarter-billion dollar investment, 
the Edsel program is one of the most challenging moves made 
by a major producer in recent years. 


© Used car prices continue to be strong and steady for this time 
of year, a marked improvement over the situation twelve 
months ago. Favorable trading conditions are acting as a 
stimulant to new car sales. 


® Ford Division built 7,400 cars on November 29 and 40,300 
cars from Monday through Saturday that week to set new 
post-war records for its 15 assembly plants. Record-breaking 
production is scheduled throughout the rest of the year. To 
achieve these records, most Ford assembly plant employees 
are working 35 per cent overtime and are earning substantial 
premium pay during the Christmas season. 


“Taken singly, no one of these points proves anything about 
the future. Even when they are considered together and in 
context with the many other factors which influence our 
economy, they can only indicate a general trend. But there 
are enough positive signs in clear sight to warrant confidence 
and optimism.” 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ® LINCOLN ® CONTINENTAL 
FORD TRUCKS ¢ TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Auto Personnel 


Arthur N. Stuart has been pro- 
moted to division manager of the 
manufacturers sales department of 
Firestone Tire & Rubber Co. 

Stuart has been district manager 
for trade sales in the Detroit dis- 
trict. In his new position, he will 
make his headquarters in Akron. 
Stuart joined Firestone in 1935. 


* * + 


Jones to Head Smith’s 


Automotive Division 
James F. Jones has been named 
manager of the Milwaukee Auto- 
motive and Railroad Products divi- 
sions of A. O. Smith Corp. 
Jones joined 
Smithin January, 
1956, as assistant 
manager of the 
automotive divi- 
sion, Previously 
he was sales vice- 
president in the 
special products 
division of Ameri- 
can Motors, Corp. 
Jones also at one 
time was a tool 
and die maker 
and chief tool engineer for General 
Motors Corp., as well as chief in- 
dustrial engineer and factory man- 
ager of Hudson’s Detroit plant be- 
for the Nash-Hudson merger in 
1954. 


* * * 


Seiberling Picks Yett 

Seiberling Rubber Co. has named 
D. A. Yett, former budget sales su- 
pervisor, its first representative in 
the oil company sales field. Yett 
joined Seiberling in 1955. Before, 
he had been an employe of B. F. 
Goodrich Co. 


- * * 


Malcolm Joins Hyster 


Ned L. Malcolm has joined Hyster 
Co., manufacturer of industrial 
trucks and tractor equipment, as 
sales promotion representative 
based at the Danville (Ill.) plant. 


* > 7 
Brown Given New Duties 


By Management Association 

John W. Brown has been named 
to the newly created post of man- 
ager of field services for the Na- 
tional Management Assn. 

S. Allan Seibert has been ap- 
pointed area representative in St. 
Louis. 


* > * 


IHC Picks O’ Donnell, 
Scott and Roderick 


The motor truck division of In- 
ternational Harvester Co, has an- 
nounced J. P. O'Donnell has been 
appointed manager of the Jackson- 
ville (Fla.) motor truck district, 
replacing W. K. Perkins, who died 
this year. 

R. J. Scott has been appointed 
assistant manager of the Charlotte 
(N. C.) motor truck district. He 


formerly served as branch man- 
ager at New Orleans. C. R. Roder- 
ick has been appointed assistant 
manager of the Tulsa (Okla.) mo- 
tor truck district. He formerly was 
assistant manager of the Shreve- 
port (La.) district. 

* * 


Purolator Appoints 


Race Driver Holland 


Indianapolis 500-Mile race 1949 
champion, Willard S, Holland has 
joined Purolator Products, Inc, as 
a new salesman in its jobber divi- 
sion, 

Holland, retired from active 
racing, will operate out of his 
home town of Indianapolis, Other 
Purolator jobber additions in- 
clude Neil A. Rosekrans, War- 
ners, N. Y.; Roland Sweetmen, 
New Orleans; Burt D. Miskelly, 
Lombard, Ill.; William Evan 
Stewart, Bountiful, Utah; Robert 
L, Null jr., Lincoln, Neb.; Melvin 
J. Johnson, Moorhead, Minn.; 
Robert C, Allison, Pottsville, 
Pa.; Irving G. Ogilvie, Cheshire, 
Conn.; Ernest A. Ortman jr. 
Lancaster, O. and Paul E. 
Grandchamp, Seattle. 

+ + 


Kramer Bros. Freight Adds 


Nine Sales Representatives 

Addition of nine sales representa- 
tives to the staff of Kramer Bros. 
Freight Lines, Inc., has been an- 
nounced. 

New men and their assignments 
are: 

George Tornay, national accounts 
salesman, New York City; H. M. 
Beaney, Cleveland; S. A. Schnee- 
berger, Philadelphia; Parker R. 
Reid, Philadelphia; John Griffin, 
Pittsburgh; Leo D. Burden, Buf- 
falo; Jerry Alcott, Baltimore, and 
Robert Young, Toledo. 

= > > 


Kuechle, Dingman, Rietsz 
Move Up at A. O. Smith 


The board of directors of A. O. 
Smith Corp. has elected three new 
officers. 

Named as vice-presidents were 
U. T. Kuechle, who has been auto- 
motive general sales manager since 
1954, and Roy A. Dingman, who 
joined the comany in April, 1956, as 
director of industrial relations. 
Robert A. Rietz was named assist- 
ant secretary. . 

* 


Hibbs and Campbell Trade 


Buick Zone Positions 


The Buick zone managers in 
Oklahoma City and Omaha have 
traded jobs. 

Leighton E. 


| 


| 





Chevrolet, Inc., Chicago, The firm 
is headed by Frank H. Yarnall, 
a former NADA president, 


Todd joined Yarnall Chevrolet 


| in 1952 and has been sales man- 


ager of the dealership since 1953. 
+ * * 


Jones Marks Milestone 


Joseph P. Jones, Baltimore dis- 
trict manager for Goodyear Tire & 
Rubber Co., has celebrated his 25th 
anniversary with the firm. 

+ + + 


Arvey Names Johnston, 


Wetzel, Pacholski in Sales 


Arvey Corp., Detroit, supplier of 
fibre products and foundation trim- 


ming panels for the auto industry, | 


has appointed three additional 
sales representatives, 

They are Ernest R. Wetzel, 
Roger W. Johnston and Edward G. 
Pacholski., 


* * * 


Service Chiefs Named 


Two Chicago district service 
managers for Ford Motor Co. 
have been appointed. They are 
Peter N. Gruendler for Mercury, 
and Walter G. Schroeder for Lin- 
coln, 

+ * * 


Willard Picks Kennedy 

B. T. Kennedy, Jackson, Miss., 
has been appointed Willard zone 
manager for Mississippi and Louisi- 
ana. Prior to joining Willard, Ken- 
nedy was in charge of heavy equip- 
ment sales for Cook & Son, Jack- 
son, Miss. 

+ * * 

Dodge Appoints Tiedge 
Atlanta Regional Manager 


Frank Tiedge has been appointed 
Dodge regional sales manager in 
Atlanta. The region includes 

Georgia, Florida, 
and Alabama. 
Tiedgefirst 
joined Dodge in 
1950 asdistrict 
manager in Cin- 
cinnati, Shortly 
afterward he 
was promoted to 
regional truck 
manager in Phila- 
delphia and mid- 
west zone mana- 
F. Tiedge ger for Dodge in 
1953. Before coming to Atlanta, 
Tiedge was attached to Dodge’s 
general sales staff at Detroit. 
= * > 


Mack Chooses McMahon 


For Washington Post 


Mack Trucks, Inc., has announced 
appointment of Richard H. McMa- 
hon as assistant manager of Mack’s 
government division at Washington, 
D. C. G. E. Engelmann is division 
manager. 

McMahon will assist in general 


to| government liaison activities, spe- 


Campbell goes 
Omaha and Ralph K. Hibbs goes to| cializing in the development of 


Oklahoma City. 
> 


Yarnall Chevrolet Names 


Todd Vice-President 


Thomas C, Todd has been 
elected president of Yarnall 


ce ae _— 
wi 5 me 


ground support equipment for air- 

craft and guided missiles, and other 

new developments. He served as 

Washington representative for 

Kaiser Frazer Co. from 1951 to 1953. 
7 = . 


Henney Picks DeCapua 


Appointment of William T. De- 
Capua as works manager for Hen- 
ney Motor Co., Inc. has been an- 
nounced. He will supervise all fac- 
tory activities, including manufac- 
turing and engineering. DeCapua 
has spent more than 25 years in 
_ transit, truck and delivery unit 

eld. 


AMC Names Williams 


As House Counsel 


Appointment of Walter J. Wil- 
liams as house counsel of American 
Motors Corp. has been announced. 

Williams has been with Ford Mo- 
tor Co. and Studebaker-Packard 
for the last 10 years, serving since 
1951 as corporation attorney of the 
latter company. 

* * 


Goodrich Names West, 


Baumer and Holsinger 


Three new personnel assignments 
in the West Coast zone have been 
announced. Robert West, former 
Seattle district field manager, has 
been transferred to a similar posi- 
tion in the Los Angeles district. 
Before his Seattle assignment, West 


Expert “test drivers,” Jim and Tom Montgomery of Detroit concentrate on the road| Was a field merchandiser in the 
@s they negotiate their cars through the. sand pits, around sharp turns and over steep 


uw 


; of the Chrysler Engineering Proving Grounds in the “Test Driver" game. The 
' game, now available in local stores, is played on a three-dimensional board that 

luces actual proving ground roads. Using magnets, players. move scale models 
Chrysler Corp.'s 1957 cars through the same obstacles encountered by profes- 


drivers. 


Los Angeles area. 

Succeeding West is L. J. Baumer 
jr. field merchandiser in the Pacific 
Northwest. David O. Holsinger has 
been named a field merchandiser in 


the zone. He started with B. F.| were estimated at 20,000 for the f 





| of 


Old and Gay— 


H. D. Folkers, Folkers Motor Co., used 


| this 1919 Dodge coupe during a recent 


sales campaign in Longmont, Colo. Fol- 
kers sent the oldtimer around the streets 
Longmont and frequently into the 
country to call on prospective customers. 
The car attracted great attention and per- 
formed flawlessly. 


Goodrich in 1953 as a credit sales 
manager in the Los Angeles dis- 


trict. 
* * . 


\M ercury’s Neely Marks 


35th Year With Ford 


R. H. Neely, manager of Mer- 
cury’s Des Moines district sales 
office, has marked his 35th anni- 
versary with Ford Motor Co. 

Neely joined Ford’s sales organi- 
zation at Omaha Nov. 21, 1921, 
where he served until his appoint- 


ment as sales manager in Louisville 
| 


in April, 1936. 
. 


= * 


Clevite Names King 
Edward T. King has been ap- 


pointed director of purchases for| 


Clevite Harris Products, Inc., ac- 
cording to Matthew J. Fleming jr., 
president. 

* 7” . 


Stanley Moves 


Arthur B. Stanley has been named 
fleet sales manager of Trailmobile’s 
Detroit branch office. Formerly he 


| was branch manager in Long Island 


City, N. Y. 
> 7 = 


United Motors Service 


Names Orr, Kendall 


The United Service Motors divi- 
sion of GM has announced the ap- 
pointment of S. A. Orr as assistant 
general sales manager in charge of 
merchandising and T. L. Kendall as 
merchandising manager for Delco 
Batteries. 

Orr, who has been with GM for 
20 years, had been general merchan- 
dising manager of United Motors. 
Kendall had been director of bat- 
tery engineering and battery re- 
placement sales. 

= = = 


Dana Picks Woodcock 


Dana Corp. has appointed R. E. 
woodcock manager of the com- 
pany’s Marion (Ind.) division, suc- 
ceeding Mason Hamilton, resigned. 
Woodcock had been manager of 
Dana’s Auburn (Ind.) division since 
January, 1956. 


* > * 
Pickering Appointed 
James H. Pickering has been ap- 
pointed a sales representative for 
DeVilbiss Co. in central and 
northern Indiana and bordering 
counties in Illinois and Michigan. 





——. 


His headquarters will be at 132 
E. Thirtieth, Indianapolis, 
* + * 


Detroit Harvester Names 


Hohman to Head Auto Division 


Ray Hohman has been named 
vice-president in charge of Detroit 
Harvester Co.’s new automotive 
division. 

He entered the automobile busi- 
ness with Chrysler Corp. in 1928 
and joined Detroit Harvester in 
1948 as a steel buyer, From 1954 
until last summer, he was general 
manager of the company’s Moto 
Mower division, Richmond, Ind. 

* * * 


Auto-Lite Names Miller 


Manager of Fleet Sales 


Walter F. Miller’s appointment as 
manager, fleet sales, of Electric 
Auto-Lite Co., has been announced, 
Miller joined Auto-Lite in 1937. 

Until 1942 he was St. Louis dis- 
trict manager for the merchandis- 
ing division. At that time he trans- 
ferred to Toledo as spark plug 
liaison engineer, contacting manu- 
facturers and government agencies, 
Prior to his recent appointment he 
supervised wire and cable for the 
replacement division. 

+ * + 


L-O-F Names Johnson 


Appointment of Robert H, John- 
son as controller of the Pacific 
Coast division, L-O-F Glass Fibers 
Co., has been announced, Johnson 
once was office manager of Pioneer 
Oldsmobile Co. 

> + - 
3Ms Promotes Marsden 
To Manage Division 

Promotion of William E. Mars- 
den to manager of automotive 
trades, coated abrasives division, 
has been announced by Minnesota 
Mining & Mfg. Co. 

Marsden had been manager of 
hardware-paint trades for the 
coated abrasives division. He 
joined 3M in 1939 as a salesman 
and was manager of rubberized 
coating and adhesives, automotive 
trades division, from 1946 to 1952. 

* * > 


Mayflower Picks Kraus 


Arthur C. Kraus, a district man- 
ager of Aero Mayflower Transit Co., 
Inc., has been named manager of 
Mayfiower’s new international divi- 
sion. He joined Mayflower this year. 

> . - 


Meyer Appoints King 
Meyer Products, Inc., has an- 
nounced appointment of William 
W. King as sales manager. Prior to 
joining Meyer, he was with Willys- 
Overland Export Corp. 
* > 


Clark Picks Juranek 


Frank E. Juranek has been ap- 
pointed general traffic manager of 
Clark Equipment Co. He has been 
a division traffic manager at Clark 
for the past eight years. 

> 7 ca 


Diamond T Picks Thralls 

Diamond T Motor Car Co, has 
announced appointment of J. P. 
Thralls as district sales manager 
for northern California. 


* + 7” 

Merit Mufflers Adds 
Territories, Managers 

Creation of three new sales terri- 
tories and the appointment of three 
new territory managers has been 
completed by Merit Mufflers. 

Edward J. Lynch will be territory 
manager in southeastern Pennsyl- 

(Continued on Page 19, Col. 2) 


Plymouth Dealers Hold Outdoor Show— 
Plymouth dealers in Minneapolis took over a downtown lot at a busy corner to show 


oft Chrysler Corp.'s new cars. Dealers 


provided salesmen for floor duty and crowds 
lour-day exhibit. 











Sit 


has 
ent 
Ore 
tha 


to 





— 


132 


ion 
med 
troit 
tive 


)usi- 
1928 
r in 
1954 
eral 
Loto 


it as 
stric 
iced, 


dis- 
\dis- 
ans- 
plug 
anu- 
cies, 
t he 

the 


»hn- 
cific 
bers 
ison 
neer 


een 


ow 
vds 




















Sign with the Time— 


May & Mead Co. (Chrysler-Plymouth) | 


has built this unusual signboard at the 
entrance to its used-car lot in Eugene, 
Ore. Featuring a clock, the sign is more 
than 40 feet high. 
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Auto Personnel 





(Continued from Page 18) 


vania, southern New Jersey, Mary- 
land, Delaware, northern Virginia 
and the District of Columbia. 
Thomas J. McAlear will be manager 
in western New York and north- 
central Pennsylvania. Cecil R, Bea- 
man will be manager for Kentucky 
and parts of Ohio, Missouri, Illi- 
| nois, Indiana and West Virginia. 
* + * 


Diamond T Ups Fitch 

Diamond T Motor Car Co. has 
announced promotion of James W. 
Fitch to the position of national 
accounts representative for the 
| Pacific Coast area. He was produc- 
tion engineer in Diamond T’s engi- 
neering department. 
| * * * 


Ford Names Thornton 


Appointment of Richard T. 
Thornton as manufacturing mana- 
|ger for Ford Motor Co.’s general 


products division has been an-| 


|! nounced. Thornton will direct pro- 





Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
= month a higher court held 
that a serviceman who refused 
to give up possession of an auto- 


repairs and other 
charges are due, 
is liable to the 
holder of a mort- 
gage on the car 
for full value of 
the automobile. 
This is so al- 


held a collision 
insurance policy 
on the car, and 
the insurance 
company paid part of the repair 
expenses. 

For illustration, in General Auto- 
mobile Co. v. Cohen, 287 Pac. (2d) 
47, the testimony showed facts, as 
follows: One Duff was the owner 
of an automobile, which had been 
damaged in an accident. A man 
named Cohen held a chattel mort- 
gage on the automobile. 

Duff took the car to General 
Automobile Co. to have it re- 
paired. The cost for repairs was 
to be $450 and Duff explained 
that he held a collision insurance 
policy on the automobile. 

After the repairs were completed 
and the insurance company paid 
$400 to the serviceman, Cohen de- 
manded that General Automobile 
Co. give up possession of the auto- 
mobile to him. 

This the latter refused to do un- 


Hot Competition 
Buyer’s Friend, 
Oilman Declares 


ST. LOUIS. — Intense competi- 
tion is the best protection the buyer 
can have, according to Robert G. 
Dunlop, president, Sun Oil Co., who 
has called for efforts both “to un- 
derstand the new process of com- 
petition made necessary by the dy- 
namic growth of our economy” and 
“to develop better tests for the 
measurement of competition.” 


He said that “competition is not 
an end to be glorified in its own 
right, but a method whose sole pur- 
pose is to serve the interests of the 
People—not only now but in the 
future through the constant pres- 
sure for inventiveness and progress 
that it brings to bear.” 

Dunlop said that classical con- 
cepts of competition are at odds 
with “realities of progress in com- 
peting more effectively to serve the 
consumer.” Conflicting ideas about 
what constitutes competition, he 
said, endanger its principal compe- 
tition. 

Dunlop noted that the practices 
of the oil industry, by making al- 
lies of producers and local mer- 
chants, have helped to insure force- 
ful competition in hometown mar- 
kets across the land. 





Leo T. Parker 









mobile, on which! 


though the owner | 


til the charge of $50 due was paid. 
Cohen filed suit for conversion of 
the automobile and alleged to be 
of the value of $2,200. 


In holding General 
Co. liable to Cohen, 
court said: 


| “Under this record the detention 
be plaintiff's (Cohen’s) 
and the imposition of storage 
charges, all done for the purpose 
of forcing plaintiff (Cohen) to ac- 
cept the car in its then condition 
... Was a form of ransom...” 
} = * 


Speedometer-Resetting 


ONSIDERABLE discussion has 

| arisen from time to time over 
the legal question: If an automobile 

|dealer violates a state law which 
provides that, before he sells a used 

| automobile, he must reset its speed- 
| ometer, can the purchaser refuse to 
|make all further payments due on 


j 


| the car? 


| 


| According to a late higher court 
| decision, the answer is no. 


For illustration, in Chapman v. 
Zakza, 76 N. W. (2d) 537, the testi- 
mony showed that a state law pro- 
vides: “No used motor vehicle shall 
be offered for sale by any motor 
vehicle dealer unless the speed- 
ometer reading thereon shall be 
turned back to zero.” 


Further testimony disclosed that 
a motor vehicle dealer sold to one 
Zakza for the price of $1,695, plus 
a second-hand car, a used Nash 
automobile. Before the sale the 
dealer had changed the speedometer 
reading on the Nash car to 21,000 
miles. It had in fact travelled about 
60,000 miles. 

When Zakza discovered that the 
dealer had violated the above men- 
tioned state law he stopped his 
agreed monthly payments. The 
dealer filed suit. Zakza defended the 
suit on the grounds that the dealer 
could recover no further payments 
soeenne of his violation of the state 
aw. 

During the trial, testimony 
showed that the value of the car 
as it existed at the time of the sale 
was $1,050 and that its value, had 
it been as represented by the speed- 
ometer reading, would have been 
$1,695. 


The lower court was of the 
opinion that the dealer’s violation 
of the state statute rendered the 
contract wholly illegal so that the 
dealer may have no recovery 
whatever. 


The dealer appealed to the higher 
court which reversed the verdict, 
saying: “We conclude that the 
lower court erred in holding the 
contract unenforceable. The jury 
found the automobile to have been 
worth at the time of the sale $1,- 
050, or $645 less than it would have 
been as represented. Plaintiff 
(dealer) should therefore have 
judgment for the amount of its 
note, less the sum of $645, and plus 
interest to be computed.” 


Automobile 
the higher 


property | 


duction operations of the division’s 
glass and general manufacturing 
plants. 





* * + 


ARco Names Miller 


At New York Office 


Automotive Rubber Company, 
Inc., Detroit, has announced addi- 
| tion of Fred Miller to the sales 
| and engineering staff. 
| Prior to his joining ARco, Mil- 
| ler was six years assistant pur- 
| chasing agent with Sengmaster 
| and Breyer. Miller will represent 
ARco in New York and the sur- 
rounding area and will head the 
New York offices in the Chrysler 
Building. 


* * * 


Garland Elects Roberts 


Sam N. Roberts has been elected 
| vice-president in charge of manu- 
facturing of Garland Mfg. Co. 
Roberts has been with Garland 
|} since 1952. 

7 = * 


Mathieson Picks Gude 


Harry E. Gude has been named 
| general manager of the Omal roll- 
|ing mill of the aluminum division 
of Olin Mathieson Chemical Corp. 
The plant, under construction at 
|Omal, O., will have the capacity to 
| handle 60,000 tons of aluminum a 
| year. et 


| Globe Hoists Elects 


| Swanson as Chairman 


Directors of Globe Hoist Co. 
| have announced election of Fred 
| W. Swanson jr., as chairman of 
the board. 

Swanson becomes executive 
head of the Globe organization 
comprising manufacturing plants 
| at Philadelphia, Des Moines and 
| Long Beach, Calif., as well as 
affiliated manufacturing connec- 

tions in Canada, Australia and 

England. 


| + > a 


|'Gar Wood Names Hetrick 


To Tractor Sales Post 


Appointment of Del Hetrick as 
assistant sales 
manager, Gar 
Wood tractor 
equipment, has 
been announced. 

Hetrick, for- 
merly assistant 
sales manager of 
Gar Wood Load- 
Packer refuse 
collection bodies, 
will be located at 
Findlay, O., new 

Del Hetrick home of Gar 
Wood's tractor sales and service 
department. He joined the company 
in 1952. 


| 








* * * 


Yale Appoints Jander 
Touis W. Jander, former general 
sales manager, Henry Disston divi- 
sion of H. K. Porter Co., Inc., has 


|Name Dunham and Steers 


been appointed eastern regional 
sales manager of Yale Materials 
Handling division, Yale & Towne 
Mfg. Co. 


+ * * 
Chrysler Division Names 


Baltsly Purchasing Agent 


Appointment of S,. M. Baltzly jr., 
as purchasing agent has been an- 
nounced by Chrysler division. 

Baltzly joined Chrysler division in 
May this year after serving six 
years as director of purchases at 
Bulldog Electric Products Co., De- | 
troit. He began his career as a sales | 
engineer with Timken Steel and 
Tube division of Timken Roller 
Bearing Co. 


* * * 


Warner Names Kennard 


Reginald Kennard has been em- 
ployed as field sales representative | 
for the industrial division of War- 
ner Electric Brake & Clutch Co., 
Beloit, Wis. Kennard came to War- 
ner from Aero Sales Co., Mineola, 
N. Y. 

* * * 
Hendrickson Picks Spencer 
Hendrickson Mfg. Co., Lyons, IIl., 

has appointed Robert W. Spencer 
as West Coast sales and service 
representative. He became ¥ Co, | 





ated with Walter L. Shirey Co., 
manufacturers’ agents for commer- | 
cial truck and trailer equipment | 
companies, in 1949. 

* * + 


Parker Chooses Trogden 


E. Warren Trogden has been ap- 
pointed to the sales-service staff of 
Parker Rust Proof Co. Trogden 
will service accounts in the New| 
York metropolitan area. | 

* + * j 


Russell, Birdsall & Ward 





Willard Dunham and Henry 
Steers have been appointed assist- 
ant western sales managers by 
Russell, Burdsall & Ward Bolt & 
Nut Co. | 

David Spoehr will take over sales | 
duties formerly performed by Steers | 
in the St, Louis territory. Dunham 
formerly was manager, western dis- 
tributor sales. 

> = = 


Johnston and Riehle 
Appointed by Pontiac 
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of Yale & Towne Mfg. Co., has been 
promoted to manager of export 
sales. 

* * + 
Mack Names Rosenquest 


Used-Truck Manager 


Appointment of Jack Rosenquest 
as national used-truck manager for 
Mack Trucks, Inc., has been an- 
nounced. 

Rosenquest was head of Mack’s 
sales training school prior to his 
new appointment. He served as 
Autocar branch manager and divi- 
sion manager prior to joining Mack. 

* a * 


Thoreson, Hudson Head 
AMC Export Activities 


W. H. Thoreson has been named 
director of automotive export and 
M. L. Hudson, director of automo- 





W. H. Thoreson 


M. L. Hudson 


tive export sales, of American Mo- 
tors. 

Thoreson has been export man- 
ager for Hudson since 1954. Prior 
to the merger of Nash-Kelvinator 
and Hudson, he had been director 
of overseas operations for Hudson 
Motors since 1950. He joined Hud- 
son in 1947 as assistant export 
manager. 

Hudson has been export mana- 
ger for Nash since 1955. He joined- 
Nash export in 1952 as assistant 
export sales manager and was pro- 
moted to sales manager in 1953. 

* 7 > 


Mack Appoints Knowles 


Denver District Manager 


Virgil H. Knowles has been ap- 
pointed district manager of the 
Denver branch office of Mack 
Trucks, Inc. 

Prior to joining Mack in Los 
Angeles as a special sales repre- 
sentative, he was West Coast divi- 
sion sales manager for Fruehauf 


J. W. Johnston and J. J. Riehle | Trailer Co. 


have been named assistant Pontiac 
zone managers at Dallas and Kan- 
sas City respectively. 

Johnston joined Pontiac in 1949 
and formerly was business manage- 
ment manager in the Los Angeles 
zone. Riehle was transferred from 
parts and accessory manager in the 
Oklahoma City zone. He joined 
Pontiac in 1947. 


” * ” 
Minit Spray Names Rep 
Minit Spray Corp. has announced 
appointment of Ralph E. Russell! 
Co., Dallas, as representative in 
Texas, Louisiana, Oklahoma and 
Arkansas. 








= = * 


Yale Promotes Clark 


S. Wilson Clark, manager of the 
New York City export sales office 
of Yale materials handling division 





Steep embankments are taken in stride by the new off-road Transporter, which is 


* > > 


Tube Manifold Picks Burke 


Appointment of Richard F. Burke 
as sales manager has been an- 
nounced by Tube Manifold Corp., 
North Tonawanda, N. Y. 


* * > 
General Appoints Downs 


Divisional Sales Manager 


Appointment of Frank T. Downs 
as sales manager for the industrial 
products division of General Tire & 
Rubber Co. has been announced. 

Downs is a former general sales 
manager for Houdaille - Hershey 
Corp., and from 1933 through 1942, 
he held various posts with General 
Motors Corp. 

> 


Shiner Leaves Mercury 


J. H. Shiner, Chicago district 
sales manager of Mercury has 
resigned to accept a position 
with Massey-Harris-Ferguson, Ltd., 
Toronto. 


Mercury Names Devona 


Edward L. Devona, formerly ad- 
ministrative manager of Mercury’s 
district sales office at Kansas City, 
has been appointed assistant man- 
ager of Mercury’s Twin Cities dis- 
trict, with headquarters in Minne- 
apolis. 

* * . 


Addressograph Picks Hall 


Addressograph-Multigraph Corp., 
Cleveland, has announced appoint- 
ment of L. Deane Hall as general 
manager of Ralph C. Coxhead 
Corp., Newark, N. J., acquired as 
a wholly-owned A-M subsidiary. 


Chrysler Names Carter, 


Schneider and Thomson 


Appointments of three new pur- 
chasing supervisors at Chrysler 
Corp. have been announced. 

Appointed were Edward J. Carter, 
parts and equipment manufacturing 


designed to carry 35-ton payloads over rough terrain. An electric motor is geared 
directly to each wheel to provide all-wheel drive. Also, should one wheel lose traction, 
its share of the machine's total horsepower is transferred to other wheels which are 
taking hold. The unit has been introduced by R. G. LeTourneay, Inc., Longview, Tex. 
Power for the wheel motors is supplied by two generators driven by a 335-horsepower 
diesel engine. 


division, Detroit; Herbert A. Schnei- 
der, Chrysler Ohio stamping plant, 
Twinsburg, O., and Lawrence T. 
Thomson jr., food and restaurant 
= P plies, central purchasing, De- 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Omaha 


It was Ford out in front — by 
one car in new-car sales in 
Omaha during October. Ford had 
273 to Chevrolet’s 272. 

Plymouth scored third, with 72, 
followed by Buick, 56, and Oldsmo- 
bile, 53, 

The month’s total was 937, up 
36 percent from the September 
total of 689. Foreign cars, partic- 
ularly Volkswagen, Triumph, MG 
and Porsche, have been moving 
better in the Omaha market, 

Truck registrations totalled 149 
in October, up 17 percent from 127 
in September. Leaders were Ford, 
74; International, 39, and Chevrolet, 
19.—(Arthur R. Oleson.) 

+ 


Birmingham, Ala. 

New-car registrations in Bir- 
mingham, Ala., during November 
totalled 1,439. 

By make, registrations were: 
Chevrolet, 520; Ford, 388; Buick 
and Plymouth, 97 each; Pontiac, 
74; Oldsmobile, 66; Mercury, 55; 
DeSoto, 44; Dodge, 34; Chrysler, 
27; Nash, 20; Cadillac, 15; Stude- 
baker, 15, and Lincoln, 5.—(Stuart 
Riddle.) 


* * * 


Baltimore 


Registrations of new cars in Bal- 
timore rose nearly 19 percent in 
October — to 2,168 from 1,828 a 
month earlier. 

By make, registrations were: 
Chevrolet, 607; Ford, 481; Plym- 
outh, 212; Oldsmobile, 195; Buick, 
170; Pontiac, 125; Dodge, 84; Mer- 
cury, 75; Chrysler, 56; DeSoto, 44; 
Cadillac, 36; Nash, 24; Studebaker, 
16; Packard, 12; Lincoln, 3; Hud- 
son, 1, and miscellaneous, 27. 

Truck registrations were up 47 
percent, from 209 to 307. 

The new-truck market was 
divided as follows: International, 
83; Ford, 81; Chevrolet, 74; GMC, 
26; White, 15; Mack, 10; Diamond 
T, 6; Dodge, 6; Willys, 3; Stude- 
baker, 2, and Reo, 1—(Kate Sav- 


e.) 
= 2. .e 


Minneapolis 

A total of 2,583 new cars were 
delivered in Hennepin County 
(Minneapolis), Minn., during No- 

vember, an increase of 19 percent 
over October’s 2,166. 

It was the highest new-car sales 
figure in three months and the best 
November total in six years, 
according to statistics reported by 
Finance and Commerce, business 
newspaper. 

Ford held No. 1 spot for the 
second straight month with 771 
deliveries, followed by Chevrolet, 

and Dodge, 


place in October. 

Other registrations for the month 
were: Buick, 141; Pontiac, 136; 
Oldsmobile, 106; Mercury, 62; Nash, 
57; Studebaker, 39; Cadillac, 34; 
DeSoto, 29; Chrysler, 26; Lincoln, 
18; Hudson, 15; Packard, 1; Volks- 
wagen, 1; Willys, 1, and miscellane- 
ous, 4. 

New-car deliveries during the 
first 11 months of the year 
amounted to 31,285, about 17 per- 
cent below the same period last 


—— registrations in No- 
vember totalled 148, a decline of 
21 percent from the 187 recorded 
2 month earlier. 

By make, they were: Chevrolet, 
54; Ford, 42; International, 24; Wil- 
lys, 13; Dodge, 4; Mack, 4; Reo, 2; 
Federal, 1; GMC, 1; Studebaker, 1; 
Volkswagen, 1, and miscellaneous, 
1—(Donald M. Lyons.) 

* * 


Cincinnati 

Motor-vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Dec. 6 totalled 1,539 
units, compared with 1,644 in the 
previous week and 1,687 in the like 
week of 1955. 

A total of 747 new cars and 76 
new trucks were registered, com- 
pared with 758 new cars and 50 
trucks in the week ended N 

A total of 671 used cars 
used trucks changed 
ing the week, compared 


used cars and 34 used trucks sold 
a week earlier. 

Repossessions for the week 
dropped to 40, representing a de- 
crease of 22 from the previous 
week. Total repossessions for No- 
vember amounted to 209 units, as 
against 267 for the previous month. 
—(Frank Kappel.) 

« * 


Salt Lake City 


A decline of nearly 10 percent 
marked new-car registrations in 
Salt Lake County (Salt Lake City) 
during November. The total was 
614, compared with 680 the previ- 
ous month. 

By make, registrations were: 
Ford, 232; Chevrolet, 171; Buick, 
35; Plymouth, 33; Mercury, 27; 
Oldsmobile, 27; Pontiac, 18; 
Dodge, 17; DeSoto, 14; Nash, 8; 
Volkswagen, 8; Lincoln, 6; Cad- 
illac, 5; Chrysler, 5; Studebaker, 
2, and miscellaneous, 6. 

Registrations of trucks were 
down 33 percent, from 170 to 113. 
By make, registrations were: Ford, 
32; Chevrolet, 30; GMC, 13; Inter- 
national, 12; Dodge, 9; Diamond T, 
8; Divco, 3; Reo, 1; White, 1; Willys, 


1, and miscellaneous, 3. 
a7 > > 


Cleveland 


Auto sales continued to show 
brisk activity in the Cleveland area 
in early December, with nearly 
1,500 new cars sold in the first 
week. The pace was somewhat over 
the year-ago record. 

Used-car sales were not so active, 
with transactions showing the 
smallest weekly total since last 
winter. 

For November, new-car sales 
tetalled 5,572, down about 3 per- 
cent from the October total of 
5,792. 

November new-car registrations 
by make were: Ford, 1.513; Chev- 
rolet, 1,310; Plymouth, 524; Buick, 
408; Dodge, 359; Pontiac, 319; Olds- 
mobile, 295; Mercury, 272; DeSoto, 
126; Chrysler, 97; Lincoln, 72; Nash, 
50; Cadillac, 46; Studebaker, 45; 
Imperial, 26; Volkswagen, 26; Ram- 
bler, 25; Hudson, 14; Metropolitan, 
12; Hillman, 5; Packard, 4; Jaguar, 
3; MG, 3; Porsche, 3; Volvo, 3; Clip- 
per, 2; Continental, 2; Mercedes, 2; 
Triumph, 2; Alfa Romeo, 1; Citroen, 
1; DKW, 1, and Renault, 1. 

Truck registrations for the month 
amounted to 394, down nearly 12 
percent from the October total of 
447. 

By makes, registrations were: 
Ford, 119; Chevrolet, 112; Interna- 
tional, 58; Willys, 30; White, 25; 
Dodge, 23; GMC, 13; Reo, 7; Divco, 
2; Volkswagen, 2; Autocar, 1; 
Mack, 1, and Studebaker, 1.—(San- 
ford Markey.) 

> 


> 


San Antonio 


November motor vehicle registra- 
tions in San Antonio and Bexar 
county increased 7 percent over 
October — with 1,604 registrations, 
compared with 1,493 the previous 
month. 

Of these, 1,474 were new cars, 
compared with 1,331 a month 
earlier, while truck ns 





were 130 in November and 162 in 


| October. 


November new-car sales by 
make were: Chevrolet, 485; Ford, 
392; Plymouth, 196; Buick, %; 
Pontiac, 82; Oldsmobile, 56; 
Dodge, 42; Mercury, 40; DeSoto, 
23; Chrysler, 16; Studebaker, 15; 
Cadillac, 12; Nash, 8; Lincoln, 6; 
Imperial, 4; Packard, 4; Renault, 
3; MG, 2; Clipper, 1; Hudson, 1, 
and miscellaneous, 2. 

Truck registrations were: Chev-| 
rolet, 51; Ford, 28; 
24; GMC, 12; Dodge, 5; Mack, 3; 
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International, | # 


White, 3; Willys, 1, and miscellane- | Showroom Used to Announce Contest Winner— 


Here's how Reeder Motor Sales (Nash), Champaign, Ill., announced that Charles 
Murphy, of Urbana, Ill., won a Rambler Cross Country in American Motors’ ‘Name 


ous, 3.—(J, H. Reed.) 
> + 


Dallas 


Registrations of new cars leaped 
ahead 55 percent during November, 
rising to 3,586 from 2,314 a month 


earlier. 


Chevrolet maintained its lead 
over Ford, 1,140 to 1,081. Other 
registrations were: Plymouth, 
242; Pontiac, 233; Buick, 228; 
Oldsmobile, 216; Dodge, 143; Mer- 
cury, 87; to, 49; Nash, 49; 
Chrysler, 26; Cadillac, 18; Lin- 
coln, 17; Studebaker, 17; MG, 10; 
Volkswagen, 7; Imperial, 6; 
Porsche, 3; Austin, 2; Hudson, 2; 
Renault, 2; Willys, 2; Anglia, 1; 
Karmann-Ghia, 1; Mercedes, 1; 
Packard, 1; Prefect, 1, and Tri- 
umph, 1. 

Truck registrations in November 
totalled 378, off slightly from the 
383 recorded a month earlier. 

By make, they were: Chevrolet, 
142; Ford, 113; International, 65; 
White, 26; GMC, 11; Mack, 9; 
Dodge, 5; Diamond T, 4; Autocar, 
1; Kenworth, 1, and Volkswagen, 1. 
—(Ruby Fenoglio.) 

. > 


Manhattan, Kans. 


New-car sales in Riley County 
(Manhattan), Kans., continued to 
decline in November. There were 
60 registrations against 62 in Oc- 
tober. The decline in sales has been 
steady since July when 132 new 
cars were registered. In August 
there were 89; in September, 85. 

Used-car sales held steady, with 
244 units registered in November 
and the same number in October. 

Sales of new trucks gained 
slightly. There were 8 sold in No- 
vember, compared with 6 the pre- 
vious month. 

Used-truck sales jumped from 10 
in October to 20 in November.— 
(George M. Hunholz.) 

. > ” 


Ottawa 


New-car sales were moving well 
early in December in Ottawa, but 
approaching holidays have slowed 
business. 

In some cases, sales reportedly 
equalled the volume of the rec- 
ord December of 1954. Some 
dealers have been hampered by 
slow deliveries from the fac- 
tories. 

Several dealers reported they had 
received cancellations because cus- 
tomers were disappointed when 
they could not get delivery quickly 
enough.—(M. L. Schwartz.) 


Planning Automotive Service Show— 


Meeting with Lt. Gov. Sumner Whittier of Massachusetts, Maurice W. Persson, president, 
and Stanley F. Stowers, secretary, of the 1957 National Automotive Service Show, 
review promotion plans for the event, scheduled for Boston's Commonwealth Armory, 
May 23-26. Some 300 manufacturers of automotive equipment, parts and accessories 


have reserved display space at the show. 


the Construction” contest. 


°'57 Studebaker Ad Officers 


Dealers Elect Representatives in Six Zones; 
Trustees, Executive Body Named 


SOUTH BEND.—Election of 1957 


| stock, Ill, and Ed Wehe, Milwau- 


officers to serve on six Studebaker| kee. 


zone dealer advertising associations 
have been announced. 

CINCINNATI ZONE: Joseph E. Shep- 
pard, president, Cincinnati; Virgil 
Gray, vice-president, Pikeville, Ky., 
and Harry McNeer, secretary-treas- 
urer, Portsmouth, O. 

Members of the executive com- 
mittee, which includes the offi- 
cers, are: Alva Marshall, Xenia, 
O., and Ray J. O’Brien, Marie- 
mont, O. 

Trustees are H. A. Keeling, 
Franklin, Ind.; F. J. Bowling, Sey- 
mour, Ind.; Wayne Edmonson, 
Evansville, Ind.; H. L. Hoffman, 
Jasper, Ind.; LeRoy Gale, Indian- 
apolis; N. F. Hollingsworth, Marion, 
Ind.; J. Robert Rigg, London, O.; 
Harry S. Blethen, Huntington, W. 
Va.; Edgar H. Parsons, Beckley, 
W. Va.; Shelby Parkins, Charles- 
ton, W. Va., and J. R. Madon, Pine- 
ville, Ky. 

Cuicaco zone: Vic Freeman, pres- 
ident, South Bend; Walter 
Schroeder, vice-president, Berwyn, 
Ill., and Whit S. Niehaus, secretary- 
treasurer, Burlington, Ia. All re- 
elected. 

Other members of executive 
committee: Bill Dowling, Nennah, 
Wis., and Emil C. Vukovich, Iron- 
wood, Mich. 

Trustees: Nick Zasiebida, Chi- 
cago; Jack S. Perlman, Chicago; 
Lester L. Jones, Michigan City, 
Ind.; R. E. Sparks, Streator, IL; 
Bill Grampp, Davenport, Ia.; Sam 
Frank, Sterling, Ill.; John Kadlec, 
Cedar Rapids, Ia.; Bob Pohl, Fort 
Atkinson, Wis.; Ray Wiehle, Wood- 


Truckers U rge 
Pact on Foreign 


Trailer Customs 


MIAMI. — A decision by the U. S. 
to adopt cargo documentation for 
the international movement of 
truck trailers — now in effect in 
Europe — would save shippers mil- 
lions of dollars, according to Eric 
Rath, president, TMT Trailer Ferry, 
Inc., here. 

A resolution by the executive 
committee of the American Truck- 
ing Assns. has asked the State 
Department to adhere to the inter- 
national agreement permitting free 
a of truck trailers, Rath 


Under the agreement, Rath said, 
a booklet, called a “carnet,” accom- 
—_ the trailer. It works like 


A loaded trailer in the U. S. is 
brought to a U. S. Customs office 
and is inspected, then the official 
seals it, removes one of the coupons 
and certifies the carnet. 

The trailer then is moved to a 
port, placed on a “trailership” and 
earried overseas to Europe. The 
trailer then can be moved across 
the borders of as many as 12 
countries without being opened for 
customs inspection. 

One coupon is removed from the 
carnet each time the trailer enters 
or leaves a nation. 


MINNEAPOLIS zone: H. E. Berrell, 
president, Fargo, N. D. (reelected); 
|Randolph Light, vice-president, 
Minneapolis, and Willis A. Hutch- 
inson, secretary-treasurer, Duluth 
(reelected). 

Trustees: Lawrence Burke, 
Anoka, Minn.; Ferris Dooley, Man- 
kato, Minn.; G. A. Johnson, Owa- 
tonna, Minn.; Howard Smith, 
Bemidji, Minn.; Elmer Larson, 
Montevideo, Minn.; Cecil Bak er, 
Redwood Falls, Minn.; Elvin Lar- 
son, Williston, N. D.; Ben Odou, 
Deadwood, S. D.; Sam Wilson, 
Mitchell, S. D.; Alfred Schultz, Al- 
gona, Ia.; Bill Hawley, Mason City, 
Ia.; Don Cameron, La Crosse, Wis., 
and George Schneider, Stanley, 
Wis. 


Sr. Louis zone: Bernard H. Lin- 
denbusch, president, St. Louis; 
Clayton Johnson, vice-president, 
Mt. Vernon, Ill. (reelected), and 
Robert Peel, secretary-treasurer, 
Hillsboro, Ill. 


Trustees: Stanley B. McClin- 
teck, Maplewood, Mo.; Harry S. 


John 
Capito, 


Powell, Warrenton, Mo.; Mrs. 


R. W. Campbell, 
president, Flint; Dale Davis, vice- 
president, Rochester, Mich. and 
Kari Hosten, secretary and treas- 
urer, Grosse Pointe Park, Mich. 

Trustees: Frank Shephard, Rich- 
mond, Mich.; Erwin Hartman, 
Saginaw, Mich.; Bill Venhuizen, 
Holland, Mich.; George Fischer, 
Muskegon, Mich.; O. Kariger, Fort 
Wayne, Ind.; Chick Boeschenstein, 
Three Rivers, Mich.; Cecil Aldrich, 
Kenton, O.; Bob Hanshumaker, 
Delphos, O., and Irving Katz, De- 
troit. 

BurraLto zone: Norman E. Sny- 
der, president, Oneida, N. Y.; Otto 
Robinson, vice-president, Bingham- 
ton, N. Y.; Max Pepper, secretary, 
Syracuse, and Milton H. Sweet, 
Wellsville, N. Y. 

Trustees: Ervin J. Wolf, Tona- 
wanda, N. Y.; Albert F. Zapfel, 
Cheektowaga, N. Y.; Leonard N. 
Rhodes, Jamestown, N. Y.; L. W. 
Hooker, Hornell, N. Y.; A. R. Perry, 
Syracuse; Carl Carlson, Schenec- 
tady, N. Y., and Bert Ratigan, 
Plattsburgh, N. Y. 


Canadian Sales Boom; 


Dealers Seek Salesmen 
OTTAWA, — New-car dealers 


xpectedly good 
1957 models that sales staffs are 
being increased. 

A shortage of qualified sales- 
men, however, is some 
dealers to train young men in 
larger numbers than usual to fill 
the demand. “It’s not all due to 
good earnings and a_ business 
boom,” said a large dealer here, 
who hinted that quite a few buy- 
ers are being influenced by the 
international situation and ru- 
mors of possible shortages. 
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News to Note... 


Auto World in Brief 


HUNTINGTON STATION N. Y. 
—A further step in the expansion 
program of Permatex Co. has been 
completed with the opening here 
of a new office building. 

The building houses all adminis- 
trative departments, the executive 
staff and the research laboratory. 


DuPont Studies Increase 


In Methanol Production 


WILMINGTON, Del. — E. I. du- 
Pont de Nemours & Co. is studying 
the possibility of increasing by ap- 
proximately 30 million gallons a 
year its production of methanol, a 
synthetic alcohol used for the 
manufacture of automotive anti- 
freeze, formaldehyde and other 
chemicals and as an industrial sol- 
vent. 

The company is preparing plans 
and estimates looking toward a 
substantial increase in the capacity 
of its methanol manufacturing fa- 
cilities at the Sabine River Works, 
Orange, Tex. 





> = > 
Croname Reveals Plans 


For Plant in Niles, Iil. 


CHICAGO. — Croname, Inc., has 
announced plans for a new factory 
and office building in Niles, Ill. It 
will increase by 50 percent the com- 
pany’s facilities for manufacturing 
decorative metal parts and printed 
circuits. 

The building will be constructed 
on a 33-acre site and will have 
277,000 square feet of manufactur- 
ing space, The plant and office will 
employ 1,500 persons. Completion is 
scheduled for early in 1958. 

* = 7 


Canadian Rubber Industry 
Reaches Peak in 1955 


OTTAWA.—Factory selling value | 
of products shipped by Canada’s | 


rubber products industry in 1955 
reached an all-time high of $322,- 
412,379, an increase of 22 percent 
over the preceding year’s $264,184,- 
787, the government has reported. 
The industry shipped 7,844,849 
tires of all kinds valued at $164,444,- 
380 against 6,595,656 at $130,771,056 
in 1954; 2,975,612 tubes worth $8,- 


015,724 against 4,428,193 at $9,728,- | 


090. 


* - > 


Clark’s Rep Moves 


To Mishawaka Plant 
MISHAWAKA, Ind. — Materials 


Handling Equipment Corp. has! 


moved from South Bend to new 
facilities at 215 Lincolnway West, 
here. 

The firm is a distributor of fork- 
lift trucks, straddle carriers and 
Powered hand trucks produced by 
the industrial truck division of 
Clark Equipment Co. A sales engi- 
neer has been added to the sales 
staff and five mechanics to the serv- 
ice department, bringing to 16 the 
number of mechanics available for 
repair work. 

+ . 


White-Autocar Expa 


Truck Distributors 


CLEVELAND, — Four expansion 
moves for White and Autocar truck 
distributors have been announced. | 

Garden State White Co., Camden, 
N. J., has opened a branch office 
at West Landis Avenue, Vineland, 
N. J.; Coastal White Truck Co., 





ment Co. has moved to 2121 E. 
Second Street, Odessa, Texas, 
doubling its size. 

* . = 


Dana Plans New Building 
For Parts Division 


TOLEDO, — Dana Corp. plans to 
build a new central office and ware- 
house facility for its parts division. 

The new building will be built 
adjacent to Dana’s present manu- 
facturing space in Toledo. It will 
total 150,000 square feet in floor 


area. 
* * + 


Canadian Youth Wins 


Chemical Engineer Prize 
NEW YORK.—Don Cianci, 21, 
Montreal, has won first prize in the 
Student Problem Contest Awards 
competition sponsored by the 
American Society of Chemical En- 


gineers. He is a junior technologist 
for Shell Oil Co, of Canada. 

Other winners were Maurice G. 
Lorenz, Lafayette, Ind., second; and 
David Kearns, Berkeley, Calif., 
third, Honorable mention went to 
Jack Voght, Cleveland; Dale R. 
Albright, Somerville, N. J., and John 
M. Wetz, Hardtner, Kans. 

+ * * 


Oklahoma City ‘Father’ 


Attacks Noisy Mufflers 


OKLAHOMA CITY. — Enforce- 
ment of the anti-noise ordinance 
in reference to sputtering mufflers 
which do everything “but play the 
Spanish fandango” has been de- 
manded by Walter Harrison, a city 
councilman. 


Clay Scheid, police traffic direc- 
tor, said some 175-200 arrests are 
made a month but there are “so 
many new fangled types of the 
|noise makers, we can’t keep track 
of them.” 

* e * 
| Cleveland Cap Moves 
Machinery in 4 Days 

CLEVELAND. — Cleveland Cap 
Screw Co., transferring operations 
into its new $5,000,000 plant five 
miles southwest of here, moved 








“I sure appreciate you fellows 
coming in an hour early for our 
little sales meeting.” 





three boltmakers, each weighing 
more than 30 tons, from the old 
plant to the new and installed them | 
ready for operation within four 


days, the firm reported. 


21 


Prell sr. and Louis J. Sever, plant 
superintendent, and Al Koch, main- 
tenance engineer. Prell is co- 
founder of Cleveland Cap Screw. 

+ ? * 


Cummins Engine Opens 


Plant in Scotland 

COLUMBUS, Ind. Establish- 
ment of a plant for manufacture of 
Cummins diesel engines at Shotts, 
Lanarkshire, Scotland, has been 
announced by Cummins Engine Co., 
Inc., here. 

The new company will be a 
wholly owned subsidiary of the In- 
diana firm, and will be known as 
Cummins Engine Co., Ltd. Cum- 
mins Officials estimate the total in- 
vestment at Shotts will approxi- 
mate $4 million during the next two 
years for machinery, tools, fixtures, 
dies, materials and equipment. The 
greater part of the required ma- 
chinery will be purchased from 
United Kingdom sources, 

+ * 2 


Binkley Buys Delay Patents 
| WARRENTON, Mo. — Binkley 


During the first week of the | Mfg. Co. has purchased the Delay 


plant’s close-down for employe 
vacations, the move was made 
under the direction of Charles M. 


patents on load equalizing devices 
consisting of a fifth-wheel mount 
and adjustable tandem mount. 





A Valuable Sales Tool for Every Dealer, 
Dealer Salesman, and Factory Executive: 








Inc., has been appointed distribu- 
tor at Savannah, Ga.; Platt Motor 
Co. is the new White and Autocar 
distributor at Columbus, Miss., and 
West Texas White Truck Equip- 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the countr 


to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 









Automotive News Auto Selling Guide for 1957 


@ Photographs of all 1957 Automobiles 


@ Latest Engineering Developments 
@ Comparative Price Chart 

® Complete Specifications 
@ Market Trends 


All in Full Color 


Appeared in Automotive News 


December 3. 


EXTRA COPIES AVAILABLE ...BUT SUPPLY IS LIMITED. 50c EACH. 


Please Send Check With Your Order to 


Autowatiue News 


DEPT. A—2666 PENOBSCOT BLDG. 


DETROIT 26, 


MICHIGAN 
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Hubba-Hubba 


Dealers’ Service Fights 
Hub Cap Thefts 


MURRAY, Utah. — Three local 
ear dealers have banded together 
to offer free hub-cap marking serv-| By Martin L. Whitmyer 
ice to local residents. The campaign’ Staff Writer 
has paid off in increased goodwill) The battle between television and 
and reduced hub-cap thefts. |newspapers for advertising dollars 

Laury Miller, Inc., Metro Motors| 80es on. ane aig nh ge 
and Zion Motors, Inc., are partici-| Comparative figures for an 
pating in the drive. Marking of the ny assembled by hed Oma 
hub-caps is done in the service de-| ee Sn ee See ee 
partments of the three firms with-| _ They are being used by the or- 
out charge. ganization’s newspaper clients 

; | “to show the need in 1957 for 

Murray police report that since! continuity and increased news- 
the campaign started, three months! paper advertising space if new 
ago, only one hub-cap has been re-| cars are to be sold instead of 
ported lost through theft. high-price talent.” 
ere | Jack Kent, sales manager for 
| Ward-Griffith, described the figures 


| as a new “eye-opener” on the auto- 
|motive industry’s need for news- 
| paper advertising. 
| Kent said the automobile in- 
| dustry expended approximately $76 
| million in 1950 for ail types of ad- 
| vertising. This produced an aver- 
| age advertising cost per car of ap- 
| proximately $12.50. 

“At that time, television was not 
|a big factor in advertising expen- 


Affecti 











mn STEMAC 






| diture,” Kent said. “However, if 
| We were to place that dollar expen- 
PERSONALIZED |diture at the 1955 rate for similar 
NAME PLATES | impact, the cost would be approxi- 


|mately $106 million. This is based 
|} on an average 40 percent increase. 
“Yet measurable expenditures 
in 1955 were actually $194 mil- 
lion, and, more important, this 
figure did not include television 
talent and production charges. 
| Nor did it include the special 
dealer fund appropriations con- 
tributed by some dealers, 

“Using the $194 million figure 

|}Mmeans that the automobile in- 
dustry spent approximately $27 per 
car in 1955, or well over double its 
expenditures of 1950. 
“I submit that television must ac- 
|ecount for a good share of the dif- 
|ference, and, if you added talent 
and production charges of tele- 
vision into this figure, it would 
increase the cost at least $7 a car, 
or almost three times the 1950 
figure,” Kent said. 

“A key to automobile advertising 
| Success is that the advertising has 

been geared to follow sales, The 
best way to gear advertising to 
USED CAR DEALERS |/sales is in the newspapers. 
“Of course, television has its 
place in the institutional advertis- 
ing of automobiles, but it is not the 
‘glory road’ dealers at first thought 
it was. 

“All that any advertising can 
| do is to bring traffic into dealer 
| 
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Denver, Colorado 
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Manufactared by 
Macton Co. 


DYKE LANE 
Stemford 2, 
Coas. 





We can supply you with 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 
dowest -wholesale prices 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Gone 37, IMlinois 
Phone: MUseum 4.6969 
Ask for Ben Geller 








showrooms. The final sale, in any 
case, must be made by the dealer. 
The wise dealer considers the 
costs of opening the door. Much 
of the increased cost per car in 
advertising between the years 
1950 and 1955 must be traced to 
television.” 

The survey of ad costs for dealers 
showed Chevrolet cost-per-car ex- 
penditures up from $6.12 in 1950 to 
$19.57 in 1955; Buick, from $18.45 to 
$26.74; Pontiac, from $9.48 to 
$22.32; Oldsmobile, from $12.41 to 
$20.52; Cadillac, from $28.17 to 
$41.32; Ford, from $8.07 to $18.65; 
Mercury, from $17.61 to $34; Lin- 
coln, from $57.14 to $149.48; Chrys- 
ler, from $18.62 to $85.75; DeSoto, 
from $21.38 to $56.72; Dodge, from 
$15.20 to $48.07; Plymouth, from 
$7.89 to $2133; Packard, from 
$28.41 to $98.56; Studebaker, from 
$13.34 to $50.17; Hudson, from 
$24.26 to $57.30; Nash, from $19.25 
to $47.24, and Willys, from $15.56 
to -$82.46. 

“These figures should not be con- 





THE BOOK 
THAT GIVES 


Wholesale Costs of All New 
1957 Cars 
and Equipment! 
Now you can know the exact 


Wholesale Cost of competitive sidered as absolute, but rather a 
— 2oS Seay = reflection of the fact that tele- 


vision is taking a greater share of 
the automobile advertising dollar 
today,” Kent said. 

The advertising costs in these 
figures are for measured media 
only — newspapers, national 
magazines, Sunday supplements, 
farm publications and network 


You'll never want to be without it. 
Prove this book's authenticity and 
high value to you without risking a 
cent. We will send you a copy of 
“AUTO COSTS” for your free inspec- 
tion. Fill out coupon and 
mail at once. 
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more Vermont communities as the} Phoenix, Ariz. Wiggs has beén q 
result of a decision handed down/| salesman tor Kaiser in Los Angeles 
by Judge Natt L. Divoll in Wash-| for six years. 

ington County Superior Court. gs 

The ruling upheld a contention Names 

made by a Barre outdoor advertis-| George Balasses, former manag- 
ing firm that the ordinance in the/jing editor of Car Life magazine, 
town of Hartland, where the com-/has joined Arthur Schmidt & As. 


fund moneys, such as Lincoln,| pany was denied a sign permit, did| sociates on the public relations 
Mercury and Ford, and in some| not meet requirements of the state agency’s Sharon Steel account. 


cases, Chevrolet and Chrysler, 
* + o 


Allstate Renews Allen Pact 


Allstate Insurance Co. of Chi- 
cago has renewed its sponsorship 
of “Mel Allen’s Sports Report” on 
the ABC Radio Network. 

The 52-week contract on the 
Monday through Friday, 6:35- 
6:45 p.m., EST, broadcasts is ef- 
fective Tuesday, Dec. 18. Chris- 
tiansen Advertising Agency, Inc., 
Chicago, placed the business for 
Allstate. 

* * 


+ 
Look Profiles Ahrens 
“The Life of a Solid-Gold Sales- 


man” is the title Look magazine 


Don Ahrens and his career as No. 


come America’s of suc- 


cess.” 


“symbol 


Authored by George Koether,| column on auto racing and the mo- 


Look’s automotive editor, the pro- 
file of the Cadillac general manager 
appears in the Dec. 11 issue. 

> * a 


C-C Drops TV Plan 


| Crowell-Collier Publishing Co. 


has announced its intention to with- 
draw its application to the Federal 


| Consolidated Television & Radio 
Broadcasters, Inc. 

Simultaneously, Crowell-Collier 

| and Consolidated announced can- 

cellation of the purchase agree- 
ment on which the FCC applica- 
tion was based. They announced 
that Crowell-Collier is paying 
each stockholder of Consolidated 
who had accepted its offer his 
pro rata share of $100,000 liqui- 
dated damages provided for in 
the agreement. 

In making these announcements, 
Paul C. Smith, president of Crowell- 
Collier, said that, due in large 
measure to conditions which have 
arisen in the money market, financ- 
ing previously completed developed 
costs and terms which made it 
impractical for the company to 
prosecute further its application to 
the FCC. 





* * * 


Mohawk Retains Liggett 


Mohawk Rubber Co., Akron, has 
retained Carr Liggett Advertising, 
Inc., Cleveland, to conduct a nation- 
wide advertising campaign. 

In addition to trade and business 
papers, the new advertising pro- 
gram outlined by Carr Liggett also 
makes provisions for direct mail, 
point of purchase displays, dealer 
promotions, special dealer literature 
and other selling aids. 

* = > 


Ruling Aids Billboards 
Zoning regulations aimed solety 

at restrictions on billboard adver- 

tising may be nullified 


in 40 or 





og 


Petry Plans Board 


enabling act, 
- Jack Kleene has been elected 
Judge Divoll found that neither | vice-president of Florez, Inc., De. 


the town nor its legislative body|troit sales, training firm. He has 
had legally adopted zoning regula-| een with the firm for 10 years. 


tions because no provisions were 
made for a “comprehensive plan”| William G. Licht has been named 
assistant account executive 


of zoning. A number of other Ver- 7 : 

mont communities are said to have | handling marketing development in 

| similiar illegal ordinances aimed|the merchandising department of 

only at billboards and not provid-| Campbell-Ewald Co. Detroit. He 

ing a comprehensive zoning plan.| formerly was a member of the 
The Vermont Roadside Council sales department of Cadillac. 

has been instrumental in getting; Francis O’Neil has joined the 








the billboard restrictions adopted | executive staff of the Detroit office 


in the various areas. 
= * * 


O'Reilly Quits NASCAR 


| ruary, 1954, has completed his con- | 
1 salesman of the car that has be-|tract with NASCAR and has 
| decided to devote his entire time 
| to writing a syndicated newspaper | 


| tor sports. 
Jack Senn, director of special 
activities for NASCAR, has taken 
| over the news bureau. 
| * * * 


|\No Budget; No Job 


Dave Thomas and Robert E, Fil- 
lietaz, publicists for the New Mex- 


Communications Commission for) ico Motor Carriers’ Assn., Inc.,| 
approval of its acquisition of the| have been discharged for budget- | 
radio and television properties of! ary reasons. 


| The association’s managing 
| director, Leslie R. Thomas, will 
handle their duties, including the 
| monthly magazine, “New Mezico 
| Transporter.” 
* * * 


Schott Picks Agency 
| Charles J. Schott, president of 
| Schott-Lippert Buick, Inc., Dayton, 
|O., has announced the appointment 
| of Bridges-Sharp & Associates, Inc., 
| Dayton, to handle the firm’s ad- 
| vertising and public relations pro- 
gram. 

Jack C. Sharp jr. is the account 
| executive. 





* * * 


Geyer Gets Hudson Account 

The advertising accounts for 
Hudson and Metropolitan cars 
have been placed with Geyer Ad- 
vertising, Inc., according to Fred 
W. Adams, director of automo- 
tive advertising and distribution 
for American Motors. 

Geyer now will handle all AMC 
advertising, since it also has the 
Nash, Rambler and Kelvinator 
accounts. 

Hudson and Metropolitan ad- 
vertising formerly was handled 
by Brooke, Smith, French & Dor- 
rance, Inc., Detroit. 

> + * 


Kaiser Appoints Wiggs 
C. L. Emerson, genera! sales 
manager, Kaiser Steel Corp., has 
announced appointment of James 
A. Wiggs as sales representative in 


Holds Meeting— 


| Don O'Reilly, director of the! 
has given its article on Cadillac’s| NASCAR News Bureau since Feb- | 


| New York 1,N.Y. television. 
Outdoor advertising was mea- 
FREE TEN-OAY TRIAL OFFER] _ ,| sured in 1955 but not in 1950, while 
1 Sern Nain tect eta Beers ten tee ee ©6' | network radio is measured for 
a) Een tO sea come ORES ot cites Be seven months only in 1955. Spot 
| Nome television and spot radio were not 
Title measured. 
| compony No talent costs, direct mail, 
Address dealer helps or company-published 


Zone __ Stete 


c— 
$ 


consumer magazines are included. 
Also not included are some dealer 


The first meeting of the new Plans Board of Edward Petry & Co., Inc., station rep- 
resentatives, was held recently in New York. At the meeting, which covered virtually 
all phases of company operations, were, seated, from left, Lee Redfield, special serv- 
ices manager; Bill Steese, radio promotion manager; Bill Maillefert, vice-president, 
radio; John Ashenhurst, radio manager, Chicago office; Thomas E. Knode, television, 
vice-president and board chairman; Charles Philips, TV sales development manager; 
Robert Hutton, TY promotion manager; Martin Nierman, Eastern TV sales manager. 
Standing: Jim Eshiman, Eastern sales manager; Lovis Smith, TV manager, Chicago 
office; and Bill Cartwright, radio manager, Detroit office. 


|}of Kudner Agency, Inc. He previ- 
lously was with Brooke, Smith, 
French & Dorrance Advertising, 
| Detroit. 


Roger M. Johnson has been 
|}named vice-president in charge of 
|; media and research in the Los An- 
| geles office of Erwin, Wasey & Co, 
| Johnson has been with the agency 
|for five years. 


Richard E. James has replaced 
| Bruce Kerr in the Los Angeles of- 
| fice of MacManus, John & Adams, 
'Ine., national ad agency servicing 
the Pontiac and Cadillac accounts. 
Kerr has joined the sales staff of 
| Cadillac in Los Angeles, 


| Harland G. Walter, former De- 
|troit manager of Fawcett Publica- 
tions, has joined the staff of Ad- 
vertising Sales Associates as Ohio 
and Michigan representative. 


| John A. Kuneau has been ap- 
| pointed a vice-president and ac- 
| count supervisor of Grey Advertis- 
ing Agency, New York. Kuneau 
|formerly was with Fletcher D. 
| Richards, Inc., ad agency. 
| Rebert C. McBrine has been ap- 
| pointed vice president in charge of 
lthe eastern sales division and 
George D. French, vice-president in 
|charge of the western sales divi- 
|sion of Outdoor Advertising, Inc. 
McBrine joined OAI as an account 
|executive following World War IL. 
| French joined OAI in 1938. 


Vernon Bingham, former account 
|executive for the public relations 
\firm of Venn, Cole and Price, of 
Miami, has been appointed trade 
promotion coordinator for R. G. Le- 
Tourneau, Inc., Longview, Tex. 

Sydney E. Cowlin, advertising and 
sales promotion manager for the 
Reliance division in Massillon, O., 
has been appointed director of mar- 
ket research for Eaton Mfg. Co. 
Cleveland. 

Five new members have been 
named to the recently - formed 
Plymouth Account group at Grant 
Advertising, Inc., Detroit. They are 
Robert C. King, Adele Hager and 
Jerome A. Handman, copy writers; 
Thomas B. Johnson, assistant to 
the public relations and merchan- 
dising directors, and Phyllis Shank, 
media director. King formerly was 
with W. B. Doner & Co.; Miss 
Hager, with Simons-Michelson Co.; 
Handman, with Denman & Baker, 
Inc.; Johnson, with Dun & Brad- 
street, Inc., and Miss Shank, with 
D. P. Brother & Co. 

John Stanton has been named 
New York sales manager for Wom- 
an’s Home Companion. He has been 
with the magazine since 1953. 


Edward P. Seymour has been 
named advertising director of 
Crowell-Collier Publishing Co. Ed- 
ward W. Hellier jr., formerly as- 
sistant to the president, has been 
appointed assistant ad director. 

Clyde C. Bennett jr. has been 
named account executive on the 
United Motors Service and Delco 
Battery division account at Camp- 
bell-Ewald Co. 

Lyle F. Carpenter has been named 
assistant sales promotion manager 
at Buick. He succeeds Richard B. 
Cogswell, who has been transferred 
to Dallas as assistant zone man- 
ager. Carpenter has been with 
Buick since 1954, 

Harrie L. Bleecker jr. has been 
named research consultant on the 
staff of the research department at 
Campbell-Ewald Co., Detroit. He 
formerly was with the sales analy- 
sis department of Mercury. 

John H. Rust has joined the pro- 
duction staff of Foote, Cone & Beld- 
ing’s Detroit office. Rust formerly 
was with J. L. Hudson Co., Detroit; 
Chevrolet and Kaiser-Frazer. 
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Advice in Age of High Rates... 
Tax Planning Saves Money 


Eprror’s Note: The following is 
based on information supplied by 
the American Institute of Ac- 
countants and has been checked 
by the Internal Revenue Service 
for accuracy. 

* +. a 

. oe te tax planning in 

today’s business world of high 
tax rates is no longer “big business 
foolishness.” Last-minute tax wor- 
rying with no year-around tax 
thinking can result in the loss of 
sizeable savings for small and 
medium-sized businesses when it 
comes time to file a tax return. 

For example, assume that last 
summer you were forced to replace 
your air conditioner. You shopped 
around and found you could either 
sell your old unit to a private party 
for $500, or a dealer in town would 
give you a trade-in allowance of 
$500 on it. 

That seemed like six-of-one- 
half-a-dozen-of-another to you; so 
without thinking—or worrying— 
about tax matters you traded in 
the old air conditioner. 

To prove how such a seemingly 
simple business decision such as 
this can affect how much tax you 
will have to pay, let’s assume fur- 
ther that the air conditioner which 
you traded had originally cost $2,- 
500 and that you had taken $1,000 
depreciation on it. 

This meant its cost for tax pur- 
poses was $1,500, and you were 
going to “lose” $1,000 whether you 
accepted the dealer’s trade-in allow- 
ance of $500 or sold to the private 
party for $500. 

So far still six-of-one-half-a- 
dozen-of-another, but now since you 
elected to trade in your old air 
conditioner, let’s see how you can 
claim a deduction on a tax return 
for your $1,000 loss. The answer is 
simple. You can’t. All you can do 


Columbia Accepts 
$50,000 to Study 
Traffic Safety 


NEW YORK. — The American 
Automobile Assn.’s foundation for 
traffic safety has offered Columbia 
University’s teacher’s college a $50,- 
000 grant to finance safety research 
and the college has accepted. 

Dr. Ralph R. Fields, Columbia, 
said that the funds will be used to 
open a minimum two-year program. 
At the end of this time, progress 
will be reviewed by the foundation 
to see if work should be continued. 

Objectives are: Research basic 
causes of accidents; find best ways 
to reach public with this informa- 
tion; determine best techniques for 
teaching driver and traffic educa- 
tion to young people; develop and 
publish instructional materials for 
schools, and encourage graduate 
study in driver and traffic educa- 
tion. 

The AAA foundation said it long 
has felt the need for more basic 
research to define problems of 
traffic safety. 











is add the amount of the loss to 
the cost of your new unit, and 
eventually receive tax credit for 
your loss in the form of slightly 
higher depreciation deductions. 

On the other hand, if you had 
made a bona fide sale of your old 
unit to the private party and a 
separate purchase of a new unit 
from a dealer, you would have 
established a $1,000 loss which 
could be claimed as a loss deduc- 
tion.on a tax return and used 
to offset regular income, 

It is not always true, of course, 
that a loss deduction on the tax re- 
turn is worth two in the bush of 
depreciation, but a general rule to 
consider when you are trying to de- 
cide whether it would be more ad- 
vantageous taxwise for you to sell 
or trade in an asset is: Sell “loss” 
property to obtain a deduction, and 
trade “profit” property to avoid the 
tax which must be paid on any 
profit realized from the sale of an 
asset. 

You may find that you have sold 
yourself into a capital gains tax 
or traded yourself out of a loss de- 
duction if you have not figured 
your depreciated costs correctly. 

This is a matter you should dis- 
cuss with a certified public ac- 
countant. Not only can he verify 
the accuracy of your mathemati- 
cal computations, but he can also 
explain the advantages and dis- 
advantages of the various 
methods used to compute depre- 
ciation. It could be that the 
methed you used or are using is 
not the one most suited to your 
business needs from a tax stand- 
point. 

For example, if you asked a CPA 
whether you should use the 
straight-line or declining balance 
method to depreciate your new air 
conditioner, one of the first ques- 
tions he might ask you would be: 
What are your cash requirements 
and what are your profits likely to 
be? 

. 7 > 
Pr, YOU are thinking of expand- 
ing and need additional cash 
within the next few years, he might 
recommend that you use the “new” 
declining balance method to com- 
pute depreciation. 

The declining balance method 
“speeds up” or increases deprecia- 
tion rates. This starts the chain 
reaction to your objective of re- 
taining cash in the business. When 
you increase depreciation rates you 
also increase allowable deprecia- 
tion deductions on your tax return. 

The amount you may write-off 
the first year is twice what it 
would be if you used the straight- 
line method; so by applying a 
$1,000 instead of $500 depreciation 
deduction against your regular in- 
come, you are going to reduce 
your taxes, and cash that does 
not have to be paid out in Federal 
taxes can be retained in the busi- 
ness for expansion purposes, 

It seems all good things eventu- 
ally come to an end, however, and 
while in the first year the declining 
balance depreciation rate may be 





Launch Guessing Contest— 


A used car was given away each week for 14 weeks during a “mystery mile 





contest sponsored by Hamilton Cadillac-Oldsmobile in Wichita. Contestants were 
required to guess the number of miles travelled by a huge spinning wheel displayed 
in front of the dealership. The firm also offered a ‘57 Oldsmobile as a special grand 
prize. From left, Wichita Mayor H. D. Lester launches the contest while Earl Powell, 
dealership general manager; John Bach, advertising account executive, and |. B. 


Hamilton, owner of the firm, look on. 





double that of the straight-line, this 
differential diminishes in succeed- 
ing years until declining balance 
deducations are even less than they 
would be under the straight-line 
method. This is why it is important 
that you consider current and fu- 
ture earnings before you select a 
depreciation method. 

For example, if your current 
earnings are low, or if you are 
putting in a new line of merchan- 
dise and the results of this expan- 
sion will take a few years to show 
in your earnings, it might be more 
advantageous taxwise for you to 
use the straight-line method of 
computing depreciation. 

* * = 
HE straight-line method does not 
“speed up” depreciation deduc- 
tions. It spreads them out equally 
over the estimated useful life of the 
asset. So, when you use a straight- 
line method you are saving, in a 

sense, for a rainy day. 

When you earnings improve or 
increase, you will have more sub- 
stantial depreciation deductions to 
apply against those earnings. There 
usually is no point in increasing a 
loss or reducing low earnings by 
claiming additional depreciation de- 
ductions when you do not need 


them. 


A point to remember when you 
are trying to decide whether to 
buy new or used equipment is 
that second-hand equipment must 
be depreciated by the straight- 
line method. This tax factor 
should be considered, because loss 
of the opportunity to use the de- 
clining balance method with its 
rapid writeoff feature may can- 
cel any immediate savings ef- 
fected by the purchase of used 
equipment. 

The matter may have been de- 
cided and forgotten many years 
ago, but a basic question business- 
men should consider from time to 
time—and one which has many tax 
implications — is whether to do 
business as a proprietorship, part- 
nership or corporation. 

There may be personal or pro- 
fessional factors that force the 
selection and maintenance of a non- 
corporate form of organization, but, 
depending on the earnings of the 
business and the amount of those 
earnings you may need to with- 
draw, there are certain tax ad- 
vantages to be gained by incorpora- 
ting a new or expanding company. 

a . o 

INCE proprietorship and part- 

nership income is taxed at in- 

dividual rates, which range any- 
where from 20 to 91 percent, and 
corporation earnings are taxed at 
corporate rates of 30 percent on the 
first $25,000 earned during the year 
and 52 percent on the excess, it 
might appear that if you have rela- 
tively low income the proprietor- 
ship-partnership rates are lower. 

However, you must also con- 
sider that the corporate tax carries 
with it the privilege of deducting 
a reasonable salary paid to an 
employe-owner. The employe- 
owner has to pay a personal tax 
on his salary, of course, but if 
he were not incorporated, he 
would have to pay a personal tax 
on all the money earned by the 
business. 

If the retained earnings of the 
company are taxed at a corporate 
rate, which is lower than what the 
personal tax rate would be, the 
employe-owner would benefit by 
having additional funds available 
in the corporation for expansion 
purposes. These funds may be ac- 
cumulated in a corporation up to 
$60,000 without further tax penal- 
ties, and even higher if the corpora- 
tion can prove a need for them. 

These advantages — while they 
may cut your current tax bill and 
increase working capital for expan- 
sion needs—can be lost if you have 
jumped into a corporation without 
first reviewing your own long-range 
cash requirements. 

If you continually are forced to 
withdraw money from the cor- 
Porate earnings to pay personal 
expenses, you will have to with- 
draw these funds in the form of 
dividends, That means the cor- 
poration will have to pay tax on 
the earnings you are withdrawing 
as dividens, and you will have to 
pay tax on the dividends received. 
The “double tax” on earnings and 








dividends can nullify any tax ad- 
vantage from incorporation when 
earnings must be withdrawn im- 
mediately as dividends. 

Many businessmen seek pro-| 
fessional advice about tax matters 
as they do professional assistance 
with their golf game — when the 
slice has become almost unbearable. 
You can save tax dollars by realiz- 
ing that business decisions made in 
the fall affect the amount of tax 
you must pay in the spring. Prac- 
tice year-around tax thinking, and 
consult a certified public accountant 
when you are in doubt as to the tax 
effect of even the most routine 
business decision. 


Seiberling Offers 
New Recap Rubber 


AKRON. — Premium 125 Tread 
Rubber, said to be a “higher mile- 
age” recap rubber, has been de- 
veloped by Seiberling Rubber Co. 

The company said two years of 
tests have shown that the new 
product will provide “a minimum of 
25 percent more mileage at ap- 
proximately a 10 percent increase in 
cost” over cold rubber. 

Seiberling described the product 
as incorporating “the better quali- 
ties of cold rubber and natural 
rubber” and said it contains a heat- 
dissipating factor much nearer that 
of natural rubber. 


McDaniel Motor Opens 
McDaniel Motor Co., Wallowa, 
Ore., has been awarded a Chevrolet- 
Oldsmobile franchise.The com- 





pany is located at E. Furst and 
North streets. 
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Sure-Car Corp. 4 
Offers Warranty 
To U.C. Dealers 


SEA CLIFF, Long Island, N. Y.— 
A used-car warranty that pays all 
expenses during the first year of 
ownership and protects the buyer 
anywhere in the nation is being 
offered by American Sure-Car Corp. 


When a dealer signs up for the 
“Sure-Car Plan,” company repre- 
sentatives visit his lot and inspect 
his stock of used cars. Those meet- 
ing the warranty firm’s require- 
ments are tagged with the “Sure- 
Car” seal. 


The tagged cars are guaranteed 
for a year. American Sure-Car pays 
all the buyer’s repair bills if trouble 
develops within that period. Per- 
formance of the warranty is guar- 
anteed by a nationally known in- 
surance company, the firm said. 


American Sure-Car is headed by 
Al Vogel and Roger Marshall, 


3 Presidents 
Dealer Tallman Buys 


A Classic 


DECATUR, Ill. — Jack Tallman 
(Cadillac) has purchased a Cadillac 
convertible sedan used by Presi- 
dents Franklin D. Roosevelt, Harry 
S. Truman and Dwight D. Eisen- 
hower. 


Tallman, a collector of antique 
cars, bought the car for $1,500 and 
considers it a “classic addition” to 
his collection. It originally was 
built for President Roosevelt in 
1938. 





No more crushed 


license plates 
and frames! 
with the 


aS Tes 
PROTECTOR 
BRACKET — 


protects grilles, 


beautifies cars! 


Installed in 15 seconds! Made of special oil-tempered, hardened steel, 
to fit all makes of cars 1950 thru 1957. 


Exceptionally low-priced for volume sales! 


Available for immediate delivery. 


Attractively packaged—ideal combination with Benmatt License Plate 


Frames. 


Write or wire for name of our nearest representative—there's one in 


every principal city. 


THE BENMATT ORGANIZATION 


3447 E. 15th Street 
Los Angeles 23, Calif. 





962 Milwaukee Avenue 
Chicago 22, Ill. 
























VOLTAGE REGULATOR TESTER — The 
B-K No. 4-55 tester for voltage regulators 
is said to give faster operation because 
hookup changes are unnecessary. A flick 
of a switch changes the reading from 
six to 12-volt. Large-faced, easy-to-read 
dial and calibration expedite precision 
setting of voltage regulators, it is claimed. 
B-K Service Products, indianapolis, Ind. 




















CARBURETOR TOOL — The Carb-Setter 
is an easy-to-handle tool designed to hold 
most of the popular-type carburetors in a 
stationary upright position while a 
mechanic is working on it. Made of dura- 
ble die cast metal, the unit features inter- 
changeable steel pins and a wide base 
that will not tip over. Offenhauser Equip- 
ment Corp., 5156 Alhambra Ave., Los 


Angeles 32, Calif. 












* 



















FLASHLIGHT HOLDER — Engineers of 
Burgess Battery Co., Freeport, Ill., claim 
to have solved the motorist's problem of 
where to put the car flashlight. They have 
developed a bracket which mounts on the 
bottom inside edge of the dash and 
swings the holder and flashlight up out 
of sight behind the dash. Designed to fit 
any moke, model or year of car, the 
“Hyd-Away"™ bracket is finished in chrome 
and holds any standard flashlight by 
gripping it with four steel arms shaped 
to the contour of the flashlight, it is 
claimed. 






































TOW BAR — A tow bar designed for 
Volkswagens used by dealers for pickup 
and delivery service has been marketed 
by Walker Body Works, 9000 Olympic 
Bivd., Beverly Hills, Calif. The bar is en- 
gineered to be concealed under the hood 
when the car is not being used for tow- 
ing purposes. A Universal model is avail- 


able to fit all cars. 
ee 


Machine Dispenses Towels 


_ In Convenient Bundles 


A machine designed to dispense 
' shop towels in bundles of five or 
' 10, one bundle at a time as 
‘ required, has been announced by 
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NEW PRODUCTS 


Industrial Wiping Cloth Co., Inc., 
29-28 Forty-first Ave., Long Island 
City 1, N. Y. 

The dispenser holds 1,000 clean 
towels, while the bottom of the 
machine holds the same amount of 
soiled towels. When five (or 10) 
soiled towels are thrown into the 
bin, the machine automatically 
delivers five (or 10) clean towels. 


5 
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VULCANIZED RUBBER The Chem 
Rubber-Fix kit is said to make vulcanized 
rubber without heat, pressure or mold 
equipment. Chemical vulcanization starts 
the instant two natural rubber compounds 
are combined in equal quantities, it is 
claimed. The resultant “putty” self vul- 
canizes to the same characteristics as heat 
vulcanized rubber, and can be hand 
molded to any contour. The kit contains 
one pound of tan and one pound of black 
putty, plus Y% pint of bonding fluid. 
Patch Rubber Co., 884 W. Waterloo Rd., 
Akron 14, O. 





VISE — The Wilton Rapid Titan 3-Way 
vise is said to serve as a woodworker's 
vise, metal working vise, and pipe vise, 
opens and closes automatically, and has 
unlimited takeup. It comes with remova- 
ble fiberboard jaw faces, 3%, inches deep 
by 5 inches long. Beneath these are 
serrated steel jaws that lock metal work 
pieces, and the throat of the vise contains 
built-in pipe jaws to hold pipes, rods, 
and all round objects. The vise also fea- 
tures an anvil surface of more than 7 
square inches. Wilton Tool Mfg. Co., 


Inc., Schiller Park, Ill. 
= eo 6g 





POWER PEDAL — The Arnold Power 
Pedal is said to be an inexpensive sub- 
stitute for full power brakes. Measuring 
12 inches in length and weighing less 
than 2 pounds, the pedal achieves the 
same braking effect as normal full power 
brakes. Technically, it works on the prin- 
ciple of compound leverage utilizing a 
sliding fulcrum process, it is claimed. The 


pedal may be installed in any car or 
truck, including those with suspended 
pedals. Arnold Devices, Inc., 383 First 


Ave., New York, N. Y. 
* 





NUT ASSORTMENT — A convenient 
assortment of Manifold nuts now is avail- 
able from Belkamp, Inc., indianapolis, Ind. 
The assortment contains 72 pieces of 
washer-faced, hex-head type nuts in sizes 
from 5/16 to Ye inch, packed in plexi- 
glass cabinet with bin spaces labeled for 
quick identification. 





TEST ROLLS — A set of test rolls which 
can serve as the nucleus of a complete 
dynamometer has been announced by 
Clayton Mfg. Co., Box 550, El Monte, 
Calif. Called the Clayton Dynaroll, the 
set can be converted into a complete 
unit for dynamic or dynamometer testing 
by the addition of a power absorption 
unit or an inertia flywheel or both, plus 
any other desired equipment for complete 
quality control. The units airlift has an 
air-operated ram that lifts a car out of 
the rolls and locks both rolls and platform 
in a flush floor position, it is claimed. 

-— = 





POWER TIMING LIGHT A power 
timing light that operates from car bat- 
tery and automatically adjusts to either 
six or 12-volt systems has been marketed 
by B-K Service Products, Indianapolis, Ind. 
it is claimed that a superior optical lens 
and improved wiring produces a sharply 
focused beam that is visible even in 
bright sunlight. Other features include a 
cast metal case, pistol-grip design with 
trigger control, and a distributor insert 
for weatherproof ignition systems. 

a a 
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BEAD BREAKER — Breaking beads on 
all tubeless tires from 17.5 through 24.5 
wheel sizes is said to be a one-man 
operation with the Bishman No. 937 bead 
breaker. The unit can be used on all 
tubeless tire rims and wheels, steel or 
aluminum, it is claimed. Wheel size is 
set by a simple pin adjustment. In use, 
the tool is laid across the rim or wheel 
and the handle raised to engage and lock 
the rim jaws. Pushing down the handle 
forces the bead breaker shoe down to 
break the beed, it is claimed. 

* 





MASKING TAPE — Shuford's Shurtape 
is said to feature adhesives that stick 
tight and strip clean, hot or cold, rain or 
shine. Three types of masking tape is 
available for paint shop requirements: 
General purpose; high temperature tape, 
holds fast in oven or under heat lamps; 
and flat back tape for straightline work— 
thinner, less paint build-up, edges stay 
flat, it is claimed. J. E. Fricke Co., 40 
N. Front St., Phitedeiphic 6, Pa. 

* * 


Briggs Filtration Expands 


Replacement Cartridge Line 
Briggs Filtration Co.. Washing- 

ton, has expanded its line of re- 

placement cartridges to include full 


| coverage of off-the-road equipment 


and small marine requirements, as 
well as the truck, bus and car field. 

This expanded coverage features 
products designed to meet original 
equipment specifications, Briggs 
said. It added that the broadened 
scope of operations was made pos- 
sible by the recent addition of the 
new “super-flow,” pleated paper 
line, 





FIBERGLAS CANOPY — This unique 
canopy of Alsynite translucent corrugated 
panels is said to give protection from 
glare and heat of sun, adding colorful 
trim to display areas. Alsynite is made 
by combining glass fibers with polyester 
resins under heat and pressure. The 
resulting product, available in a variety of 
colors and styles, is not only shatterproof 
but requires no painting and only mini- 
mum maintenance, it is claimed. Alsynite 
Co. of America, 4654 DeSoto St., San 
Diego 9, Calif. is 





METAL CLEANER, PROTECTOR — Pro 
and Con are twin products designed to 
clean and protect plated surfaces from 
rust and corrosion. Con removes all rust 
and corrosion on metals, it is claimed. 
When applied, Pro will not peel or chip. 
Colorless, it is said to protect up to six 
months. McAleer Products Division, Inc., 
200 S. Radamacher, Detroit 17, Mich. 

* * 





TAIL PIPE EXTENSION — A tail pipe 
extension that creates the illusion of pass- 
ing through the bumper has been added 
to the line of accessories marketed by 


Belkamp, iInc., Indianapolis, Ind. Called 
Bumperex, it is easily installed since an 
advanced fastening bracket is said to 
eliminate the need for drilled holes. 
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PHOTOCOPY MACHINE — A compact 
photocopying machine, weighing only 25 
pounds, has been added to the Heccok- 
wik line produced by Hunter Photo- 
Copyist, Inc., 595 Spencer St., Syracuse, 
N. Y¥. Named the Cub, the combination 
printer and processor is able to make an 
exact photocopy of any printed or written 
material, up to 9 inches in width and of 
any length, in just 30 seconds, it is 
claimed. A rheostat control gives flexibil- 
ity in selecting the proper exposure. 








POWER BUFFER — A slow-speed power 
buffer has been added to the line of tire 
and tube repair materials manufacturered 
by Ace Rubber Co., Dallas, Tex. The unit 
is said to require only light pressure to 
buff tire or tube; it operates at slow speed 
to prevent deep cuts or grooves, scorch- 
ing or burning the buffed area. 

® ses 6 





HAND TORCH — The Prepo hand torch 
is @ portable, versatile tool designed for 
use in either shop or home. The complete 
kit, shown above, is equipped with a 
torch base and a self-pressurized can of 
Prepo fuel, utility burner for general pur- 
pose work, heavy-duty burner for big 
jobs, pin-point burner for precision 
soldering, plus diamond point and chisel 
point solder tips and paint remover tip. 
All tips are said to be interchangeable. 


Fuel is described as non-poisonous and 
non-toxic. B-K Service Products, Indian- 
apolis, ind. 





DISPENSING CABINET — The Camel 
No. 417 dispensing cabinet is designed for 
convenient storage and dispensing of the 
Jet line of materials to repair tubeless 
tires, tubes, tires and various flexible 
rubber articles. Patches are dispensed 
from the top shelf of the metal cabinet. 
Two other shelves accommodate additiona! 
stock. H. B. Egan Mfg. Co., Muskogee, 
Okla. 





SHAFT MACHINE — The L & R bench- 
type flexible shaft machine utilizes a five- 
speed motor which permits the selection 
and maintenance of proper speed. Uni- 
form results are said to be achieved 
through this design feature. The unit 
offers No. O Jacobs-style chick handoiece, 
adjustable speeds from 1,500 to 10,000 
r.p.m. 1/10-115 volts AC only, and pre- 
lubricated ball bearings. The machine is 
designed for filing, burring, drilling, 
beveling, slotting, honing, polishing, buff- 
ing, grinding, piercing, routing, hamering 
and riveting. L & R Mfg. Co., 577 Elm 
St., Arlington, N. J. 
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Crest (8) conv, $e00% Victoria” sa00e; | ‘oi Special dar, guise, re M90" NEW YORK Grr 


Main (6) Ranch Wagon, $625, $600; | CADILLAC — '56 Eldorado conv. $4,450° (Skyline Auto Auction, Sale every Tues- 


* * 
- A t p Custom (8) 2-dr., $540. "52 Ranch (ps); (62) sedan de Ville, $4, 195* day. Prices are for sale of Dec. 11. 
Used Car uc ion rices Wagon, $620; Crest (8) Victoria, $485°. $4,190° (ps); coupe, $3, rose” (ps) oO (Market off on late models and ghana 























































































































PLYMOUTH—’56 Savoy (8) 4-dr., $1,- (ps). ’53 Windsor 4-dr., $300*. %-ton pickup, $500.’ °52 Chevrolet %- 


460*. °55 Belvedere (8) 4-dr., $1,090*.| DeSOTO — ’53 Firedome 4-dr., $600*, ton pickup, $475. °51 Chevrolet %-ton oS a "58 (88) Holiday, $2,300*. | Sreater Portion te . 


*55 (88) Holiday, $1,600*, '54 (88) Super ° 






HUDSON — '54 Wasp Hollywood, $710. (62) coupe de Ville, $3,165* ‘0 7 " 
‘53 Hornet Hollywood, $675*. $3,000* (ps). '54 “625 coupe ae “Ville, ou antes ‘times 4 werthiees. eld int 7m 
a cs ss "56 ae se: $3,025* or 42,9 Pn; “a. $2,390" (ps); 4-| out of 161 offerings.) 
‘ontinu rom Page 14 apri coupe, $1, * ( "51 ++ , (ps). ’ (62) 4-dr., $1,405* K—’ °° 
mr Cosmopolitan 4-dr., $350*. nt (ps). ’50 (62) 4-dr., $515". ‘48 (82) ~ ager Riviers, $1225. "53 RM a-adr.; $i 
g770. ‘54 Crest (8) 2-dr., $985 '53| Cruiser, $270*. '51 Commander 4-dr.,|MERCURY — '56 Montclair coupe, $2,-| COmv., $395°*. 000* (ps). '52 RM Riviera, $455*. ‘51 
Crest (8) Victoria, $700; Custom (8) 2-| $105*, $100. "| 090° (ps), $1,960* (ps). '55 Monterey | CHEVROLET — '56 Corvette, $2,700*; Bel| Super 4-dr., $335. '50 Special 2-dr., $160; 
ar., yee oa 4-dr., eis’ at can Sao "54 Monterey coupe, $1,- re ba Hardtop, $2,000* (ps), $1,795*; 4-dr., $150°*, 
fo* in r., $565, : ’ :100*; Sunvalley, $950°*. -dr., $1,800* (ps); conv., $1,900*; Two- | CAD = ( . 
ro" (8) Victoria, §490°; Main (8) 2- EBENSBURG, PA. OLDEMOBILE .- "50 (00) Heneay, g2,-| 1m. (6) 4-€r., $1,600"; Two-ten (6) | "83. (62) conv. $1,550" (pa); a-dr., $1.- 
ér., $460, $400; Custom (8) 4-dr., $380. (Ebensburg Auto Auction Co, Sale| 600° (ps), $2,545* (ps); (88) Holiday, 2-dr., $1,500°, $1,265. '55 Bel Air (8) 400* (ps). '51\ (62) conv., $640°; 4-dr., 
(DSON—'53 Jet 4-dr., $400°. oes co Prices are for sale of| $2,010* (ps). '55 (88) Holiday, $1,650*; aon 2 “Stee, $1,420°; conv., $1,-| $610*. ; 
__ '56 Rambler 4-dr., $950*. ’53 . conv., $1,500*; Super 4-dr., $1,475°, °54 ps); o-ten (8) 2-dr., $1,065; cT— - : 
bier 2-dr., $600*; Aubasenee 2- (Cars harder to sell today and pri (88) Super 4-dr., $1,305* 1 380° De- 4-dr., $980; Two-ten (6) 2-dr., $1,045*; ue" (pe), Pesoe (pe), 2. at 61,7068 
—_ $ ir prices , $ : 65* (ps), $1,880* (ps), 2 at $1,700 
wer ar., $540°. dropped in view of the new year’s in- luxe 4-dr., $1,185*, $1,180*°. °53 (88) 4-dr., $900, $570; Business coupe, $690. (ps); Two-ten (8) 4-dr., $1,665%, $1,- 
tir , + | ventory reductions. Sold 84 out of 106. Super 2-dr., $735*. ’51 (98) conv., $215*; 54 Bel Air 4-dr., $905*; Two-ten 4-dr.,| 650°, * * } 
e [iEDSMOBILE—'55 (88) coupe, $1,825°.| poy ; ) , ; ; , $1,635*, $1,630, $1,575, $1,400; 
rea LDSMa) 2-dr.. $1,370, $1,365, $1,005, | BUICK —'56 Century Riviera, $2,275* (ps). | 4-dr., $210°; (88) 2-dr., $200*. $865, $770; 2-dr. $865*, $735, $720; One-| 2-dr., $1,660*.’ '55 Bel Air (8) conv., $1,- 
i MOUTHS Savoy "(8) 2-r., $960.| ay SUpCF Riviera, g455*; 4-dr., $300°; | PLYMOUTH — ‘57 Belvedere (8) Sport Soe) See $610. '53 Bel Air Hardtop, | 220° 4-dr,, $1,215*; Two-ten (8) 2-dr. 
= , vay 6-d2., 0006. "0 Creabremk 3 | Gee nice (ps). Si Special 4-dr..| sedan, $2,650*, $2,600°, $2.500°. "56 Bel. | $780*, $675°; ‘Two-ten 4-dr., $680; 2-dr.,| $1,245; 4-dr., $1,230%, $1,225*, $1,180*, 
to > $195, "52 Cambridge 4-dr $225. 36 $390*: RM Riviera, $220*. vedere (8) 4-dr., $1,635*. °55 Belvedere 2 at $515; One-fifty Business coupe, $300. $1,170*, $1,150°, $1,140°, "2 at $1,030, 
‘ed es ' Soa. ° . CADILLAC—'53 (62) conv., $1,650*, '52| (8) Sport coupe, $1,380°, $1,300°: 4-dr., | CHRYSLER — '55 NY 4-dr., $1,745* (ps); | $1,020, 2 at $1,015, $1,000, 2 at $975; 
. : (62) conv., $855* (ps). $1,275*, $1,055*: °54 Savoy 2-dr.. $610 Windsor Hardtop, $1,710* (ps); 2-dr., Two-ten (6) 2-dr., 2 at $1,000, $995 
ch. IUDEBAKER—'S6 Champion 4-dr., $1. | CHEVROLET —'56 Two-ien (8) 2-dr., $1.-|PONTIAC — '56 Chieftain (8) Catalina, |, $1-675°. $990. '54 Two-ten'4-dr., $750; One-fity 
aa 52] 450. (55 Two-ten (6) 4-dr., $820 (ps). | $2,065°. ‘55 Star Chief (8) 4-dr. $1,265 | DSSOTO — 155 Firedome Hardtop, $1,540° 2-dr., $650*, 53 Bel Air Hardtop, $775° 
Champ -, $185. el Air 2-dr., $925*; Two-ten 4-| (ps); Chieftain (8) 4-dr. $1,230°. '54| (PS). "54 Firedome Hardtop, $880* (ps).| (PS), $680; Two-ten 4-dr., $600; 2-dr., 
Ss ELLANEOUS— 55 Ford %-ton pick- - $790. 53 Two-ten 4-dr., $680; 2-| Star Chief (8) 4-dr., $1,600* (ps). °53 *53 Firedome 4-dr., $565* (ps). ’52 Fire- $475. '51 SL Deluxe Bel Air, $380*, $375°. 
up $750. '54 Ford %-ton pickup, $695. $320 —. , 3590. 51 SL Deluxe 4-dr., Chieftain (8) Cataiina, $695*: 4-dr., dome 2-dr., $230. CHRYSLER—’'50 Windsor 4-dr., $175. 
oL ba 5*; 2-dr., $290°, $270, $190*; $525, $450. '51 Silver Streak (8) Cata- ; DODGE — ‘56 Royal Lancer Hardtop, $2,- | DeSOTO—’55 Firedome 4-dr., $1,475*, $1.- 
ALBANY eluxe 2-dr., $155*; station wagon, lina, $325*. '50 Silver Streak (8) 4-dr. 135*. '55 Coronet (8) 2-dr., $1,400, '54 310*. ‘54 Meadowbrook station wagon 
$565. '50 SL Deluxe 4-dr.. $195*; 2-dr..| $320°. | Coronet (6) 2-dr., §$550*. °53 Mead $500. ‘53 Coronet 4-dr., $565; 2-dr., 
(Tim Anspach Auto Auction. Sale every ages, 8155, brook 2-dr.. $606; Coronet 4-dr.. $390.” | $425°. ’S1 Coronet 4-dr., $145°, ria 
oy. Se ee eer (pe), "88 NY = a 4-dr., $695° FARGO N D FORD — '57 Fairlane (8) 500 Victoria, | FORD—'56 Fairlane (8) Victoria, $1,850*, 
(Dange 5 tions juced aa NY 4-dr., $255 50 Windsor $2,475*; Custom (8) 300 4-dr., $2,275*; $1,780*; 4-dr., $1,700* (ps), $1,610* (ps) 
car offerings here today at the Grand pos r., $165°. (Tri-State Auction Co. Sale every Thurs-| Custom (8) 2-dr., $1,850*. '56 Thunder- $1.550* (ps); Town sedan, $1,590*; Main 
<< Sale in our new $50,000 build- | DODGE—'S6 Coronet (8) conv., $1,800*; | day. Prices are for sale of Dec. 13.) bird, $2,620, $2,605; Fairlane (8) Vic-| (6) 2-<dr., $1,040. °55 Delivery ‘sedan 
Only 158 cars made it over the 2-dr., $1,625*. '55 Royal Hardtop, $1,- (Sales down from last week as con- toria, $1,875* (ps), $1,865*, $1,755* (ps); | $740; Custom 4-dr., $525 (taxi). "54 sta- 
i svenet, sleet frozen highways, and 540; “Coronet (6) 4-dr., $1,000. '50 Coro-| signment included many rought ‘‘end of 4-dr., $1,725* (ps); 2-dr "$1 645° (ps): tion "wagon $640 ‘453 Custom (8) 4-dr 
we sold 100. Prices held steady with last net 4-dr., $165. the year”? clearance ears. Seid 88 Custom (8) 2-dr.,' $1,340. '55 Fairlane| $575, $550; Mair "52 
*@ = FORD—'57' Fairlane (8) V . .' autos °» ° b ‘airlane b ; ain (6) 4-dr., $460, ‘52 
week's quotations ) (8) Victoria, $2,350*.| out of 108 offerings.) (8) Victoria, $1,435*, $1,400*; 2-dr. $1,-| Custom (8) 2-dr., $460, ‘51 Custom (8) 
pICK—'56 Super 4-dr., $2,4.°* (ps). '55 56 Fairlane (8) 2-dr., $1,455*: Cus- | BUICK—’55 Special 2-dr $1,350°. °52 275*; Ranch Wagon, $1,225; Custom (8) Victoria, $210; 4-dr., $160 : 
Century conv., $1,715* (ps); Super Rivi-| tom (8) 2-dr., $1,365, $1,335. '55 Cus-| Super 4-dr., $375*. oe a 2-dr., $1,150; Custom (6) 2-dr., $1,010; | HUDSON—'54 Wasp 2-dr., $510° 
era, $1,710° (ps). "53 Special Riviera, | tom (8) 2-dr.. §1,245*; Custom (6) 2-|CHEVROLET—'56 Two-ten (8) 4-dr., $1,-| Main (6) 4-dr., $530. '54 Crest (8) conv., | MERCURY—’'55 Monterey Hardtop, $1,430° 
$300*, $770°; Super Riviera, $800*; 4- $1,005. '53 Main (8) 4-dr., $490. '52| 525, 2 at $1,500, $1,415. °55 Two-ten| $900; 2-dr., §795*. °53 Ranch Wagon,| $1,425*. '54 Monterey 2-dr., $1,100*: sta- 
ér., $760*, $675* (ps). '51 Super 4-dr., Custom (8) Victoria, $590*; Main (8)| (6) 4-dr.. $1,045. °54 Two-ten 4-dr $825*; Custom (8) 2-dr., $720* (ps),| tion wagon, $900. °53 4-dr., $600°, °51 
ree: Riviera, $190*. ‘50 RM 4-dr., ta a Custom <e, S-a., i: $670. '53° Two-ten 2-dr., $455; One- $560°; 4-dr., $650*, $585°; Crest (8) |  4-dr., $310°; 2-dr., $205*. : 
. bs os y r 4 ° fty 2-dr., . W ictoria . NASH—’ 
MDILLAC—’57 (62) 4-dr., $4,950* (ps). (ps); Custom Hardtop, $1,550. ‘54 2-dr., $128. . —— a $675; Gasteun'(6) ate. Suike Sata “(83 5Ase 5h Somat satign wagon, n.. 
"56 (62) coupe, $3,900* (ps). '54 (62) $750. '53 Monterey Hardtop, $875*, $850; | FORD—'56 Custom (8) 4-dr., $1,575, $1,-| 2-4r., $495; Main (6) 4-dr., $350. '52| 50° (ps), $2,040° (ps); Deluxe '2-dr. 
coupe de Ville, $2,875* (ps); 4-dr., 2,-| Sport coupe, $675*. 550, $1,535; Main (8) 4-dr., $1,550. °55| Ranch Wagon, $610; Custom (6) 2-dr $2,000*. '55 (88) conv., $1,750* (ps), $1,- 
440° (ps). "52 (60) Special 4-dr.," $1,- ~~ — ‘53 (88) Super 4-dr.,| Fairlane (8) conv., $1,375*: ‘Country | $500°, $280. " | 690° (ps); Holiday, $1,710; 4-dr., $1.215° 
200 (ps); | (62) 4-dr., $825*. '51 (62) $ Deluxe Holiday, $790*. ‘51 (88) sedan, $1.525; Ranch Wagon, $1,400*;| HUDSON — ‘55 Hornet Hollywood, $1,- (ps). '53 (88) 4-dr., $715*. "51 (98) 2- 
ch conv., $880*. "50 (62) conv., $580*. °49 Super 4-dr., $290*. Custom (8) 4-dr., $1,225*, $1,025. °'54 400*; Custom 4-dr., $960*. '54 Jet sedan dr., $260°. '50 (98) Hardtop, $165°; (88) 
lee (60) Special 4-dr., $260°. PLYMOUTH — '56 Savoy (8) 4-dr., $1,-| Main (8) 4-dr., $690. '53 Main (8) 2-dr.,| | $485°. io ; "| _ 4-dr., $130°; 2-dr., $100°, 
pa VROLET—'57 | Two-ten (8) Sport 330°; 2-dr., $1,350; Savoy (6) 2-dr., $1,-| $495. '52 Ranch Wagon, $600*. '51 Cus-| LINCOLN — '54 Cosmopolitan 4-dr., $1,- PACKARD—’'55 club coupe, $1,150* (ps). 
te sedan. $2,290°. ‘56 Two-ten (8) 4-dr.. 200; Plaza (6) 2-dr., $1,210. ‘54 Bel-| tom (8) 4-dr., $235*; club coupe, $350; 410° (ps); Capri conv., $1,285*. ‘53 | PLYMOUTH—'5S Plaza 4-dr., $755, $610, 
‘ $1,600°. '55 Bel Air (8) conv., $1,300* vedere 4-dr., $735*; 4-dr., $735*. '53| 2-dr., $215. , 7 Cosmopolitan 4-dr., $710* (ps). "52 Cos-| $590 (police); Savoy 4-dr., $1,050*; 2- 
(ps); Two-ten (6) 2-dr., $1,180*; 4-dr.,| Cranbrook Belvedere, $625; 4-dr., $325. | HUDSON — ’53 Jet sedan, $375. '52 Hor-| mopolitan 4-dr., $290*. '51 Cosmopolitan| 4F., $960. ‘54 Plaza 2-dr.. $465. °53_Cam- 
of $1,030. °53 Two-ten 4-dr., $625; One- | PONTIAC—'56 Star Chief (8) Catalina,| net 4-dr., $250°. : : 4-dr., $330°. : bridge 4-dr., $360. "51 Cranbrook Belve- 
Wt fifty 4-dr., $530. '52 SL Deluxe 4-dr.,| $2,080°. ‘55 Star Chief (8) Catalina,|MERCURY — ‘55 Montclair 4-dr., $1,-| MERCURY — ‘56 Montclair Hardtop, $2,-| ‘ere. $225; Concord 2-dr., $125. “49 
ie 480°; FL Deluxe 2-dr., $320, '51 SL|_ $1,600*. '53 Chieftain (8) conv., $775*.| 650°. '52 Montclair coupe, $550. °51 2-| 300° (ps). "55 Montclair 2-dr., $1,620°| | Deluxe 2-dr., $110. 
Deluxe 4-dr., $370, $330°: station wagon, | MISCELLANEOUS—'56 Ford %-ton pick-| dr., $230. °50 club coupe, $210, '49| (Ps); Hardtop, $1,475*. ‘53 2-dr., $300*, | PONTIAC—’55 Chieftain (8) Catalina, $1.- 
A $260; FL Deluxe 2-dr., $240; SL Spe- up, $1,045. ‘55 Ford %-ton pickup, $860; station wagon, $105. ; : $430; Monterey 2-dr., $725*; 4-dr., $705°. 625° (ps). 54 Chieftain (8) 4-dr., $800. 
el cial 2-dr., $160. Chevrolet 1-ton pickup, $935. ‘53 Ford|NASH — '54 Lemans Hardtop, $950°. |NASH — '56 Rambler Hardtop, $1,805*.| ‘53 Chieftain (8) conv., $550°; 4-dr., 
ip. PHRYSLER — °52 Imperial 4-dr., $600* %e-ton pickup, $595. ‘52 Chevrolet %-|OLDSMOBILE — ‘55 (88) Holiday, $1,- "54 Rambler station wagon, $840; Met- $625. ‘51 Silver Streak (8) Catalina, 
(ps). ton pickup, $445, $440. '51 Ford %-ton| 505. ‘53 (88) 4-dr., $855*. ropolitan 2-dr., $485. °53 Statesman 4-| $350°; 4-dr., $210. '50 Silver Streak (8) 
le. ORD—'57 Country sedan, $2,550*. °56| pickup, $365. '49 Chevrolet %-ton utility, | PLYMOUTH — '54 Belvedere coupe, $850* dr., $585*; conv., $450 4-dr., $190°, $150; 2-dr., $190. 
nd Fairlane (8) Victoria, $1,820; 4-dr., $1,-| $240. ‘48 Chevrolet %-ton pickup, $100.| ‘53 Cambridge 4-dr., $365. °50 coupe, | OLDSMOBILE — ‘57 (88) 4-dr., $2,800°. | MISCELLANEOUS — '53 Chevrolet %4-ton 
n- 630; conv., $1,720°; Custom (8) 2-dr., $105. . "56 (88) 2-dr., $2,270° (ps). °55' (98) pickup, $265. ‘52 Chevrolet 1-ton panel, 
$1,400; 4-dr., $1,390, $1,360. ‘55 Ranch FORT WAYNE, IND. PONTIAC — '56 Chieftain (8) Catalina,| 4-dF., $1,920* ‘(ps); (88) Holiday, $1,-| $150. 
Wagon, $1,375, $1,340, $1,300, $1,200, $1,775* (ps). °55 Star Chief (8) 4-dr.,| 840°, $1,835°, $1,700°; 4-dr., $1,700° 
$1,150, $1,100; Custom (8) 4-dr., $1,-|_ (Fort Wayne Auto Auction. Sale every| $1,375* (ps); Chieftain (8) 4-dr., $1,-| (PS), $1,660° (ps). ’54 (98) Holiday, $1,- FLINT 
090°, $800. °54 Custom (8) 2-dr., $825, Tuesday. Prices are for sale of Dec. 11.) 225°, $925*: 2-dr.. $1,125. '54 Star 570° (ps); (88) Holiday, $1,425*, $1,- 
$770, $665; Main (6) 2-dr., $675. '53 (Not enough good cars to meet the Chief (8) 4-dr.. $1,275°; Chieftain (8)| | 345°; 4-dr., $1,310°. °53 (88) 4-dr., $850. (Flint Auto Auction, Inc. Sale every 
Country Squire, $740*; Custom (8) 2-dr.,| demand. Sold 69 out of 87 offerings.) 4-dr., $825*. °52 Chieftain (8) 2-dr.,| PLYMOUTH —‘''56 Belvedere (8) Hard- | Wednesday. Prices are for sale of Dec. 12.) 
$720, $580. °51 Custom (8) Victoria, |BUICK—'56 Super 2-dr., $2,375*; Cen-| $425°. |" top, $1,675*. °S5 Belvedere (8) Hardtop, (We had @ very good consignment to- 
$225. 49 SL Deluxe 2-dr., $130. tury 2-dr., $2,350°. '55 Century 2-dr.,| STUDEBAKER — '55 President 4-dr., $1,-| $1,200; Savoy (8) 4-dr., day with = normal price decline for De- 
. 53 Manhattan 4-dr., $300. ’51| $1,725°, $1,575* (ps). ‘53 Super 2-dr.,| 000%. '50 Champion 4-dr., $105, "| 950, *54 Savoy 2-dr., $795; Piaza 2-| Cember. Sharp merchandise still brought 
Deluxe 2- -dr., $100. $835°, $725°, $575*; Special 4-dr., $665°. | MISC. — '53 Ford %-ton pickup, $450. '52| r., $690. "53 Cranbrook 4-dr., $395; | ,he Beh dollar. Sold 80 out of 167.) 
ERCURY—'56 Monterey station wagon, | CHEVROLET—'56 Bel Air (8) 4-dr., $1,-| International %-ton pickup, $395 Cambridge 4-dr., $310. BUICK — '55 RM Riviera, $1,790° (ps); 
$2,110*. °55 Monterey coupe, $1,690°,| 775* (ps); 2-dr., $1,570. ‘55 Bel Air ; INTIAC — ’56 Star Chief (8) 4-ar., $2,-| Special Riviera, $1,690%, $1.575°; | 2-dr., 
$1.650°. "54 Monterey 4-dr., $785. ‘49| (8). 2-dr.. $1,475%, $1,000. "54 One-Aifty VALDOSTA 150° (ps); conv., $2,155* (ps). 55 Star| $1-825° (ps); Super Riviera, $1.605° (ps). 
Deluxe 2-dr., $120. 2-dr., $580. "53 ‘Two-ten 4-dr., $580; » GA, Chief (8) 2-dr. $1,580° (ps): Chieftain| $1.590°; Century Riviera, $1,400°. 54 
OBILE—'54 (88) 4-dr., $1,230°, 51| Bel Air 2-dr., $720, $540*:' conv.,| (Tom Hewitt Auto Auction. Sales every| (8) Catalina, $1,525°, $1,405° (ps); 4-| $Pecgnal. Minera. $1,280"; Sede... $1.0G00. 
(98) 4-dr.. $250°. '50 (98) 4-dr., $190°.| $300*. '52 SL Deluxe 2°dr., $365*, $230. | Thursday and Friday. Prices are for sales| F., $1,275°. "54 Star Chief (8) 4-dr.,| $i,0308; RM conv. $1280) (pa: Super 
YMOUTH—'57 Savoy (6) 4-dr.. $2,100, |CHRYSLER—'55 NY 2-dr., $1,810* (ps). |of Dec. 13-14.) $1,075° (ps); Chieftain (8) 2-dr., geso*.| Riviera, $1,200°, $1.180°. "53 Special 4- 
$1,990; 2-dr., $1,950. °54 Belvedere conv.,| 53 NY 2-dr., $770*. 52 NY 2-dr., $440°.| (Extra clean autos brought good prices | ‘53 Chieftain (8) Catalina, $560* (ps).| {/,; $480". ¢98. Stiper Riviere. S3n0"; Spe 
$800°:'4-dr..” §750°. °53 Cambridge 2-dr.,|FORD—'S6 Fairlane (8) Victoria, $1,-| while good and average units were down | STUDEBAKER — ‘55 Commander station| £1"! {03",, 5238, (G0 Super Biviess, ooo 
$290. "52 Cambridge 4-dr., $370. 750°; 2-dr., $1,700°, §1,650°, $1,620°,| somewhat due to the Holiday season. | W&EON, $1,285. ‘54 Champion 2-dr., | JPeclal d-dr. $105. 49 RM 2-dr.. $1200 
C—'55 Chieftain (8) 2-dr., $950.| $1,605*; station wagon, $1,685. '55 Fair-| Sold 173 ears out of 318 offerings.) $706°. ‘53 Champion club coupe, $505. | “ADIELAC—'S6 (62) club coupe, §3,700° 
"$4 Chieftain (8) 2-dr., $875. ’53  Chief- lane (8) 2-dr., $1,340*; Custom (8) 2-|BUICK—’57 Special Riviera, $2,975* (ps). | MISO. — "56 Ford %-ton pickup $895 (ps). ‘54 (62) club coupe, $2,310° (ps). 
tain (8) conv. $550°: 4-dr., $740°,| r., $1,105; 2-dr., $975; Main (8) 2-dr.,| 56 Special staton wagon’ §2.250: Rivi- ; ' +|{CRSvnSEae — "86 Twoten (8) statis 
$490°. ‘52 Chieftain (8) 4-dr., $350,| $825. '54 Custom (8) station wagon,| era, $1,800*. 55 Super Riviera, $1,775° JENISON, MICH wagon, $1,860°. "55 Two-ten (6) station 
$310°. $1,210°; 2-dr., $800; 4-dr., $775, $565,| (ps). "54 Super Riviera, $1,225*:; Special ’ ° 2 See ee eS ae 
SUDEBAKER — ‘55 Commander coupe,| $540. '51 Custom (8) 4-dr., $205, "49| 4-dr., $1,155°. °S3 Suber 4-ar.. $835°,| (Grand Rapids Auctions, Inc. Sale every| $1 150° "Si Tween bdr $150. acdr 
$1.030. '52 Champion 4-dr., $170. Custom (8) 2-dr., $180. $675. '51 ‘Special Riviera, $350. ’| Tuesday. Prices are for sale of Dec. 11.) gg TR pe gy ng Be 
NEOUS—'56 Chevrolet %-ton | MERCURY—'55 Monterey 2-dr., $1,610*; | CADILLAC — °54 (62) 4-dr., $2,500* (ps) Gtadhet soft. We bad @ wise assert | Sat (OS Bel Ae Sar, SES’; Toots 
pickup, $1,170. '53 Jaguar 4-dr., $1,150.| Hardtop, $1,350°. '52 Custom 4-dr., $435.| $2.300* (ps). *| anent of case Out busine Wes ctstetly on | so Se, “ & Cem ee. Com 
‘50 Ford 1-ton dump, $260. 51 Custom 4-dr., $425°%, $265°. °50|CHEVROLET — '57 Two-ten (8) Hard-| ® selective basis. Sold 101 cars out of 189 pena =~ ¥ 
Custom 4-dr.. $285. ; * 7 DGE—’53 Coronet (8) club coupe, $305*. 
3 top, $2,290°, $2,200° (ps); 2-dr., $2,025; | offerings.) | FORD—'57 station wagon, $2,400°; Cust 
MINNEAPOLIS OLDSMOBILE—'54 (88) Holiday, $1,500*;| Bel Air (8) 4-dr., $2,275*. '56 Two-ten | BUICK—'56 RM 4-dr., $2,510* (ps), $2,-| SO. °56’ Faislane (8) 
Super 2-dr., $1,180*. ‘52 (98) 4-dr., (8) 2-dr., $1, 540°. °55 Two-ten (8) 350°; Century Riviera, $2,300° (ps), $2,-| Vietorta "Fi oeb;. Gost “Osa fn 
(Minneapolis Auto Auction. Sale every| $710*. "51 (88) 2-dr., $295°, $200°. '48| station wagon, $1,295*: 2-dr., $1,060;| 195°; Super Riviera, $2,300* (ps); Special | toria, $1,695; Custom (8) 2-dr.. $1.- 
anand Pri t le of Dec, 12.) (88) 2-d 115 ° ’ : dr., ‘ : a |} 495°, $1,270; Main (6) 2-dr., $1,100; 
ol esday. ces are for sale 0 . 12. r., $115. Bel Air (8) 4-dr. $1,175*. ‘54 Two-ten Riviera, $2,205°. °55 Century Riviera.| ain (8) 4-dr., $1,195. '55 Ranch W 
- (36s & ’S5s stronger—still selling ’S1s | PLYMOUTH—'55 Belvedere (8) 2-dr., $1,-| 4-dr., $880, $850, $825, $760°: 2-dr. $1,885° (ps), $1,725*, $1,650°, $1,570°| gi 4ase. Fairlane’ (8) Victoria, $1435° 
through "53s. Sold 83 cars out of 157 | 250; Savoy (8) 2-dr. $1,025; Plaza| $745. 53 Two-ten 4-dr., $675. °°S1 Si.| (PS); RM Riviera, $1,825* (ps): Super! (ps). $1,300; station wagon, $1,405*; 
e offerings.) (6) 4-dr.. $525. °53 Cranbrook’ station| Deluxe Bel Air, $400; 4-dr., $380; 2-dr Riviera, $1,700° (ps), $1,565° (ps), $1.-| Custom (8) 2-dr. $950 "Sn Custom (6) 
e DICK—'55 Century Riviera, $1,660°. ’54| wagon, $720; 2-dr., $300. ’51 Cranbrook| $340°. ; ; ; | guoe (pe). S64 Special 4-Gr., $1.200",| Sa "neree ton’ te Gumem a) ee 
- Super 4-dr., $1,180*. °50 Special 4-dr., station wagon, $300; 2-dr., $115. '50| DODGE — '56 Coronet 4-dr., $1,475*. '55| $1,000. °53 Super conv., $810°: Riviera,| 560" $305, s Custom (8) 4-d $305: 
$135*: Century 4-dr., $100°. Suburban, $400. Coronet Hardtop, $1,350. "53 Coronet 4-| $515°; Special 4-dr., $600°; RM Riviera,| Dejuxe (6) 2-dr., $140. ae 
d DADILLAC.’56 (62) coupe de Ville, $4,-| PONTIAC—’55 Chieftain (8) Catalina, $1,-| dr., $350. ‘52 Wayfarer 2-dr.. $135. ’51| $520° (ps). ‘51 Special Riviera, $340°:| meRCURY—'56 ‘Monterey club 1, 
. 180° (ps). "55 (62) 4-dr., $3,040* (ps).| 370°. ‘53 Chieftain (8) 2-dr., $825*,| Coronet 2-dr., $230. 7 F Super Riviera, $325°. "50 4-dr., $195*.| 670. °54 Custom station wa nee Be 
i "53 (62) 4-dr.. $1,390° (ps). $540; 4-dr., $635°. ’52 Chieftain (8) 2-|FORD — ‘57 Fairlane (8) Victoria, $2,-| _, $150, $120. NASH — ‘56 Rambler 2-dr.. $1,330. 'S3 
p DLET—'56 Bel Air (8) coupe, $1,-| dr., $570*. 465° (ps), $2,350°: Custom (8) 300 4- CADILLAC—'55 (60) Special 4-dr., $2,-|° Statesman 4-dr., $325° See 
., 710°; Two-ten (8) Delray, $1,615*; 4- dr., $2,200; Custom (8) 4-dr., $2,160°,| %25°. (ps). "52 (62) 4-dr., $950° (ps), | OLDSMOBILE—'55 (98) Holiday, $1,850° 
ér., '$1,405*, $1,400, $1,370, "55 Two- CHICAGO $1,995. °56 Fairlane (8) Crown Victoria, | ..3945° (ps). "49 (61) club coupe, $245°. ( , Be 
. ; ) ictoria, : ps). "54 (98) conv., $1,560° (ps); (88) 
ten (8) 2-dr., $1,190*, $1,170; One- $1,870°, $1,750; 4-dr., $1,785* (ps), $1,-| CHEVROLET — '56 Two-ten (8) station! Holiday, $1,440*. ’52 (98) Holiday, $1 
fifty (8) 4-dr., $1,050, $910, $870. "54 (Greater Gam Auto Auction. Sale| 635, $1,605; Custom’ (8) 2-dr., $1,450. wagon, $1,845°; 4-dr., $1,800, $1,600°,| gape " . —, cae 
} Bel Air .4-dr.. $825°: Two-ten 4-dr.,|every Thursday. Prices are for sale of| ‘55 Fairlane (8) Crown Victoria, $1,550°;| $1550; Delray coupe, $1,610°; Bel Air) pacKARD—'55 (200) 4-dr., $1,415*. ’51 
$765, $755. °53 Bel Air 4-dr., $695°;| Dec. 13.) Victoria, $1,500, $1,425*: Custom (8) 4-| ‘8) 4-dr., $1,700°. °55 Bel Air (8) club! Clipper 2-dr., $145° < 
Two-ten 4-dr., $585. '52 SL Deluxe Bel (Sold 164 cars out of 308 offerings.) | dr., $1,000*; 2-dr., $990*. ‘54 Crest (8)| COUP®, $1,350; 4-dr., $1,1808; Two-ten| PLYMOUTH — '55 Plaza (8) 4-dr., $840 
Air, $605°: -ar., $435, $405, $400. '51|BUICK — '56 RM Riviera, $2.450° (ps).| Crown Victoria, $1,040; Victoria, $1,025; | (8) Delray, $1,070; 2-dr., $990, $900;| “54 Piaza station wagon, $880. ‘53 Cran- 
SL’ Deluxe 4-dr. $330°, $310. °50 SL| ‘55 Special 2-dr., $1,280.’ '54 Special 4-| Custom (8) 4-dr., $840, $825. "53 Crest} One-fifty 2-dr., $850. '54 Two-ten station) brook 4-dr., $210 ; 
Deluxe 2-dr., $245, $205. "49 SL Deluxe| dr., $1,130*, $1,000*; 2-dr., $930. '53| (8) Victoria, $730*. ‘52 Custom (8) 4-| 80M, $1,005. '53 Two-ten station wag-| PONTIAC —"55 Star Chief (8) Catalina 
4-dr., $165, $150. Super Riviera, $950*, $875*; Special 4- dr., $600; 2-dr., $510, $460, $370. ‘51 on $770; Bel Air, $685; Two-ten 4-dr., $1,435* (ps). °54 Chieftain (8) conv., 
DeSOTO_’53. Custom 4-dr., $510*. °52| ar., $700; Riviera, $580. 51 RM Riviera,| Custom (8) 4-dr., $225, $110. ’50 Custom | ,2072., 50 SL Deluxe sedan, $140. $925°. °52 Chieftain (8) 2-dr., $380°, 
Firedome 4-dr., $275*. °51 Hardtop,| $300*. 50 Super Riviera, $250°. 4-dr., $345. : > DODGE — '56 Coronet (8) 4-dr., $1,525. | MISCELLANEOUS — ‘55 Chevrolet %-ton 
$320°. *50 4-dr.. $225*. CADILLAC — '57 (62) sedan de Ville,| MERCURY — °56 Monterey Sport coupe 55 Custom Lancer 2-dr., $1,565°; Cor-| panel, $840. ‘53 Dodge %-ton pickup, 
FORD—'57 Custom (8) 400 4-dr., $2,090°.| $5,800* (ps). '56 (62) sedan de Ville,| $2,000* (ps), $1,940* (ps); Custom| net (8) 2-dr., $1,040; Royal Lancer 2- 35. 7 
56 Custom (8) 4-dr., $1,490*, $1,450°.| $4,350 (ps); (60) Special 4-dr., $4,030*| Hardtop, $1,875*. ‘55 Monterey coupe dr., $1,515, $1, 490, $1,460* (ps), $1,240°. 
‘55 Fairlane (8) Crown Victoria, $1,- (ps). "54 (62) cuupe de Ville, $2,500* $1,680; Sport coupe, $1,590*. ’51 coupe. 58. Coronet conv., $350*. s ° ° 
565*; Custom (8) 4-dr., $1,190*, $1,- (ps); coupe, $2,400* (ps); 4-ar., $2,- $300. ° - : » | FORD—'57 Fairlane (8) 500 4-dr., $2,470°, | fe P 
175*' $1.160°. °54 Custom (8) '4-dr.,| 350° (ps); (60) Special 4-ar., $2,430* | NASH — ’54 Rambler station wagon, $800.| $2°395,. (PS). "56, Fairlane (8) Victoria, — Auctions in Brief — 
$805*, $800°. °53 Custom (8) 4-dr..| (ps). ’51 (62) 4-dr., $680. ‘49 (61) 4-| ‘53 Rambler sedan, $460. 51 Statesman| $1'¢as 56° "—THundeveind. $1990, Fairlane 
$665*, $650; Main (6) 2-dr., $410. ‘52 dr., $420*; (62) coupe, $295*. sedan, $175. ’ P $1,685. '55 Thunderbird, $1,995; Fairlane | INDIANAPOLIS 
Custom (8) 4-dr., $405*. ‘51 Custom | CHEVROLET — ’'56 Bel Air (8) Hardtop, | OLDSMOBILE — ‘56 (88) 4-dr., $2,140* (8) Crown Victoria, $1,505; Custom (8); Ken Schafer Auto Auction, Inc. Sale 
(8) 4-dr., $235*%, $210*. ’50 Deluxe (8) $2,005* (ps). 55 Bel Air (6) conv., $1,- 54 (88) 2-dr., $1,350* * , ° station wagon, $1,460, $1,330, ‘54 Crest | every Thursday (Dec. 13), Prices remained 
2-dr., $220°, $160. '49 Deluxe (8) 4-dr., 400* (ps); 4-dr., $1,155*; One-fifty (8)| PLYMOUTH — ‘57 Savoy (8) 4-dr $1,- (8) Victoria, $1,410; Country sedan, $1,-|firm today and trading was very active 
$140°*. station wagon, $1,185; 2-dr., $800; Two-| 825. ‘53 Cranbrook Belvedere, ‘$400; 140; Custom (8) 4-dr., $825. '53 Custom | despite bad weather conditions. Sold 82 per- 
FERCURY—’'55 Custom 4-dr., $1,460*. "52 ten (6) 4-dr., $1,115*. 54 Bel Air Sport Cambridge 4-dr., $350: club coupe $240. o. 2-dr., $690, $620. '52 Custom (8)/ cent of consignments. 
Custom 2-dr., §425°. °51 Custom 2-dr.,| coupe, $1,030°; 4-dr., $870 (ps); Two-| PONTIAC — ‘56’ Chiefiain (8) Catalina, | MERGURY '5@ Custem Hardton $rois. et ae. 
ee’ $165*. °50 Custom 4-dr., $205*, Oe ae oa £@-. st70°, $2,000*, $1,725* (ps). °55 Star Chief (8) "68 Menteleir a ae ee heeiecer BEL AIR, MD 
: upe, ° r 2-| sedan, '$1,550*; i A ae © : 5 
. INASH—’55 Rambler sedan, $1,310°. dr., $675; 4-dr. $445*; Two-ten 2-dr., ry tg ade ¢. e. 4dr, $1,290*; Custom 2-dr.. $1,210. '53 . Bel Air Auto Auction, Sale every Thurs- 
. ; » . ontclair conv., $800*. '52 Custom 4-dr.,|4@y (Dec. 13). Business seemed as usual 
; OLDSMOBILE—’55 (88) Super Holiday, $615*, $475; One-fifty 2- ar., $545. ‘52 SL Silver Streak (8) 4-dr., $155*. $500. "50 4-dr., $150, $125. and the approaching Christmas season had 
yg gle o> ae. ee $1,- canaiuze tar, Sr teee - , | WILLYS — ‘56 station wagon, $1,250*. NASH_—’55 Rambler station wagon, $1,-| 2° affect on prices. Bidding was good and 
} (88) Super 4-dr., $1,365*. (300) Newport, $2,600* | MISC.—'56 MGA 2-dr., $1,590. '54 GMC] 330. '54 Statesman 2-dr.. $595. ears changed ownership rapidly with the 
"54 Savoy 4-dr., . °53 Cranbrook $575. ‘52 Custom 4-dr., $400*. ‘51 Cus- icku 305. * 
4-dr., $515. ’52 Cranbrook Belvedere, | tom 4-dr., $325°. ete ee plead aman ot ile MANHEIM, PA. 
$310; ¢-dr., | $200, $240. ‘51 Cranbrook | DODGE —''56 Coronet (8) 4-dr., $1,660°. CHICAGO Caley sedan. Saeee (ast? $1,465°. '53| Manheim Auto Auction. Sale every Fri- 
) $235, $150. "50 Deluxe 2-dr., $105.| '55 Royal (8) 4-dr.. $1,300*. ‘54 PLYMOUTH. "57 Savoy <8) 4-dr. $2,355°,|22Y (Dec. 14). The weather was very un- 
PONTIAg. be Chieftain (8) Catalina, $1,- Meadowbrook 4-dr., $615*; Royal (8) (Arena Auto Auction. Sale every Tues- "56 Savoy (8) 4-dr "si 595° s1 395. 55 favorable for a large sale, but in spite of 
740°. '55 Chieftain (8) 4-dr., $1,290*. 2-dr., $600*. day, Prices are for sale of Dec. 11.) Gavan 5) Ode $940 $875 , $1, . this, we had 417 cars to present to the 
: 54 Chieftain (8) 4-dr., $860°. '53|FORD — '56 Thunderbird, $2,650* (ps);| (Sold 224 cars out of 423 offerings.) | PONTIAC —'56 Star Chief (8) Catalina en 
Chieftain (8) 2-dr., $610, $515. '52| Country Squire, $2,000* (ps); Fairlane BUICK — '56 Century 4-dr., $2,495* (ps);| $2,000* (ps). '55 Star Chief (8) Cata- > io = 
Chieftain (8) 4-dr.,) $375*. ‘51 Silver| (8) Victoria, $1,950*, $1,875*, $1,790*,| Super Riviera, $2,320* (ps). '55 Century] lina, $1,640°; 4-dr., $915* SYRACUSE 
Streak (8) 2-dr., $310*. °50 Silver $1,780*, $1,750; Fairlane (6) Victoria, 4-dr., $1,700*; Riviera, $1,670* (ps). ‘54 STUDEBAKER — °53 Commander 2-dr., Syracuse Auto Aucti Sal 
* * ; . 
, Streak (8) 4-dr.,” $160*, $150", $110, $1,630," 36 Fairlane (8) conv... $1,200¢ | Super Riviera. $1.206", $1,250, $1.30", | | S630" nentay ties, ten edaate ane Saal 
; ; Coun , $1, a s ,100*. '53 Special Riviera, $800* ° LLA Dod “ ; ‘ 
sUGitmamtin — "ss Commentix Lant| (6) Wisteria, @1,100° (po); conv., 61.000" | tye) S000"; Cae” Gane’; duper Wave, MISCELLA ee eS ee ee ee ee 
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New Franchise Shown Council Meeting pore 


Ford Plans Wider Dealer Gains 


(Continued from Page 1) 
dealer’s widow or heir is included. 
3. A dealer insurance plan. 
4. A method for compensating 
dealers who carry new cars of one 
model year into the next model 


year. 
* . * 


E Ford dealer said, “The 

dealers asked the company to 
meet this concession with some 
other type of offer, because this 
concession might encourage some 
dealers to keep cars on hand un- 
necessarily past the introduction 
day.” 

One of the things discussed 
was the possibility of offering an 
extra discount at the end of the 
season. GM divisions give dealers 
a 5 percent discount on any new 
and unused cars carried into the 
next model year. 

5. A parts obsolescence program 
was discussed, but the dealers 
recommended a plan different from 
the GM plan. The company now 
has this under consideration, 

Also discussed at the meeting 
was the new GM ad switch, where- 
by the separate cooperative adver- 
tising charge was discontinued, and 
a like amount was added to the 
wholesale price of the car. 

> 7 * 

a company polled the dealers 

on which system they preferred 
and the dealers were divided on 
the subject. The matter finally was 
dropped, with the dealers agreeing 
to approve the method selected by 
the company. 

One veteran Ford dealer said, 
“The company’s top officials dis- 
cussed the new contract with us, 
item by item. The dealers were 
well satisfied with the good faith 
which Ford Motor Co. showed.” 
He added that Ernest R. Breech, 

chairman, told the dealers that the 
new dealer insurance plan had 
pretty well jelled, although a few 
things were yet to be taken care of. 


The council meeting began Dec. | 


11 with a product review by com- 
pany officials and a discussion on 
styling by George Walker, styling 
vice-president. 
* * > 
pea the next day and a 
half, the dealers conferred 





Fuel Situation 
In Europe Eases, 


AAA Advises U.S: 


WASHINGTON. — The American 
Automobile Assn, has reported that 


the gasoline situation for visiting | 


motorists in Europe has been con- 
siderably alleviated. 

There is no rationing in Austria, 
Finland, Germany, Greece, Italy, 
Norway, Portugal, and Spain. 

Tourists will find no restrictions 
in Belgium, Denmark, Ireland, 
Netherlands and Switzerland. Na- 
tionals, however, have some form of 
control in these countries. 

Rationing is in effect in France 
with tourists allowed five gallons 
daily with first allocation of 50 
gallons maximum. The same situa- 
tion exists in Monaco. 

Rationing is in effect in Great 
Britain. Visitors are allowed 200 
miles per month, Turkey's gasoline 
also is rationed, with visitors al- 
lowed 1% to two gallons daily. 


Winders Chevrolet 
Changes Hands 


COLUMBUS, O. — A new cor- 
poration has been formed to take 
over Winders Chevrolet Co., 738 
N. High St., one of the nation’s 
oldest Chevrolet dealerships. It will 
continue to be operated as Winders 
Chevrolet. 

Officers of the new firm are H. H. 
Van Meter, president; Craig Bell, 
vice-president and secretary, and 
F. E. Zorninger, vice-president and 
treasurer. Van Meter formerly was 
general manager of Superior Chev- 
rolet Co., Cincinnati. 

W & W Investment Co., Cincin- 
nati, will retain the dealerships 
realty holdings and financing, The 
investment group is headed by 
Harry L. Bell, Piqua, who has auto- 
mobile interests in Columbus, Cin- 
cinnati and other cities. 


| 








executives for “their whole- 


| Equipment 


among themselves, organizing 
their recommendations for presen- 
tation to the company. 

On Dec. 13, the 23-man council 
met formally with officials of Ford 
division, including Robert S. McNa- 
mara, general manager, and 
Charles R, Beacham, general sales 
manager. 

Conferences were resumed the 
following and final day of the 
meeting. The dealers had lunch 
with members of the Ford Motor 
Co, executive staff and the Dealer 
Policy Board. 

Among those attending these 
meetings were Breech, James J. 
Nance, marketing vice-president; 
Walker Williams, vice - president, 
and Benson Ford, vice-president. 

The dealers also lunched with 
Henry Ford II, president, and had 
a three-hour conference with 


Breech. 
on > a 


HILE the new franchise was 
the major topic of the council 
meeting, the company’s products 
and policies also were discussed. 
Austin Hemphill, president of a 
Ford dealership in San Antonio; 
was elected chairman of the Na- 
tional Ford Dealer Council, He suc- 
ceeds John B, White, Philadelphia. 
At the conclusion of the meet- 
ing, Hemphill thanked the Ford 


Merger Proposal 
Gaining Support, 
MEWA Reports 


CHICAGO. The Motor and} 
Equipment Wholesalers Assn. re- 
ported that the merger plan pro- 
posed last May by B. W. Ruark, | 
its general manager, is getting in- 
creased support from members of | 
the three trade groups involved. 

The other groups mentioned in| 
the plan were the Motor and| 

Manufacturers’ Assn. | 
and the National Standard Parts| 
Assn. 

MEWA also pointed to “almost| 

unanimous endorsement” of the 





|plan by wholesaler state associa- 


tions in various parts of the coun- 
try. | 

The wholesaler group said its! 
president, Virgil C. Smith, had) 
written to John Reynolds, chair-| 
man of NSPA’s recently announced | 
unification study committee. Smith | 
requested information about the| 
unification study proposed by| 
NSPA and asked why certain 
groups were excluded from the 


| 


NSPA announcement, | 


The NSPA unification proposal 
included MEWA, MEMA, the Auto- | 
motive Electric Assn. and the 
Automotive Engine Rebuilders 
Assn. 


¢* 
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| Tenn., 


hearted cooperation throughout 
the entire proceedings and their 
willingness to discuss any and 
all subjects.” 

He said the meeting was “an 
historic occasion since dealer coun- 
cil members were invited, on be- 
half of all Ford dealers, to study 
the new Ford sales agreement 
prior to presentation to all Ford 
dealers early next year.” 

McNamara said “more was ac- 
complished at this meeting than 
at any single council session in its 
11-year history.” 

> * + 
HE National Ford Dealer Coun- 
cil was formed in 1945 to bring 
about communication between 
dealers and Ford management. In 
1950 the dealers began electing 
their own delegates. 


All Ford dealers can participate 
in the exchange of ideas with the 
Ford management through the 
electiom of delegates to the dis- 
trict, regional and national dealer 
councils. 


Information obtained at the 
national parley goes back to the 
dealers through a similar series 
of meetings. 

This year’s national council con- 
sisted of three delegates from each 
sales region, the past national 
council secretary and the national 
chairman of the parts council, 

Members of the national council 
include Bert Brown, Chattanooga, 
who is council secretary; 
Robert Battat, Newark, O.; Sidney 
K. Beattie, West Des Moines, Ia.; 
M. A. Behrend, Baltimore; A. F. 
Briggs, Detroit; Karl F. Goy, Chi- 
cago; P. H. Johnston, Huntington 
Park, Calif.; John R. Keck, Mount 


| Vernon, Ind.; Kenneth R. Kimport, 


Madison, Wis. D. H. MacKenzie, 
Hillsboro, Ore. 

John Mardis, Somerset, Pa.; John 
D. McBeath, Boston; D. C. Mullery, 
Chicago; L. H. Ridout jr., Dallas; 
A. H. Roeper, St. Louis; 


H. Wilson jr., Haskell, Tex.; W. A. 
Winterhalter, Wilkinsburg, Pa., 
and R. C. UhIimann, Chehalis, 
Wash. 


How to Gild Lilies, 


Or, Selling in N. Y. 

NEW YORK. — Used-car 
dealers are notorious for flights 
of fancy when it comes to de- 
scribing their’ merchandise. 

Recent gems culled from news- 
paper classified columns here in- 
clude: “6,000 felicitous miles,” 
“three-band radio brings in Mos- 
cow for brainwashing,” few 
dents, otherwise perfect,” “unbe- 
lievable extras” and “only a road 
test by the intetested can dis- 
play its exceptional mechanical 
condition and driving qualities.” 


Nash Dealers Reelect Officers— 


The Nash Dealer Advisory Board reelected all its officers at its semiannual meeting in Detroit. They are W. A. Grawemeyer, 
Indianapolis, chairman; Paul Lauritzen, Richmond, Va., vice-chairman; and L. P. Hartung, Milwaukee, recording secretary. Board 
members at the meeting, seated, from left, were D. L. Mierley, Altoona, Pa.; Clyde C. Simmons, Vallejo, Calif.; Don Schulstad, 
Tampa, Fia.; Hartung; Grawemeyer; Lauritzen; L. Barnett, Topeka, Kans.; R. J. Menendez, Hempstead, N. Y.; J. Harry Williams, 
Denver, and Laverne Marshall, Flint. Back row: V. E. Boyd, American Motors field sales manager, John W. Raisbeck, AMC automo- 
tive sales operations vice-president; Ernest J. Boch, Norwood, Mass.; Kingsley O. Wright,. St. Louis; Phillip Snyder, Cleveland; P. K. 
Williams, Austin, Tex.; Charles W. Wentworth, Portland, Ore.; Stanley A. Stonier, Scranton, Pa.; Floyd Brown, San Bernardino, 
Calif.; W. A. Stutzel, Rockford, Ill.; S. E. Clevenger, Minneapolis; J. H. King, Nashville; Harvey M. Stewart, Syracuse, and Roy 
Abernethy, AMC automotive distribution and marketing vice-president. 


Cecil | 
Whitebone, San Francisco; Dewey) 


D. Williams, Kansas City; William | @Tose when customers discovered 


Doyle said. 





Hudson Dealer Advisory Board Meets— 


Members of the Hudson Dealer Advisory Board are shown at a meeting in De. 
troit with American Motors sales, engineering and advertising executives. Standing 
at the head of the table, from left, are Ralph Isbrandt, AMC automotive engineering 
director; John Raisbeck, operations vice-president; Bill Hermann, board president, 
Roy Abernethy, automotive distribution and marketing vice-president; V. E. Boyd, field 
sales manager; and George Browder, assistant sales manager. Members of the board 


include, from left, C. B. Ayer, Cincinnati; 


J. C. Bednar, New York; Glen Comer, §, 


Louis; Lionel Dean, Boise, Id.; John Dietz, Milwaukee; H. H. Fulk, Cleveland; W. 4, 
Gifford, Portland, Ore.; Victor Herbert, Denver; William G. Herpich, Buffalo; T, |. 
Hogue, Kansas City; C. Zarren, Boston; R. D. Kern, Washington; Lloyd Lafond, Sen 
Antonio; K. P. Masters, Billings, Mont.; G. W. McCarter, Dallas; C. G. Morris, Memphis; 
Gordon. Nichols, Atlanta; E. G. Price, Los Angeles; E. O. Shoemaker, Philadelphia; a, 
C. Taylor, Chicago; and Les Jenkins, Minneapolis. 


Wisconsin Scrutinizes 
Dealers on Licenses 


(Continued from Page 8) 


bona fide; that written agreements 
not deviate from verbal agree- 
ments; that advertising be free 
from untruth or deception, and that 
all Wisconsin laws and city or- 


| dinance be obeyed. 


John F. Doyle, banking depart- |and to provide copies of initial ft 


ment representative at the hear- 
ing, sharply criticized Courtesy’s 


practice of having customers sign | 


an initial agreement — described 
by Courtesy as a work sheet — in 
which buyers would list the 
amount of tradein allowance they 
wanted. 


Most of the misunderstandings 
after signing final contracts that 


their allowances were not as great 
as they understood them to be, 


McPeek said the 


| was simply a device to let Courtesy 
| sales managers know the sort of 
| tradein allowances prospective cus- 


tomers wanted. 

If the demands were “ridiculous,” 
McPeek said, the managers were 
instructed not to enter the figure 
and to tell the customers why. 

McPeek said the “work sheet” 
had no bearing on finai completion 
of the deal. “I don’t consider a car 
sold until I see the taillights go 
down the road,” he said. 

“Why have them sign an agree- 
ment if it doesn’t mean any- 
thing?” asked Doyle. 

The question was not answered. 
McPeek agreed to discontinue the 


“work sheet” | 





| practice of asking customers to 
| sign “work sheets.” 


He also agreed to keep an in- 
ventory of licenses of all salesmen; 
| to permit no sales by unlicensed 
| personnel; to allow only experi- 
| enced sales managers to close deals, 


| agreements to buyers. 

| This was concurred in by Frank 
| Aldrich jr., Courtesy secretary, who 
|lives in Long Beach. Courtesy’s 
|parent concern, Wane Manage- 
;}ment Co., is located in the Cali- 
fornia city. 

Commenting on the _ testimony, 
Aldrich said the hearing had heard 
“from three or four persons who 
bought cars,” while Courtesy has 
|sold almost 1,000 new cars in its 
| 2% years in Milwaukee. 

“You are bound to have mis- 
| understandings,” he said. 

It was said that when Courtesy 
| signed the agreement in 1954, it was 
| reported that Wane Management 

had been accused of certain s0- 
|called “sharp” sales methods in 
| other cities. 


NADA Schedules 
Ladies’ Program 


‘For Convention 


| WASHINGTON.—A special pro- 
gram is being planned for wives 
|who accompany dealers to San 
| Francisco during the 40th annual 
convention of NADA, Jan. 26-30. 

Highlights include an evening of 
music by Lawrence Welk and his 
orchestra, a fashion show and a 
tour of the city’s historic and hand- 
some old houses. 

On Sunday evening, Jan. 27, Welk 
will play for delegates and their 
wives in the Civic Auditorium at 
8:45 p.m. 

The fashion show will be pro- 
duced and staged by world-famous 
Gump’s of San Francisco, on Mon- 
day, Jan. 28, when one-of-a-kind 
creations will be viewed against 4 
background of an Oriental garden 
in the city’s War Memorial Opera 
House. 

On Tuesday, Jan. 29, several his- 
toric mansions will be opened wide 
in welcome to NADA ladies. The 
homes, which are inhabited by the 
Bay City’s most prominent citizens, 
represent excellent examples of 
early San Francisco architecture. 

A Ladies Information Center and 
Hospitality Suite will be opened in 
the St. Francis Hotel during the 
convention. Here they may meet 
friends, obtain complete shopping 
and sightseeing information and 
receive a memento of the city. They 
will also receive a special gift 
souvenir of the meeting when they 
register in the Civic Auditorium, 

Events will be concluded with 
the NADA Revue, to be held on the 
evening of Jan. 30 in the Civic 
Auditorium. 
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tions between factories and 
ers. 

‘Factories have the obligation of 
ding dealers the right products, 
jit on a quality basis and pro- 
d efficiently so that dealers can 
price competition. 

This effort, he said, is getting 
top attention of the makers. 
There is also the need for im- 
proved customer surveys of public 











Minneapolis Show 
Ppens on Friday, 


Stars Soviet Car 
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Yewberg Details Task for Makers, Dealers... 


uture of Sales, Profits 
Tied to Personal Touch 


(Continued from Page 3) 


demand so that production may 
be balanced properly. 

This is necessary to meet dealer 
inventory problems. 

Dealers must work together with 
the factories on this problem, he 
said. He also pointed out that deal- 
ers should be concerned with the 
factories getting the right dealers 


|in the right locations so that the, 
market can be cultivated on a) 


sound basis. 
* 


14 Directors Named 


By Detroit Dealers 


DETROIT. — Eight directors of 
Detroit Auto Dealers Assn. have 
been reelected and six directors 


MINNEAPOLIS. — The second) have been named it was announced 
nnual Upper Midwest auto show) last week at the annual meeting. 


1 be held Dec. 28-Jan. 6 at the 


nunicipal auditorium here, accord-| D 


to Max Winter, producer and) Bi]] Hermann, Hudson; Nelson Mul-| 
meral manager. Last year’s show) jigan, Lincoln-Mercury; Bill Packer 


New directors are Glenn Walker, 
eSoto; James A, Mason, Dodge; 


jrew an attendance of more than! jr, Pontiac, and J. H. Kettle, Stude- 
8,000 persons, sixth largest turn-| baker 


put in the country. 

Exhibit space sales have far ex- 
ded the previous show, and 
ntertainment features were termed 
‘abulous” by Winter. 

Among the unusual cars to be 
eatured at the show is a Russion 
Pobeda which Winter imported 
Moscow via Stockholm. On 
per, the Pobeda’s delivered price 


in New York is $2,500. It has a mo-| 


tor similar to that of a Jeep and 
cause there are no public gar- 
in Russia, it has a trunk 
crammed with tools. 
The body resembles a 1940 Nash, 
the front is reminiscent of a 1940 


Dodge and the springs are said to) 


be like those of the now defunct 
Reo. Basically, it compares with a 


year technically was much better 
th the Pobeda, Winter said. 

Other foreign cars to be exhib- 
ted at the show will be a German 

esserschmitt which gets 80 miles 
lo the gallon of gasoline, a French 

Renault, a Swedish Volvo and a 

olls-Royce. 

Detroit is sending its latest and 
cars, and a stage show lasting 
m hour and a half will make the 
linneapolis show equal to the Na- 
ional Auto Show in New York, 

nter said. 


Calendar 


(Continued from Page 6) 


General 
Jan. 31-Feb. !—Private Truck Council of 
America, '8th Annual Convention, 
Sheraton-Jefferson Hotel, St. Louis. 
47—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition. New York Coliseum, New York. 
March Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 7 
March |!-12—Annual Convention, 
dian Automotive Wholesalers’ & 
ufacturers’ Assn., Windsor Hotel, 
Montreal. ; 
March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 
March 25-27— American Society of Tool 
Engineers, Technical Meeting and Con- 
vention, Shamrock Hilton Hotel, Hous- 


ton. 
te 9-12 — Midwest Automotive Trade 
At, Kiel Auditorium, St. Louis, 


Cana- 
Man- 


7—Southwest Automotive Show 
Dallas. 
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land the Woman’s 


Those reelected are Leo Golcar, | 
Buick; Arnold Klett, Cadillac; Ed| 


Rinke, Chevrolet; Charles Record, 
Chrysler; Al Briggs, Ford; Frank 
Bodo, Nash; Don McIntyre, Olds- 
mobile, and George Thatcher, Pack- 
ard. 

President Don McIntyre presided 
and Dawson Taylor was entertain- 
ment chairman. 


Crowell-Collier 


Halts 2 Magazines 


After Heavy Loss 


NEW YORK. — After more than 


1940 Ford, although the Ford that| ° years, Crowell-Collier Publish- 


ing Co. is leaving the magazine 
field. 

The company announced last 
week that it is dropping Collier’s, 
a bi-weekly, with the Jan. 4 issue, 
Home Com- 
panion, a monthly, with the Janu- 
ary issue. Crowell-Collier discon- 
tinued the American magazine last 
August. The Companion was es- 
tablished in 1873; Collier’s in 1888. 


Unfilled subscription lists of both 
magazines amount to some $18 
million, according to Paul C. Smith, 
president and chairman of the 
board. Gardner Cowles, president 
of Cowles Magazines, Inc., said his 
Look magazine will take over un- 
expired Collier’s subscriptions and 
the magazine's title. 

Negotiations are under way with 
Curtis Publishing Co., Hearst in- 
terests and McCall Corp. to take 
over the Companion’s list, it was 
reported. 

Directors of Crowell-Collier de- 
cided to suspend the two publica- 
tions to halt losses which are ex- 
pected to total $7.5 million this 
year, an official said. 


Southside Ford Opens 
Southside Motor Co. (Ford), has 
opened at 2031 Atlantic Blvd., Jack- 
sonville, Fla. Carl Cannon is gen- 
eral manager and vice-president. 
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The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special—4-dr. sed., $2,644.83; 
2-dr. sed., $2,580.83; 4-dr. hardtop, $2,- 
764.83; 2-dr. hardtop, $2,688.83; conv., $2,- 
971.83; 4-dr. 2-seat stat. wag., $3,031.83; 
4-dr. 2-seat hardtop stat. wag., $3,151.83. 
Century—4-dr. hardtop, $3,339; 2-dr. hard- 
top, $3,255; conv., $3,583; 4-dr. 2-seat hard- 
top stat. wag., $3,691. Super—4-dr. hard- 
top, $3,666; 2-dr. hardtop, $3,521; conv., 
$3,886. Roadmaster —4-dr. hardtop, $4,- 
| 038.33; 2-dr. hardtop, $3,929.33; conv., $4,- 
051.33. (Dynafiow standard on Century, 
Super and Roadmaster. Power steering 
standard on Super and Roadmaster.) 

CADILLAC — Series 62 — 4-dr. hardtop, 





$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 


top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5,- 
614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88. (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


| CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) 
| 4-dr, sed., $2,048.32; 2-dr, sed., $1,996.32; 
util. sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Twe-Ten—4-dr. sed., $2,174.32; 


2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. waz., $2,- 
| 402.32; 4-dr. 2-seat stat. wag., $2,456.32; 


4-dr. sed.,. $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr., 2-seat 
stat. wag., 
stat. wag., $2,757.32. 
cpe. or conv. (V-8 only), $3,465.32. 
CHRYSLER—Windsor—4-dr. sed., $3,030; 
4-dr, hardtop, $3,159; 2-dr. 
095. Saratoga—4-dr. sed., 


$3,660; 4-dr. 


hardtop, $3,774; 2-dr. hardtop, $3,696. New 
hardtop, 
| $4,- 
| 573.50. Station wagon prices not available. 
(Torque-Flite, power steering standard on 


Yorker—4-dr. 
| $4,194; 2-dr. 


sed., $4,108; 4-dr. 


hardtop, $4,137; conv., 


Saratoga and New Yorker.) 


CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. 


CONTINENTAL — 2-dr. 
695. 
brakes standard.) 

DeSOTO — Firesweep 
723.50; 4-dr. hardtop, $2,858; 2-dr. hard- 


hardtop, $3,081.50; 2-dr. hardtop, $3,024.50; 





One-Fifty— 


4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 


$2,580.32; 2-dr. 2-seat Nomad | 
Corvette— Hardtop 


hardtop, $3,-| 


Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom | 
—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. 
hardtop, $9,- 
(Turbo-Drive, power steering, power 


— 4-dr. sed., $2,- 


top, $2,782; 4-dr. 2-seat stat. wag., §$3,- 
115.50; 4-dr. 3-seat stat. wag., $3,256.50. 
— 4-dr. sed., $2,897.50; 4-dr. 


Current Prices on New Cars 


|conv., $3,301. Fireflite—4-dr. sed., $3,- 
426.50; 4-dr. hardtop, $3,610.50; 2-dr. 
hardtop, $3,553.50; conv., $3,830; 4-dr. 
2-seat stat. wag., $3,921.50; 4-dr. 3-seat 


stat. wag., $4,063.50. 
ard on Fireflite.) 


DODGE—Coronet 6—4-dr. sed., $2,410; 
2-dr. sed., $2,329.25. Coronet V-8—4-dr. 
sed., $2,517.50; 2-dr. sed., $2,437; 4-dr. 
hardtop, $2,624; 2-dr. hardtop, $2,539; 
conv., $2,800.50. Royal V-8—4-dr. sed., 
$2,656.50; 4-dr. hardtop, $2,763; 2-dr, hard- 
top, $2,713.50. Custom Royal V-8—4-dr. 
sed., $2,826; 4-dr. hardtop, $2,935; 2-dr. 
hardtop, $2,865; conv., $3,091. Station 
Wagons—2-dr. 2-seat Suburban, $2,819; 4- 
dr, 2-seat Sierra, $2,890; 4-dr. 3-seat 
Sierra, $3,018; 4-dr. 2-seat Custom Sierra, 
$3,032; 4-dr, 3-seat Custom Sierra, $3,159. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98). Custom—4-dr. sed., 
$2,004.18; 2-dr. sed., $1,952.90; business 2- 
dr., $1,840.94. Custom 300—4-dr. sed., 
$2,118.86; 2-dr., sed., $2,067.58, Fairlane— 
4-dr, sed., $2,248.66; 2-dr. sed,, $2,197.38; 
4-dr. hardtop, $2,319.74; 2-dr,. hardtop, 
$2,255.10. Fairlane 500—4-dr. sed., $2,- 
294.98; 2-dr. sed., $2,243.70; 4-dr. hard- 
top, $2,366.06; 2-dr. hardtop, $2,301.42; 
conv., $2,467.62. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,263.02; 2-dr. 2- 
seat Del Rio Ranch Wagon, $2,359.62; 4- 
dr, 2-seat Country Sedan, $2,413.62; 4-dr. 


(TorqueFlite stand- 


3-seat Country Sedan, $2,518.38; 4-dr. 3- 
seat Country Squire, $2,645.94. Thunder- 
bird—Hardtop cpe. (V-8 only), $3,367.32. 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 
$3,030. (Power brakes standard on Cus- 
tom.) 


IMPERIAL — Impertal — 4-dr. sed., 
top, $4,661. Crown—4-dr. sed.,. $5,324.50; 
4-dr, hardtop, $5,324.50; 2-dr. hardtop, $5,- 
187; conv., $5,516. LeBaron—4-dr. sed., 
$5,646. Limousine prices not available. 
(Torque-Flite, power steering, power brakes 
standard.) 
LINCOLN—Capri—4-dr. 
dr. 





sed., $4,722; 4- 


top, $5,221.50; 2-dr. hardtop, $5,075.50; 
conv., $5,308.50. (Turbo-Drive, power steer- 
ing, power brakes standard.) 


MERCURY—Monterey — 4-dr. sed., $2,- 
605; 2-dr., sed., $2,536; 4-dr., hardtop, $2,- 
723; 2-dr, hardtop, $2,653; conv., $2,965. 
Montclair—4-dr. sed., $3,148; 4-dr. hardtop, 
83,277; 2-dr. hardtop, $3,196; conv., $3,390. 
Turnpike Cruiser — 4-dr. hardtop, $3,809; 
2-dr. hardtop, $3,718. Station Wagons— 
Commuter—2-dr. 2-seat, $2,863; 4-dr. 2- 
seat, $2,933; 4-dr. 
—2-dr. 2-seat, $3,363; 4-dr. 3-seat, $3,530. 
Colony Park—4-dr. 3-seat, $3,637. (Mere- 
0-Matie standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park, (Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 





$4, | 
763.50; 4-dr, hardtop, $4,763.50; 2-dr, hard- | 


hardtop, $4,722; 2-dr. hardtop, $4,576. | 
Premiere—4-dr. sed., $5,221.50; 4-dr. hard-| 


3-seat, $3,030. Voyager) 





hardtop, $3,030. 
on Custom.) 


OLDSMOBILE — Series 88 — 4-dr, sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2.854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop stat. wag., 
$3,313.47. Super 88—4-dr, sed., $3,030.47: 
2-dr. sed., $2,968.47; 4-dr, hardtop, §$3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr, hardtop, $3,- 
936.55; conv., $4,216.55. (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PACKARD — (Prices are for 1956 mod- 
els) — Executive—4-dr. sed., $3,465; 2-dr., 
hardtop, $3,560. Patricilan—4-dr, sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean— 
2-dr. hardtop, $5,495; conv., $5,995. (Ultra- 
matic standard on all models. Power steer- 
ing and power brakes standard on Carrib- 
bean.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,024.75; 2-dr. sed., $1,978.25; bus. cpe., 
$1,868.75. Savoy—4-dr. sed., $2,163.50; 2- 
dr. sed,, $2,117.25; 2-dr,. hardtop, $2,199. 
Belvedere—4-dr, sed., $2,279.75; 2-dr. sed., 
$2,233.25; 4-dr. hardtop, $2,388.25; 2-dr. 
hardtop, $2,318.25; conv, (V-8 only), §2,- 
607.75. Fury—2-dr. hardtop (V-8 only), $2,- 
895.25. Suburban (station wagons)—2-dr. 
2-seat Deluxe, $2,300.25; 2-dr. 2-seat Cus- 
tom, $2,410; 4-dr. 2-seat Custom, $2,463.75; 
4-dr. 3-seat Custom, $2,618.75; 4-dr. 2- 
seat Sport, $2,591.75; 4-dr. 3-seat Sport, 
$2,746.75. 

PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr, hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; 2-dr. 2-seat Safari 
stat. wag., $3,481.39. 

RAMBLER—Deluxe Six—4-dr. sed., $1,- 
925. Super Six—4-dr. sed., $2,065; 4-dr. 
hardtop, $2.150; 4-dr. 2-seat stat. wag., 
| $2,352. Custom Six—4-dr. sed., $2,155; 4- 
| dr, 2-seat stat. wag., $2,442. Super V-8— 
4-dr. sed., $2,195; 4-dr. 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr, hardtop, $2,370; 4-dr. 2-seat stat, wag., 
$2,572; 4-dr. 2-seat hardtop stat, wag., 
$2,657. 

STUDEBAKER—Champion 6—4-dr, cus- 
tom sed., $2,048.89; 4-dr, deluxe sed., $2,- 


(Power brakes standard 





170.79; 2-dr. custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,122.99. C r V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 


sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V-8 
—4-dr, sed., $2,407; 2-dr. sed., $2,357.99. 
President Ciassic 4-dr. sed., $2,538. 
Station wagons—2-dr. 2-seat Pelham 

$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, §$2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, §2,- 
665.97. Hawks—Silver Hawk 6 cpe., $2,- 
| 141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr. hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 





New Commercial Car Registrations, 


Nine States for November, 1956-55 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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Delaware “56) ! 47| | 34) 30 9 17 4 | i 3 3 2 150 
55) | 87) 19) 72 3 29 10) 1 3} 6 3 266 

District of Columbia *56) | 68° | 17} a 19 40 3 40) 1 5) 231 
55) 93} | 26} 66 28 21 2 1 3 3 | 254 

INlinois "56! 935) 17; 227) 739) 156 314) 16 4 8 13 57 30; 2516 
55| 1026} 25) 204 850) 184 333) 5 5 24) 28) 66 17|__ 2767 

Nevada *56) 82) 13) 95) 37 i 2 5 | 1Q 7 262 
55) 6! i 43) 25) i 6) | 18 176 

New Hampshire ‘Sé 60 20; 39| 18) 24 3) 4 2 23) 7 200 
55) I 73) | 12) 35| 17) 28 18 4 6 27| 4| 2% 

South Dakota *56) 85 6) 18) 62) 28 82' i 2 2| 23; 2 311 
‘55 123 3] 22|_ 9! az| SS 2| 4 1 a ae 

Tennessee ‘56 494, 3) 72) 339; tit} it 17\ | 3 is 13 7 1135 
55/ 583 4) 65) 385) 143 123 8 1} 12 7 22 3 1356 

Utah "56 247 9) 26) 90| 30 32 1} i I 3| 43 9 493 
‘SS 132 1 19) 123 40) 29 2 7 17 2 372 

Wyoming *56| 81 1} 13) 51) 33) 45) 2 | | 2 32 2 263 
‘55| 15 1 13] 67| 50 5! | 7 2 “4 3} _—«383 

Nine States Reported *56) | 2049) 36| 440; 1483} ri 676 48 6 23 8! 205 71| 5561 
To Date for November *55| 1} 2293) 34) 391; = 1732) 555 682) 45) 13) 54 58 236 46) 6140 
Year *56| 764; 257245; 3487; 48955; 228953; 70912| 93411| 11267; 2583; 7683! 13159| | 9931 | 767275 
To Date *55| 883| 269022) 3090| 56447| 248078) 67773) 86859} 884) 2586) 9417| 11977] 21965)  6887| 793868 





“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk 


& Co. cannot assume any liability by reason of inaccuracies or omissions."'"—R. L. 





Polk & 





New Passenger Car Registrations, Eight States for November, 1956-55 





Car registrations by states 
are released here weekly, as 
compiled by R, L. Polk rep- 
resentatives in state capitals. 
Delaware ’ 
"55| 
District of Columbia = 
Minois p 
‘55 
Nevada *56| 
‘55 
New Hampshire *5é| 
55 
South Dakota *56| 
*55/ 
Utah *56| 
‘55 
yomin ‘56 
. ‘55/ 
Eight States Reported " | 
To Date for November ‘55 
Year *56| 
To Date *55| 
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received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Undaunted by Suez Shi 


ing Jam... 





U. S. Optimistic on Car Exports 


(Continued from Page 1) 


tries where U. S. markets long have 
been curtailed by high excise taxes. 
a * * 
EVELOPMENTS last week 
which underscore the confident 
export outlook of U. S. makers 
were: 


| 
1. Brazil's approval of a General | 
Motors truck-building project near | 


Sao Paulo, the “Detroit” of that 
South American country. Willys 
Motors earlier had assigned Vice- 
President Hickman Price jr. to its 
mushrooming Sao Paulo facilities, 
2. Disclosure by Ford Interna- 
tional that it had received no over- 
Seas shipment cancellations from 
Europe, although shipping was 





scarce. Ford of Britain reported | tilities on the home front, said that | wiger 
that its 3,600 car shipments to the|it “would be folly to expect any | models 


U. S. and Canada in the fourth 
quarter have been the highest ever. 
3. Announcement by Willys- 
| Overland that it was shooting for 
a 26 percent increase in foreign 
| business next year. 

4, Acceleration of Chrysler Corp.'s 
export division reorganization, 
move occasioned by the death last 
spring of C. B. Thomas, veteran 
Chrysler export chief. 

5. Realignment of American 
Motors’ export operation. 

* * * 


VETERAN of the automotive | 


export wars, which can be 
every bit as fierce as market hos- 





— WARNING — 


TO AUTOMOTIVE NEWS SUBSCRIBERS 


lt has come to the attention of AUTOMOTIVE 


NEWS that certain unscrupulous individuals have been 


fleecing our subscribers by collecting payments for 
new and renewal subscriptions to AUTOMOTIVE 


NEWS. 
AUTOMOTIVE NEWS 


maintains NO SUBSCRIP- 


TION SELLING FORCE of any kind in the field. 


Order your subscription the safe way—send your 
money direct to AUTOMOTIVE NEWS. Don't pay 


for a renewal unless you receive notice from us by 


mail, and then return the notice with your check. 


Thank You, 


Automotive News 


HOUSTON 





now FIRST 


in City Zone Population Standings of Daily 


Newspaper Cities... 


as listed in Standard Rate & Data Service 













Buffalo, N. Y. 
Seattle, Wash. 


Denver, Colo. 
Nassau County, 
Atlanta, Ga 
Miami, Fla. 
Oakland, Cal 
Dallas, Tex. ... 
Louisville, K 
Jersey City, 









Providence, R. 
Columbus, Ohio 


Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zone, one shining 
truth becomes apparent — you 
need The Houston Post to cover 
the Houston market. 


500,000 to 1,000,000 


(22 cities) 
Houston, Tex. 
Cincinnati, Ohio 


Milwaukee, Wis. 
Minneapolis, Minn. 

San Francisco, Calif. 
Kansas City, Mo........... 


New Orleans, La. ......... 










Long Island 





SIRSNARSSBES 
SSSSssERBSz 


Birmi , A... 
indlontpalts, ind... 
San Diego, Calif... 









The Houston Post has done the 
best job of keeping apace with 
Houston’s rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 
where the trend to The Post 
grows and grows. 


*Based on information obtained from city officials, city zone increase 


to 924,318 as of February 1, 1956 


A.B.C. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POsT 





Represented Nationally By M 


OLONEY, REGAN & SCHMITT 


ai 


|}easing of the competitive situation 
| abroad.” 
“But we know we can compete 


successfully if we're given half-a- | 
chance,” he said, “The Nehru talks | 
|with Ike might at least let us in| 
| the door in places where we've been | 
restricted or shut out, like India}; 


and Red China. 

“We hear that the Chinese 
Communists want reliable ve- 
hicles badly for their industrial- 
ization program. All we need is 
Ike’s okay, and we'll be in there 
pitching for our fair share.” 

Even without the billion- 
population market represented by 
China, India and Russia, U. S. 
manufacturers have boosted their 
truck exports substantially this 
year and added slightly to the 
share of passenger cars going 
abroad. 

Automobile Manufacturers Assn. 
compilations for the first 10 months 
of 1956 show that 173,064 trucks 
were exported, or 23 percent of 
1956 production to date. This com- 
|} pared with 159,504, or 18.4 percent, 
for the same period of last year. 

* 


* * 


LTHOUGH fewer cars were 

shipped to foreign markets this 
year, the percentage rose from 3.2 
percent to 3.4 percent, Numerical 
totals were 153,726 for January- 
October this year, against 201,888 
a year ago. 

Export men view the gain in the 
U. S. car export share as astonish- 
ing in view of the heightened com- 
petition from Volkswagen and the 
smaller-car manufacturers gener- 
ally. 

“Were there no dollar restric- 
tions whatsoever,” a Big Three 
official said, “I'm sure the so- 
called American big car could 
hold onto a secure niche anywhere 
in the world. As it is, sale of 
200,000 American cars abroad a 
year more than doubles foreign- 
ear penetration in the States.” 
The Volkswagen has clobbered 

all rivals in “free-market” areas 
where local products are not fa- 
vored by import curbs. Australia 
prefers GM's Holden, but GM's 
Opel runs behind the VW in 
Western Germany. Latin America 
is a wide-cpen battleground, with 
VW a strong contender. 

Of the Big Three, Chrysler alone 
|lacks a small-car entry abroad. 
Ford’s British subsidiary is enjoy- 
ing increased business States-side, 
while GM had scheduled additional 
production for both Vauxhall and 
Opel prior to the Suez blockade. 

* = 
A SIGNIFICANT development is 
that Ford and GM are closing 
their Swedish assembly facilities, 
finding it cheaper to ship cars from 
this country than re-assemble them 
there. The Big Three assembly fa- 
cilities in Belgium—a major mar- 
ket—all are shut currently for new- 
model changeovers. 

Big Three officials are guarded 

in their comments as to what they 


* 





are doing to meet VW-type com- 
petition abroad, if not at home. 

Chrysler Corp.'s Nicholas Kelley 
jr., who took over export there after 
Mr: Thomas’ death, says that 
Chrysler is “exploring all possibili- 
ties.” Kelley conferred with VW 
President Heinz Nordhoff at the 
Paris auto show last fall and re- 
ports admiringly: 

“I came away with the feel- 
ing that Nordhoff could run any 
machine in an auto plant if he 


had to, in addition to sales and . 


engineering, He’s a one-man 
phenomenon.” 

Reflecting the importance of the 
foreign market to American plan- 
ning, each Big Three president 
visited Western Europe for the 
London and Paris shows this year. 
Reporting on his trip, GM Presi- 
dent H, H. Curtice said: 


“It is very clear that people in 
Europe want good, comfortable 
transportation—just as they do in 
the United States, Everyone wants 
to ride—just as they do in this 
country—and everyone is looking 
forward to the day when his stand- 
ard of living will enable him to 
buy an automobile.” 

* * * 
ENERAL MOTORS said that 
approval of a_ truck-building 
proposal by the Brazilian govern- 


| credit through 1958 and to refinance) 





|ment would open the way for a 
| ment at Sao Jose dos Campos, 
|which is about 60 miles from Sao 
| Paulo. 


| Initially, GM plans to build a 
|truck similar to the Chevrolet. A 
range of truck and bus 
will be offered at a later 


date. 





| Delaplain told the annual export 


40,000 Jeeps, Jeep trucks and 


ume exceeding $60 million. 
Willys, 
largest exporter of commercial 
vehicles in the U, S, 

Chrysler’s Kelley, an attorney 
who spent two months in dealer re- 
lations before tackling the export 
post, reported that a decentraliza- 
tion program in the export division 
was making progress. 

“We know we're at a handicap 
without a small-car in Europe, 
Kelley said, “but our 1957 models 
got a surprisingly good response at 
the Paris show. Our European dis- 
tributors met Mr. Colbert and, 
while the Suez thing may have hit 
their business since then, they 
were all very optimistic for 1957.” 

* * 


_ Bigininnaeoy up with Ford Inter- 
4 national and GM Overseas, 
Chrysler Export has opened a 
public-relations section to keep 
overseas newspapers and maga- 
zines abreast of company develop- 
ments. 

Big Three publicists keep busy 
translating new-model releases 
into universal languages like 
Spanish and French and funnel- 
ing the results into media in 
places like Jakarta and Reykja- 
vik, 

American Motors has named W. 
H. Thoreson director of automotive 
export and M. L. Hudson director 
of automotive export sales. Thore- 
son, who started in export work 
with GM in 1925, formerly was 
Hudson division export manager. 
M. L. Hudson entered the export 
field with Federal in 1929 and pre- 
viously headed Nash export. 

Venezuela absorbed 26,956 U. S. 
cars and 16,895 U. S. trucks last 
year to become our largest foreign 
market. Mexico was second, Can- 
ada third, Belgium fourth and 
Colombia fifth. 


$10 million manufacturing invest-| 


Willys General Manager J. C. | 


sales conference that more than | 





other utility vehicles will be ex- | 
ported this year for a sales vol- | 


he said, is the third | 





























































































































‘Experts’ Meet— 


Bobby Alford, 11, long Island, N. Y, 
shows Philip J. Monaghan, GMC general 
manager, his interpretation of an gir. 
suspension system for trucks at the 
National Auto Show in New York. In the 
background is a model DRA802 GMC 
tractor that rides on air-filled bellows in. 
stead of steel leaf springs. 


Railroads Win 
Freight Increase: 


Coach Hike Urged 


WASHINGTON. Railroad 
freight rate increases, allowed by 
the Interstate Commerce Commis- 
sion, will be effective Wednesday 
(Dec. 26). 

The hikes will be 7 percent in 
the East, 5 percent in the West. 

At the same time, a 15 percent 
increace in first-class rail travel 
was recommended to the ICC by 
Oren G. Barber, an ICC examiner. 
He also urged a 5 percent increase 
in coach rates. 

A proposed 45 percent increase 
in “luxury” rail travel was rejected 
by Barber. Such a boost would 
make first class rail travel far 
more expensive than flying, possi- 
bly what Barber had in mind when 
he termed this “self-destruction 
and unreasonable.” 

In requesting the increases, the 
railroads said they had lost $15 
billion on passenger traffic in the 
last 10 years. 





Auto Costs Slashed .. . 


AMC Loses 


$19 Million 


(Continued from Page 2) 


the corporation a line of bank 


long-term indebtedness. This agree-| 
ment, signed Aug. 22, 1956, was) 
made with the knowledge that) 
AMC would sustain approximately | 
the foregoing loss in 1956, and also) 
with information about the corpor- 
ation’s capital expenditure and 
product programs for 1957, 1958 
and 1959.” 

The annual report will show a 
$23 million cut in the automotive 
division’s operating costs and 
budget for 1957, reducing the auto- 
motive breakeven point to under 
150,000 cars a year. “This means 
that American Motors should oper- 
ate profitably in 1957 if it produces 
and sells about 30,000 more cars 
than in 1956, and assuming the ap- 
pliance and special products divi- 
sions do as well as last year,” Rom- 
ney said. 

The $23 million 1957 expense 
reduction comes from elimination 
of $15 million of unusual or non- 
recurring costs and expenses in- 
curred in 1956, and reduction in 
automotive selling, manufactur- 
ing, engineering, service and ad- 
ministrative expenses. 

The corporation’s annual report 
will say: 

“Automotive results for 1956 were 
a disappointment. Nevertheless, 
basic progress has been made in 
overcoming fundamental obstacles 
to profitable operations that ex- 
isted at the time of the merger. 

“The company’s appliance busi- 
ness was profitable in the face of 
the stiffest competition ever ex-| 
perienced in this industry. Further 
improvement is possible in 1957. 
“An intensive effort is being made 
to obtain military contracts of con-| 
sequence for the special products) 
division, and we are hopeful that) 
its engineering talent, organization | 
and facilities will be more fully 





utilized this year than in the past. 
“The company’s automotive 

business is shaping up so that in 
1957, and even more fully in 1938, 
we should realize benefits from 
basing the company’s automotive 
position on cars that are distinct 
and different from those of the 
larger companies. 

“This is indicated particularly by 
progress in building public recogni- 
tion of our distinct car position and 
the high resale value of our cars. 
For over two years the Rambler 
has had the highest resale value in 
the low-price field. At a time when 
competitive cars have been in- 
creased in size, weight and bulk, 
our publicity, advertising and mer- 
chandising are stressing these 
product differences. 

“Unusually heavy capita! and 
tooling expenditures made in the 
past two years have strengthened 
the company’s 1957 products and 
price positions, and have made it 
possible to strengthen them further 
in 1958.” 





Austin Sedan Averages 
53.7 Miles Per Gallon 


LONDON, England. — An 
Austin A-35 sedan has achieved 
an average fuel consumption of 
53.7 miles per gallon during an 
economy trial, according to the 
Royal Automobile Club, 

The RAC said the Austin used 
9.75 gallons of Shell premium 
gasoline in the 524-mile run. All 
equipment on the car was said to 
be standard, including Champion 
spark plugs at recommended set- 
tings and Dunlop tubeless tires. 
The test was planned in relation 
to the gasoline crisis, which has 
reimposed fuel rationing in the 
United Kingdom. 
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U. S. and Canada....191,545 


Exhibitors Listed . . . 


Peak NADA Exhibition 


(Continued from Page 4) 


W. Hunt & Sons, San Francisco;|Inc., Los Angeles; Occidental Life 
Hunter Engineering Co., St. Louis; |Insurance Co. of California, Los 


Week Week Output, dan. 1 dan, 1 
Ended Same Ended Decem- To To 
Dec. 22, Week, Dec. 15, ber, Dec. 24, Dec, 22 
7, 1956 1955** 1956* To Date 1955** 1956 
IERICAN MOTORS... 2,575 4,258 3,173 8,277 161,267 102,479 
ED: scvedcvensesosencenveniees 125 691 165 384 26,269 7,129 
eaieinguvetvebeomiensiusietes 400 1,283 464 1,245 51,550 17,644 
cli tictialeaibvont 2,050 2,284 2,544 6,648 83,448 77,706 
RYSLER CORP....... 27,450 24,810 29,408 91,126 1,345,772 851,442 
PYRO oo nceccesseceseceesseess 3,000 3,458 3,005 9,485 162,713 93,605 
| Imperial . 750 224 745 2,212 13,482 11,615 
DeSoto 3,500 2,449 3,566 10,865 127,953 101,585 
Dodge .... 7,200 5,568 7,092 23,202 308,660 201,219 
Plymouth ........... uw. 18,000 13,111 15,000 45,362 732,964 443,418 
ORD MOTOR ............. 50,443 39,658 49,846 155,461 2,212,503 1,636,566 
Continental . 18 82 18 57 1,165 1,318 
Ford . 41,000 31,539 41,351 128,731 1,740,207 1,346,621 
OUND. ©, .sussosionsesoossensieses 1,325 959 1,212 3,769 39,607 46,893 
Mercury ——— 7,078 7,265 22,904 431,524 241,734 
RENERAL MOTORS.... 72,733 78,267 73,652 236,360 3,941,253 3,017,899 
Buick . ceccssvssveseeee 15,028 15,799 14,490 46,731 771,092 526,330 
Cadillac ..... . 4,000 3,378 4,337 12,666 150,214 137,531 
Chevrolet ......... . 36,200 38,543 37,647 118,405 1,806,682 1,599,951 
Oldsmobile ..... 10,960 12,378 10,997 35,444 635,345 426,298 
PEIN cccesesssccesseccreses 6,545 8,169 6,181 23,114 577,920 327,789 
fo. re * 3,888 2,294 6,873 178,253 94,377 
Packard 25 See wnwians 25 68,281 13,314 
Studebaker 2,347 2,874 2,294 6,348 109,972 81,063 
Total Cars, U. S...... 155,573 150,244 158,373 498,097 7,844,847 5,702,763 
*Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Output, dan.1 Jan. 1 
Ended Same Ended Decem- To To 
Dec. 22, Week, Dec. 15, ber, Dec. 24, Dec. 22, 
1956 1955* 1956* To Date 1955* 1956 
HEVROLET .................. 7,800 2,812 7,929 23,605 393,162 348,641 
DIAMOND T ................ ; 80 84 80 245 5,178 5,024 
DIVCO ... 80 87 80 240 3,767 3,529 
Se 2,000 1,190 2,022 6,023 94,905 89,747 
FORD 6,100 6,763 6,097 18,663 368,911 298,018 
his cicaisdiltaiiagnee 1,750 2,221 1,726 5,229 102,397 89,926 
INTERNATIONAL ...... 2,970 2,850 3,394 9,776 128,059 134,886 
I is deca stenasnilidalasiainii 400 344 394 1,194 15,197 18,494 
REO paeliienaiiaecusnwasiniahien 50 77 90 192 5,164 3,783 
STUDEBAKER. ............. 304 455 303 930 18,279 14,332 
vi) ppatiunlansomapeasiouios 178 405 309 7389 16,430 16,823 
VILLYS .......... sieht 1,600 1,659 1,590 4,958 Ti5Al 63,970 
ISCELLANEOUS*** 40 34 40 121 3,460 2,237 
Total Trucks, U. S....... 23,352 18,981 24,054 71,965 1,232,450 1,089,410 
Total Cars, Trucks, 
RTA is lstinhemisenistinmiton 178,925 169,225 182,427 570,062 9,077,297 6,792,173 
Total Cars, Trucks, 
STII « ‘ustinsimntiiinesicannahnne 12,620 7241 12,618 35,343 448,578 467,739 
Grand Total, 
Cars and Trucks, 


176,466 195,045 605,405 9,525,875 7,259,912 
"Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Four-Wheel Drive, ete. 
N.B.: All U. S. totals include cars and trucks for military orders. 

***Autocar and Sterling are included in White totals; Brockway included in Mack totals. 


Inland Mfg. Co. Omaha; Inter-| 


Communication System of America, 
Chicago. 

Joyce-Cridland Co., Dayton, O.; 
Kansas Jack, Inc., McPherson, 
Kans.; Kent-Moore Organization, 
Inc., Warren, Mich.; Lincoln En- 
gineering Co., St. Louis; Local 
Trademarks, Inc.. New York; 
Look Magazine, New York; Mac- 
ton Machinery Co., Inc., Stam- 
ford, Conn.; Mirror Bright Polish 
Co., Pasadena, Calif. 

NAD Used Car Guide Co., Wash- 
ington; National Cash Register Co., 
Dayton, O.; National Market Re- 
ports, Inc., Chicago; Norick Broth- 


ers Oklah City; Nu Orm Plans, | 
pee Pees a | ot Aeeesten, Saiieien, Eins te 


Chrysler’s Reis Retires 
DETROIT. — When Edmund J. 


Reis, 68, general superintendent of | 


Chrysler Corp.'s Highland Park 
plant, retired, he removed a plac- 
ard that for years had hung over 


| 


| Pacific Auto Air Conditioning Co., 











Angeles; Olympic Battery Corp., 
Los Angeles; Outdoor Advertising, 
Inc., New York. 

P&G Mfg. Co., Portland, Ore.; 


San Francisco; Pennzoil Co., Ala- 
meda, Calif.; Prudential! Insurance 
Co., Newark, N. J.; Quaker State 
Oil Refining Corp. Oil City, Pa.; 


|Reynolds & Reynolds Co., Dayton, 


O.; Salsbury Corp., Los Angeles; 
Shure Mfg. Corp., St. Louis. 
Staput Cover Co., Muskegon, 
Mich.; Stemac, Inc., Denver; 
Stewart-Warner Corp., Alemite 
marketing division, Chicago; 
Stokes Tax Controls, Inc., New 
York; Tait Appraisal Co., Los 
Angeles; Tire Machinery Cor p. 


S. Washmobile, Newark, N. J.; 


Upholstery Leather Group, Inc., 


Detroit. 

Walker Mfg. Co. of Wisconsin, 
Racine, Wis.; Western Auto Auc- 
tion Assn., Oakland, Calif.; Willys 
Motors, Inc., Toledo; K, R. Wilson, 


his desk. It read: “The greatest Inc., Arcade, N. Y.; John E. Wolf 
underdeveloped territory lies under 
your ha’ ” 


| 


Co., Oklahoma City, and Edmund 
J. Wudel Mfg. Co., Los Angeles. 


Ford Breaks Record, Che 


New-Model Pace Off 










Cuts... 





Year Ago by 250,000 


(Continued from Page 1) 


last week, compared with 7,265 a| 
week earlier, while Lincoln, work- 
ing Saturday at its Wayne (Mich.) 
plant, built 1,325 units last week, 
compared with 1,212 the previous 
week. Continental produced 18 cars 
last week, the same number as a 
week earlier. 
+ * . 

HRYSLER CORP., with none of 

its divisions scheduling Satur- 
day operations, dropped from 29,408 
units the previous week to 27,450 
last week, 

Plymouth was down from 15,000 
units a week earlier to 13,000 last 
week; DeSoto dropped from 3,566 
to 3,500; Chrysler was even with 
its previous week’s output of 3,750 
units, and Dodge was up from 
7,092 to 7,200 units. 

Packard rolled its first model off 
the lines at South Bend Thursday 
morning and by Friday night had 
assembled 25 cars. Studebaker 
turned out 2,347 units to give the 
corporation a total of 2,372 cars for 
the week. The previous week saw 
the corporation turn out 2,294 units 
—all Studebakers. 

7 * - 
MERICAN MOTORS assembled 
2,575 cars last week compared 
with 3,173 a week earlier. 

A breakdown of AMC output 
showed Rambler with 2,050 last 
week, compared with 2,544 the 
previous week; Nash down from 
464 to 400, and Hudson off from 
165 to 125 units. 

Truck output slipped from 24,054 
units a week earlier to 23,352 last 
week. 

Canadian car-truck operations 
produced 12,620 vehicles last week, 
compared with the 12,618 units 








Fire Sweeps Gibson 


WINDSOR, Vt.—(UTPS)—Four- 
teen automobiles and three trucks 
were destroyed in a fire that swept 


age was estimated at $100,000. 


Gibson Motors, Inc. (Ford), Dam-| 


rolled from the assembly lines the 


previous week, 
* +. 


Ford Shifts 400 Workers 


To New Claycomo Plant 
CLAYCOMO, Mo. — About 400 
hourly and salaried employes of 
Ford division’s old Kansas City as- 
sembly plant at 1025 Winchester 
Ave. have been transferred to the 
new plant here in preparation for 
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the beginning of production Jan. 
7, according to Roger N. Cocks, 
plant manager. 

More than 200 of the first group 
to be moved here were hourly em- 
ployes who are stocking the as- 
sembly system with parts and sub- 
assemblies. Another 300 hourly em- 
ployes being shifted to Claycomo 
this week will bring to 500 the total 
number of production personnel in- 
volved in the “system fill,” Cocks 
said. 

Cocks also announced that most 
of the 500 training employes hired 
since mid-September have com- 
pleted an intensive training pro- 
gram and now are prepared to per- 
form their jobs at Claycomo, 

Employment at Claycomo will 
total about 2,200 persons, compared 
1,625 at Winchester, Cocks 
said. 








400,000 Orders in 40 Days 
Received by Chrysler 


(Continued from Page 2) 


big underlying demand for automo- 
bile transportation that should ex- 
press itself in new-car sales in the 
year ahead. 

“4. At least two of every three of 
the new-car buyers in 1955 will not 
be limited by automotive instal- 
ment credit obligations from com- 
ing back into the market in 1957— 
any more than those who bought 
new cars in the years before 1955 
will be limited. 

“Our studies at Chrysler show 
that 35 to 40 percent of the people 
who bought new cars in 1955 paid 
cash. Furthermore, a substantial 
percentage of those who purchased 
new cars in 1955 on the instalment 
plan have already paid off these 
obligations, or will have them paid 


“5. The scrappage rate of cars 
that will need to be replaced by 
new cars has risen steadily in re- 
cent years and gives every indica- 
tion of continuing to rise, This 
year very nearly four million 
cars will be scrapped. With the 
number of cars increasing, we 
can expect scrappage next year 
to be higher. 

“To meet the expected big de- 


off sometime during the next S| 


mands for our products next year 
and in the future, Chrysler Corp. 
is expanding and improving its 
production facilities. 

“Major construction projects in 
full swing include a stamping 
plant at Twinsburg, O., scheduled 
to have eight of its 28 major press 
lines in operation by February, 
1957, and the conversion of the 
Delaware tank plant to a Plymouth 
and Dodge assembly plant. The 
conversion includes an addition 
which will nearly double the size 
of this plant.” 


Asheboro (N. C.) Dealers 
Organize, Elect Bardin 
ASHEBORO, N. C. — Franchised 
dealers here, with a 100 percent 
participation, have formed the 
Asheboro Automobile Dealers Assn. 
First officers are W. Earl Bardin 
(Cadillac-Oldsmobile), president; B. 
W. Woodley (Pontiac), vice- 
president, and E. M. Frazier 
|(Linecoln-Mercury), secretary- 
treasurer. The group will hold 


{monthly meetings. 





(Continued from Page 8) 


who drove and compared all com- 
petitive makes. This one-day 
course is conducted by zone offi- 
cials. 

In the 1957 Product School, 10,752 
Pontiac new-car salesmen attended 
255 schools conducted by zone offi- 
cials to learn about the new fea- 
tures of the Pontiac. The session 
lasted for a half a day. 


> ~ * 


Mercury 


T LEAST once a month 20 to 25 

men participate in a two-week 
Mercury Dealer Management Con- 
ference which trains them in all 
phases of dealership operation. 


The course is open to Lincoln 
and Mercury dealers, L-M gen- 
eral managers, sales managers, 
department heads, dealers’ sons 
and anyone being groomed for a 
management post. Occasionally a 
class is conducted for factory 
sales personnel to acquaint them 
with dealerships problems. 


Included in the curriculum are 
courses in sales planning, sales 
management and marketing, busi- 
ness management, dealership lay- 
out and dealership advertising. The 
conference is held in the special 
conference area of the Ford Ro- 
tunda in Dearborn. 

The conference began in Septem- 
ber, 1953, and is free except for the 
trainee’s living 
and travel ex- 
penses. More than 
500 men, from 450 
dealerships, and 
250 key company 
sales personnel 
have received 
training. 

Michael G. Or- 
lovich, manager 
of sales training, 

i. : said, “Dealers 
M. G. Orlovich who have taken 
part in this program have highly 
endorsed it as giving them prac- 








tical assistance in the profitable 
and effective management of their 
dealerships. 


“It has a second constructive re- 
sult in building improved factory- 
dealer relationships.” 

> > > 


Cadillac 


J. STAUFENBEIL, national 

* used-car manager, annually 
conducts a one-day used-car man- 
agement conference for most of 
Cadillac’s used-car and new-car 
sales managers. The course is con- 
ducted at the GM Training Centers 
and permits the dealership men to 
exchange ideas. 
” 


* * 


American Motors 


MERICAN MOTORS CORP. 
maintains a continuous sales 
instruction program through its 
field men, under the direction of 
R. J. Molloy, automotive sales 
training manager. 

At introduction time 65 meetings 
were held around 
the country to ac- 
quaint dealers 
and salesmen 
with the more 
salable qualities 
of the new model. 
There are also 
smaller and more 
frequent meetings 
conducted by the 
merchandising 
managers in each E 
zone and one-day R. J. Molloy 
meetings for salesmen in various 
dealerships. 

Molloy reported last week that 
American Motors would conduct an 
extra training program during Jan- 
uary. Titled “Selling Behind the 

| Wheel,” the program is designed to 

instruct each AMC dealer, sales 
manager and salesman in better 
ways of selling and demonstrating 
the product. 


On Jan. 7, simultaneous meet- 





Dealer Courses Long Established 


| ings will be held in Philadelphia, 
Pittsburgh, Chicago and Los An- 
geles at which factory officials 
| will indoctrinate the nearby zone 
| — assistant zone man- 
agers and merchandising man- 


31, 
these field officials will conduct 
about 75 meetings at hotels in cen- 
trally-located towns for the dealers, 
sales managers and salesmen in the 
local areas. A slide presentation 
will be included in the program. 
. > 


Studebaker-Packard 
| 


agers in the program. 
Then, between Jan. 16 and 


AsBour two months ago Stude- 
baker - Packard Corp. estab- 
lished a sales training program un- 
der the direction of James W. Orr, 
recently named manager of the 
merchandising department. 

The training is conducted by 
district managers who hold 
monthly sessions in the dealer- 
| ships, usually after working 
hours. 

Orr asserted, “With a smaller 
dealer body such as we have at 
Studebaker-Packard, this person- 
alized approach proves more effi- 
cient and can be carried out with 
the least disturbance of dealership 
activities.” 





Hull Dobbs, Ford Motor 
Named in $126,150 Suit 


LOUISVILLE. — Hull Dobbs 
Co. (Ford) and Ford Motor Co. 
have been named in a $126,150 
damage suit filed by Voyd 
Roberts, New Albany, Ind., on be- 
half of his daughters, Hazel, 6, 
and Betty, 8. 

Roberts contends his daughters 
were injured because of defective 
brakes on a 1956 Ford he pur- 
chased Nov. 29, 1955. The brakes 
failed and he hit another car near 
Lanesville, Ind. Dec. 28, 1955, 

| Roberts’ suit alleged. 
\ 
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come well acquainted with fuel 
injection and be prepared. 

“Schools on maintenance and 
servicing of fuel injection systems 
will be held in the 30 United Mo- 
tors classrooms in GM training cen- 
ters across the country,” Lingg 
said. “We plan to do everything in 
our power to make available to the 
field all possible assistance in serv- 
icing fuel injection systems.” 

Lingg said that although inde- 
pendent distributors are not being 
asked to take on service or parts 
now, that they would be supplied 












Automotive Electrical Assn. Meets... 


Lape Sees $4 Billion 
Parts Volume in ’57 


By W. M. McCarty and labor costs, to keep their equip- 
Staff Correspondent 


ment in top running condition. 
CHICAGO. — Automotive replace- “The outlook for United Motors’ 
ment parts business is headed for 


distributo d their deal i 
one of the biggest years in its his- : ie 2 og ow 
















tory, Edward L. brighter than it ever has been,” | when volume increases to a point 
Lape, general he said, and predicted an 8 per- | where it would be profitable for 
sales manager, cent increase in United Motors | them. 


volume for 1957. 

He added that in the last two 
years, customer preference for 
Delco batteries has increased 125 
percent, according to four inde- 
pendent research groups who made 
surveys across the country. He said 
the preference has in great part 
come about since introduction of 
the Delco dry charge line of bat- 
teries in April, 1955. 

Lape spoke at a special United 
Motors Service breakfast meeting, 
one of the many sessions held dur- 
ing the AEA’s annual membership 
meeting and manufacturer-distribu- 
tor conference at the Edgewater 
Beach Hotel. 


More than 600 AEA members, 
engaged in manufacture, distribu- 
tion and service of specialized orig- 
inal equipment units for automo- 
biles, trucks, tractors and other 
motorized equipment, attended the 
meeting. Six full days of sessions 
were held, some from 7:30 a.m. un- 
til 10:30 p.m. 


In addition to conferences and 
divisional meetings, there were 
special talks on such subjects as 
“Ledgerless Bookkeeping,” “Dis- 
tributor Material Handline” and 
discussions of “Labor Unions” 
and the “Wage Hour Law.” 


William M. Walker jr., operations 
director, United Motors, said UMS 
warehousing was keeping pace with 
the tremendous business growth so 
that parts and accessories would 
flow smoothly from United Motors 
to distributors, their dealers and on 
to automobile and truck owners. 
UMS has 21 warehouses throughout 
the country. 


“Our whole warehousing organi- 
zation has been strengthened, and 
personnel selection methods and 
training programs are operating,” 
Walker said. “New material flow 
methods have been installed along 
with the most modern methods of 
automated record procedure and in- 
ventory controls. 


United Motors 
Service division 
of General Mo- 
tors Corp. told 
members of the 
Automotive Elec- 
trical Assn. con- 
vening here last 
week, 

“Sixty-five mil- 
lion cars and 
trucks will be rolling on the roads 
of America during 1957,” Lape said, 
“and these owners will spend more 
than $4 billion for automotive re- 
placement parts, exclusive of tires 


He promised that fuel injection 
systems would be a profitable sales 
and service business, and added the 
carburetor is certainly not a thing 
of the past. He said there are sixty 
million carburetors on the road, and 
even if all cars produced, starting 
tomorrow (an impossibility), were 
to have fuel injector systems, there 
would still be those sixty million 
cars with carburetors. 


Looking ahead, Lingg said 
standards being set for fuel injec- 
tion systems include greater gas- 
oline economy—even better than 
being reported; top performance 
at all speeds; lower cost with in- 
creased production, and increased 
simplicity for field service. 


E. N. Robinson, Stewart-Warner 
Corp., Chicago, was reelected presi- 
dent of the association. Vice-presi- 
dents are C, W. Apley, Ballantine 
Auto Parts & Service, Chicago; 
Richard Durham, Durham Co., New 
York City, and G. R. Robers, 
Weatherhead Co., Ft. Wayne, Ind. 
J. F. Sirotek jr., Illinois Auto Elec- 
tric Co., Chicago, was elected sec- 
retary-treasurer. 

Directors, in addition to officers, 
are J. B. Cunningham, Birmingham 
Electric Battery Co. Birmingham, 
Ala.; V. A. Dupy, United Motors 
Service, Detroit; R. F. Edwards, 
Frank Edwards Co., San Francisco; 
S. B. Grayson, Chain Battery & 
Automotive Supply, Shreveport, 
La.; E. A. Marks, Earl Marks Co., 
Utica, N. Y.; M. F. Marsau, Mar- 
sau’s, Sterling, Colo.; B. A. Noonan, 
Electric Auto-Lite Co., Toledo; E. 


































E. L. Lape 


























Dealer Groups 
Held Vital in ‘Day 


Of Tax Pressure’ 


MILWAUKEE, — The need for 
dealer associations “in this day of 
tax pressures” was cited by David 
P. Whelchel, president of the Auto- 
motive Trade Assn. Managers, at 
the annual meeting of the Milwau- 
kee County Automobile Dealers 
Assn. 

Whelchel said that legislative 
bodies of all governmental units 
have a tendency to look first at the 
auto industry—in all its phases— 
as the most likely prospect for a 
new tax touch. 

The dealers elected Lester P. 
Hartung (Nash) as president. He 
will also direct the 1957 auto show. 

Other officers are Robert A. 
Schwartzburg (Oldsmobile), vice- 
president; Harold Duckler (Pon- 
tiac), secretary, and Lou Siegel 
(Cadillac), treasurer. 


Bendix Aviation 
Buys Sheffield 


DETROIT. — Bendix Aviation 
Corp. has announced that it has 
entered into a contract to acquire 
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the business and assets of Sheffield; “All of this is done with one aim ress ot regular rat 
Corp., Dayton, O. in mind—to bring the best service Te s ore forwarded 
The announcement was made|'" the country to the automobile IN ADVANCE OF P 





and truck owner. Replacement 
parts will be available immediately | 
— he is or when he needs 
them.” | 


A featured speaker was Dr. Philip | 
Wernette, professor of business ad- 
ministration, University of Michi- 
gan, who spoke on “The Future of 
American Prosperity.” “Employe 
Motivation” was the theme of 
James Watson, a sales training spe- 
cialist. 

Demonstration talks were given 
by R. F. Oestreich, Dlinois Bell 
Telephone Co. and Ira Goodnight, 
Electric Auto-Lite Co. Good- 
night’s subject, “Budgeting for 


here by Malcolm P. Ferguson, Ben- 
dix president, and in Dayton by 
Louis Polk, Sheffield president, re- 
tiring president of the National 
Machine Tool Builders Assn. 


Ferguson said that to acquire the 
Sheffield business Bendix will issue 
approximately 230.000 shares of its 
common stock. The Sheffield or- 
ganization will continue to operate 
under its present "management as a 
wholly owned subsidiary of Bendix. 


Sheffield sales are approximately 
$24 million, having risen from $1 
million 16 years ago. Polk will be- 
come a director, vice-president and 
group executive of Bendix and will 
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HELP WANTED 


WILLYS JEEP SALESMEN to sell the en- 
tire line with special equipment. We carry 
40 vehicles in stock at all times plus spe- 
cial equipment demonstrators. $50 per 
week salary plus liberal commission. Pro- 
ducers make $750 per month and up. 
Write or call Mr. Roof, phone FR 9-3636, 
P. O. Box 3940, Miami, Fila. 























SALES MANAGER WANTED 





Mercury-Lincoin dealer has opening for 


















continue as Sheffield president. Profit,” introduced a budgeting 
oo system applicable to all business, | young experienced manager. Salesman 
regardless of size. 


Obituaries with ability and experience considered. 


Ramsdale S. Cunningham 
ROCHESTER, N. Y.—Ramsdale 8, Cun- 


In another demonstration - talk, 
advantages of fuel injection for 
Passenger cars was outlined by 










Please attach complete resume and photo. 


Very profitable dealership located in mid- 






ningham, 75, former automobile dealer.| Kenneth F. Lingg, service man- 

died Dec. 3, A resident of Rochester 40 2 . 

years, he was president of Cunningham-| er. Rochester Products division| “** 

Joyce Motor Corp, until the business was| Of GM. Box 6699, c/o Automotive News, 











sold. Lingg told the parts distributors 


that fuel injection offers advan- 
tages in both performance and econ- 
omy. “Today, fuel injection is open- 
ing a new chapter in the develop- 
ment of the internal combustion 
engine,” Lingg said. 

“As volume increases and more 
coverage is required, and as more 
service business is available, the 
necessary parts and information 
will at once be supplied to inde- 
pendent United Motors distributors, 


J. D. M. Smith Sr. 
JACKSONVILLE, Fila.—J. D. M. Smith 
sr., 61, a retired automobile dealer, died 
Dec. 11. Coming to Jacksonville in 1934 
from Greenville, 8. C., Mr. Smith formerly 
Motor Co. 
M. Smith 


Detroit 26. 





















ACCOUNTING 
SUPERVISOR 


Excellent opportunity with one of the lead- 
ing automobile manufacturers. Necessary 
to have successful automobile accounting 





jr., started Smith Motor Co. 
* * + 
W. N. McGillevry 
INGLESIDE, Ill.—W. N. McGillevry, 58, 
Mason Co., Detroit, died here Fri- 
14, He had been midwestern dis- 


finishing division of the comany and had 































Socal weit Sci atone 2006. to enable them to get into this busi-| background preferably in the retail dealer 
* *« * ness on the ground floor,” he de-| establishment. Some travel. Philadelphia 
Arthur Tonelli clared. will be the headquarters. This could lead 






SPRING VALLEY, Ill.—Arthur Tonelli, 
57, an automobile dealer and former mayor 
Dalzell, was found suffocated Dec. 15. 


Lingg added that United Mo- 
tors would issue bulletins and in- 
formation on developments as 


to a bright future for an enterprising indi- 
vidual who can fit the above qualifications. 
Box 6696, c/o Automotive News, 
Detroit 26. 
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Shells for the Army— 


The 1,000,000th 155-mm. artillery shell 
produced at Firestone Tire & Rubber Co.'s 
New Bedford (Mass.) defense products 
plant is accepted by Lt. Gen. Emerson 
L. Cummings, Army ordnance chief, from 
J. E. Trainer, Firestone executive vice- 
president. The Army has granted the firm 
$42 million in contracts for shell produc- 
tion since the plant's opening in 1953. 





V. Oehler, Briggs & Stratton Corp., 
Milwaukee; E. B. Snyder, Dixie 
Sales Co., Greensboro, N. C.; G. Z. 
Spencer, Trico Products Corp., Buf- 
falo, and H. A. Stiefvator, Stief- 
vator Electric Co., Utica, N. Y. 

Among several members who 
were awarded citations for out- 
standing service was E. A. Wilder- 
muth, E. A. Wildermuth, Inc. 
Brooklyn, N. Y., who has served 
the association in various official 
capacities since 1941. In his absence, 
the citation was accepted by his 
son. 

The report of the central dis- 
tributors division was read by 
J. L. Finn, Gardner, Inc., Cincin- 
nati. G. R. Robers reported for 
the manufacturer’s division and 
C. W. Apley made the report 
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HELP WANTED 


PERSON WHO HAS HAD experience in 
passenger car and truck leasing. Give 
your complete educational and business 
background and personal references. 
Eisele Motors, 11750 Wilshire Boulevard, 
Los Angeles 25, Calif. 


SERVICE MANAGER by large Buick 
dealer in Milwaukee area. Must be ex- 
perienced and familiar with factory 
policies, customer and personnel rela- 
tions, must know how to build up serv- 
ice volume. Salary commensurate with 
qualifications. All replies confidential. 
Box 6686, c/o Automotive News, De- 
troit 26. 


EXPERIENCED GENERAL MANAGER, 
desirous of becoming a dealer, for a 600 
dual line deal near large midwest metro- 
politan area. Excellent opportunity to 
invest and buy out. Reply in confidence 
to Box 6701, c/o Automotive News, De- 
troit 26. 





AUTO SALES MANAGER 
NEW CAR 
MUST BE EXPERIENCED 


We want a man who can hire, train, supervise 
and maintain a productive sales organiza- 
tion for a Ford volume operation in the Cleve- 
land area. This man must have plenty of drive 
with a proven automotive background, capa- 
ble of immediate results. To the man who 
can meet these specifications, we will pay a 
salary and bonus with a guarantee of $12,000 
per year, with possibilities of earning up to 
$20,000 in the same period. 


If you are looking for a position with a 
secure future and can furnish proof of a suc- 
cessful sales record, write Box 6698, c/o Auto- 
motive News, Detroit 26. 


Our orgenization knows of this ad. 
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for the service distributors diy, 
sion. e 
Dates were announced for »,. 
gional conferences to be helg 
San Francisco, Feb. 22-24; Colyp. 
bus, O., March 9-11; Philadelphia 
March 16-18 and in Atlanta, 
25-27. The AEA’s usual fall confer. 
ence will be held in the spring og 
1957 beginning May 5 at the 
Raton Club, Boca Raton, Fla, Ney 
year’s annual meeting again wil] 
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Dispute Over Deal } = 
Leads to Slaying jj * 

Miss 


Of Car Salesman 


PITTSBURGH. — Jack Allison } 
50, a salesman for Big Three Mo} 
tors, Inc., died of a bullet woung} 
inflicted by a customer in a dispute 
about payments on a car. Police 
held Raymond Lawson, 24, who hag 
admitted the shooting. is 

Lawson purchased a car from} city. 
Big Three and said he was told hig § #*!!! 
payments would be $46 a month. profit 
However, he said, his payment book § quire 
called for $61 a month. He said} wmf 
he went to the company’s offices |*™: 
to insist on a correction, Tog 

While talking to Alan Lamfrom, } rede 
a partner in the firm, Lawson pro. § # | 
duced a gun. Lamfrom said Alli- sit 
son was shot between the eyes as § Will 
he walked across the office in an § 2* 
attempt to disarm Lawson. Lawson in 
also fired at Lamfrom, but missed. Phanc 

Meanwhile, Frank W. Poe, deputy Ja w 
banking secretary, said the State§ ten"! 
Department of Banking will inves- 
tigate Big Three Motors to deter-§ nece 
mine whether it is dealing illegally § New 
with Lawson or any other cus-f - 
tomer. ry: 

George H. Dennison, manager of} Bes 
the Pittsburgh Better Business Bu-j 4" 
reau, said his office has had several 
complaints about Big Three offer- 
ing.blank installment-plan con- 
tracts to buyers. 

G. H. Rohrer, BBB financial divi- 










































sion chief, added, “It’s time to| $e, 
throw the book at persistent viola-} pot 
tors—and Pennsylvania law de-} J 
mands the revocation of dealer} *%., 
licenses in all such instances.” ser 
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HELP WANTED 


WILLYS JEEP SERVICE manager. Salary 
plus commissions. Call Mr. Roof, FR. 
9-3636 or write P. O. Box 3940, Miami, 
Fia. 











POSITION WANTED 


QUALIFIED SERVICE MANAGER. 
Would like to relocate in middlewest. 
Highest recommendations, GM. 34 years 
old, married, three children. Available 
Ist of year. Box 6690, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER — College, top-notch 
accountant with the qualifications of & 
general manager. Prefer northern Jersey, 
eastern Penn., for dealer who wants to 
relax a Httle. Box 6677, c/o Automotive 
News, Detroit 26. 

TIGHT MONEY MARKET makes execu- 
tive available. Over 20 years’ of success- 
ful car-truck sales, finance, service, 
realty, equipment leasing experience. 
Capable of assuming full responsibility. 
Must have heavy duty obligation to earn 
$25,000 plus annually. Integrity unques- 
tioned, loyalty assured. Top references. 
Excellent opportunity for getting a top 
man for a top job. All inquiries treated 
confidentially. Box 6687, c/o Automotive 
News, Detroit 26. 


si tee 

SALESMAN—Age 30. Six years same job. 
Family man. Good closer and can sell 
volume and gross profit. Prefer west 
coast or middiewest. Highly recom- 
mended. Jan. ist. Box 6688, c/o Auto- 
motive News, Detroit 26. 


AVAILABLE NOW—Sales manager for 
500 to 1,000 car deal. Married, 40 years 
old, home owner. Have used car and 
conditioning know how and new car 
merchandising and closing know how. 
Will compare past profit record with the 
best. Must be sound deal to relocate 
at the right figure. No family deals. 
Box 6689, c/o Automotive News, De- 
troit 26. 


DESIRE CONNECTION where selling 
products on merit and reputation of the 
house is foremost. Have background 1 
new and used car merchandising, auto 
mobile leasing, general sales promotiot, 
sales training of personnel, prewar GM 
training in sales and sales management. 
Philadelphia area preferred. Will consider 
other locations. Box 6691, c/o Automo- 

tive News, Detroit 26. 
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POSITION WANTED 










manager. An aggressive hard hitting ex- 
ecutive with 18 years of experience, can 
fun a large metropolitan dealership and 
assume full responsibility for a profitable 

tion, Prefer to work for a dealer 
that retails his automobiles and is inter- 

in making money, Reply to Box 
6675, 
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c/o Automotive News, Detroit 26. 
DEALERSHIPS AVAILABLE 


VOLVO peatersnip 
Offers Big Opportunity 


Sell Sweden's “hot” VOLVO—Ameri- 
can car comfort, sports car handling 
and performance, miserly economy, 
Swedish precision. 
Declerships now available in Ala- 
bama, Arkansas, Kansas, Lovisiana, 
Mississippi, Missouri, Oklahoma, Ten- 
nessee and Texas. 
For write or wire 
Nils Olof Sefeldt rt 


Swedish Motor Im 
A 4.9456 


222! Milam Telephone: 
Houston, Texas 


PORTUNITY UNLIMITED — One of 
“Big 2’’ in large northern metropolitan 
city. Potential 1,000 or more. Excellent 
facilities available. If you have a desire 
to become one of the nation’s largest 
profit dealers, this should fit your re- 
quirements. All replies will be held in 
confidence. Box 6702, c/o Automotive 
News, Detroit 26. 


FAMILY OWNED dealership, han- 

dling Ford, since 1912. Located on major 

amfrom, § Federal highway in southeastern Wiscon- 
: sin farming and resort area. 60 miles 
from Chicago and Milwaukee. A well es- 
tablished business with modern facilities. 











eyes as § Will sell or lease building. Settling estate. 
‘¢ in an § Box 6681, c/o Automotive News, Detroit 
Lawson §*- 
mi ~ UBURBAN BOSTON DEALERSHIP 
Ssed. handling one of the ‘‘Big 3.’’ Located in 
, deputy Ba wealthy town of 28,000. Excellent po- | 
State tential. Always a money maker. Estab- 
ll inves. lished over 25 years. Modern new build- 
ing can be leased. Factory approval 
O deter-§ necessary. Box 6692, c/o Automotive 
illegally News, Detroit 26. . 
er cus- LERSHIP FOR SALE handling Gen- 
eral Motors line. Over thirty years. City | 
30,000—sixty-five miles from Chicago. 
lager off Best location in city. Box 6693, c/o 
less By.§ Automotive News, Detroit 26. 
| several DEALERSHIP FOR SALE handling De-| 
e offer. Soto-Plymouth. Will lease building. Low) 
“} rent, on gasoline gallonage basis. North- 
an Con-f ern Penn. Real opportunity. Box 6697; 


c/o Automotive News, Detroit 26. 


DR SALE BY OWNER. Weill equipped 
dealership handling DeSoto-Plymouth. 
Ideally located in Vermont, 
potential. Modern new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and 
gervative. Small investment required. 
interested, write Box 6695, c/o Automo- 
tive News, Detroit 26. 
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CARS FOR SALE 


Public Sale of 
Pennsylvania State Used Cars 
102 Cars in Harrisburg, Pa. 


Display of these cars inside of Commonwealth Garage. 


Other cars at West Chester, Clearfield, Clarks Summit, Grater- 
ford, Sunbury, Gettysburg and New Castle, Pa. 


January 8, 1957 


These cars may be inspected Monday through Friday, 8:30 A.M. 
to 5:00 P.M., Holidays excepted. General public and Dealers 
are invited to bid. Invitations to bid, listing cars, together with 
instructions to bidders, may be obtained by writing to: 


J. D. Adams, Director, Automotive Bureau, Commonwealth 
Garage, 22nd and Forster Sts., 


DEALERSHIPS AVAILABLE 


L, MANAGER or general sales| EXTREMELY PROFITABLE SMALL 


town, dual dealership handling General 
Motors. Population 12,000. Everything 
low, except profits. Wholesaled 85% 
tradeins. An under your thumb opera- 
tion, 125 to 175 car potential. No real 
estate, no receivables. Deal pays for 
itself first year. $22,000 for business in- 
ventories, an additional $15,000 re- 
quired for working capital. Immediate 
action. Larger dealership anticipated. 
Located in upper New York State. Box 
6694, c/o Automotive News, Detroit 26. 


DEALER SERVICES 





EVERYBODY IS TALKING 
ABOUT IT! 


“USED CARS— 
A GOLD MINE" 
by ERIC CASSIRER 


A Treasury of Tested Ideas 
on Selling Used Cars... 


Written in straight forward talk by a 
man who has sold over $8 million 


worth of used autos. 


MAIL $2.20 TO 


P. O. Box 649 Oxnard, Calif. 
Your satisfaction or your money back. 





INVENTORY SERVICE 


Parts and Accessories 

+ CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 

Call or write for service details 

Automotive inventory Service Co. 
| 10040 Freeland Detroit 27, Mich. WE 3-6445 

Western Dealers, Attention 

| 429 S. Western ~, Los Angeles 5, Calif. 





BUSINESS OPPORTUNITIES 


TREMENDOUS GOVERNMENT surplus 
sales now going on. Buy direct from 
Uncle Sam—jeeps; trucks; amphibious 
trucks; boats; aircrafts; LSTs; tractors; 
trailers; automotive supplies; shop equip- 
ment, 
Depots. 
Box 8 AUA, Sunnyside 4, N. 





List and procedure—$1i. Brody, 


Y. 

















By Sealed Bids 









Harrisburg, Pa. 

















1204 N. E. 4 Avenue 


MOBILAIRE 
AUTO AIR CONDITIONERS 
C-L-O-S-E-O-U-T ! 


1956 DELUXE MODELS 
All models factory-sealed and guaranteed 


~ $99 5m 


Incl. Clutch and Thermostat 
LIMITED. QUANTITY—G.M., FORD, CHRYSLER 


FRIGEMOBILE CORP. 


ACCESSORIES FOR SALE 















Reg. $395.00 







Ft. Lauderdale, Florida 





Direct from U.S. Government! 907 E. Pike St. 
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BUSINESS OPPORTUNITIES 


Golden Opportunity to 
Reliable, Experienced 
Service Manager 


The service department of a new car 
agency. Fully equipped including paint 


and body shop. Main thoroughfare 


Queens. Approximately 15,000 feet. 


10 minutes from N. Y. City. Doing better 
than $100,000 per year for past 20 years. 
Profits will return investment in short time. 
Long lease available. Parts and equip- 
ment inventory at book value about 
$20,000. Principals only. 


Box 6700, c/o Automotive News, Detroit 26. 


DECAL TRANSFERS 
TRUCK DECALS. No charge for sketch. 
More brilliant; unusually durable; easily 
applied, Samples on request. Write Allied 
Decals, Inc., 8456 Hough Ave., Cleve- 
land 3, Ohio. 


CARS FOR SALE 











ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh, Akron Cleveland, 
Detroit, Flint, Chicago, Milwaukee Cincin- 
nati, Louisville, St. Louis, Kansas City, Ue in- 
coln, Neb., klahoma City, Fort 


Dallas, New Orleans, Atlanta. 
ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 


For specific information in any city, address: 
|. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 








Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P. O. E. 


Dealers Inquire 


Gallagher Motors, Inc. 


Importers 
West of Mississippi 
Seattle 22, Wash. 


‘56 DODGE 
EX-TAXIS 


PRICED RIGHT 


Painted Stock Car Colors 
Automatic Transmission, Heater, 
Defroster. All Good Rubber 
Quantities from 5 to 500 
also 


*55-'56 Fords, Plymouths 


Standard and Auto. Transmission 
Write, Wire or Phone 








Harold Peterfreund or 
Manny Mouber 


FUTURE 


MOTORS INC. 

37-01 Queens Bivd., 

Long Island City, N. Y. 
ST 4-6351 

N.Y.'s Largest Volume 
Taxi Dealer 

ee ae 
ne le 2 us 


CARS WANTED—7 passenger Cadillacs. 
Must be sharp 1953 and newer. Ridgway, 
Belmont 4-6611, 2836 N. E. Sandy, Port- 
land, Ore. 





ENGINES WANTED FOR SOUTH AFRICA 
Ford V-8—Mercury, 1949 upwards and Dodge 
Plymouth, 1942-53, 6-cylinder used short block 
assemblies. For further information reply: 

Mike Appel Motor Co., Ltd. 


P. O. Box 3648 Johannesburg, S. A. 





TRUCKS WANTED 
4 x 4 COMMAND CAR with winch. What 


is your price? East Greenbush Garage, 
East Greenbush, N. Y. 


SHOP EQUIPMENT FOR SALE 
LARGE USED CAR SIGN, Neon with run- 
ning border lights. Cost $3,000 new—will 
sell or transfer balance of maintenance 
contract. TR. 2-1494, Detroit. 


SHOP EQUIPMENT WANTED 


WANTED BY FLORIDA distributor—150 
used part bins in good condition. Con- 
tact Tag’s Motor Parts, Box 1629, 
Charleston, W. Va. advising quantity, 
make, description and price. 








PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 


Inc. 
(formerly Gerdon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





PARTS WANTED 


WANTED—Complete front end for 1954 
Chrysler-Windsor. Write or call. Tom's 
Motors, Sweetwater, Tenn. 





ACCESSORIES FOR SALE 


RADIOS FOR PLYMOUTH, 1956, 8 tube 
Mopar pushbutton in sealed cartons—$55 
each, Bigelow Motors, Inc., 50 Washing- 
ton Ave., Belleviiue, N. J. Plymouth 
9-4220. 





MOTOROLA 
AUTO RADIOS 


Manual 
Puce etOeR cccnnssennsemens See 


Custom designed for all cars, all years 
Rear seat speaker kits, $4.95 
Special deals for Fleets 
Over 5,000 radios in stock 
Fast C.O0.D. shipments 


LIBERTY AUTO RADIO 
161 St. New York 51, 
LUdiow 8-941! 


vt E. N. Y. 











MISCELLANEOUS 





FLYING TO FLORIDA? 
RENT A CAR 
FROM RUSS MILLER 


Make Your Reservations Now. 
Telephone or wire collect. 
Give Airline, Date and Flight Number 
A courteous attendant will meet you at 
Miami Airport. 

Telephone JAckson 2-1616 


D. B. A. FAIR RENT-A-CAR 


727 N. Federal Highway, Ft. Lauderdale, Fila. 
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MISCELLANEOUS 


TRUCK AND CAR SIGNS made easy 
with plastic letters. Metal, wood and 
masonite letters also, Brass stencils. 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


To Our Many Friends 
and Customers 
SEASON'S GREETINGS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: BA 1-8717 


Call Collect “* Pry 


charges 
on $100 orders 
40 So. Clinton St., Chicago 6, Ill. 


ULCERS! EVEN YOU hard boiled veterans 
of the car business are entitled to give 
them a rest once in a while. And there’s 
no better place than southeast Florida to 
cure them (and to get far away from 
those factory phone calls, too). Buy 
yourself a place in the sun where your 
pleasures are many and your worries are 
done. So says Clark Schwaderer, former 
Ohio dealer, now an associate of M. N. 
Weir & Sons, Inc., Registered Real Es- 
tate Brokers, Pompano Beach, Fla, We 
offer a complete real estate service in- 
cluding sales, rentals, leasing, acreage, 
business opportunities and investments. 
For information, write Clark Schwaderer, 
3356 Atlantic Bivd., Pompano Beach, 
Fla. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.3 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.O.B8. Factory Net) 





$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW « GUIDE 


Four Aone Hook-Up 
DEALERS’ SPECIAL (F.O.8. or Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
e * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S.,. Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 (] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Car Dealer [) Truck Dealer [) Manufacturer [) 
Jobber [] insurance [] Financial (1) Supplier 
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In Philadelphia nearly everybody reads The Bulletin 


ApveRTISING Orrices: Philadelphia, Wth and Market Streets * New York, 342 Madison Avenue * Chicago, 520 North Michigan Avenue 
REPRESENTATIVES: Sawyer Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 





